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4 bler, Pontiac and Studebaker. 


passenger cars during the run, 





Car Output 


Week ended Sept. 5.................. 
Week ended Aug. 29.................. 





the last decade. 

The ’59 model total was 28 per- 
cent under the industry’s record 
1955 run, when 7,136,496 cars were 
built. Current output also was 
11.6 percent below the ’56 model 
run (6,210,735). 

Rambler and Ford division 





the former picking up 2.88 per- 


* «* 


questa ety gain in penetration 
was 1.74 points, while Stude- 
baker registered an increase of 
1.18. 

Although it turned out the most 
ears (1,481,071) for 26.61 percent of 
the total output, Chevrolet suffered 
the largest penetration setback— 
2.98 percentage points. 

In the previous run, Chevrolet 
also built the largest number of 


12,559 | 
18,446 | 


scored the biggest penetration 
gains during the ’'59 model year, | 


centage points and the latter 2.87.) 
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In Model Run to Top 


AR production made a strong | 
comeback in the 1959 mModel| 
year, jumping 32 percent over the| boosted its share of the '59 m 
total for the '58 run, but only four|run to 26.27 percent, turning 
makers were able to register pene- 1,462,140 units. In the year earlier, 
tration gains—Ford division, Ram-|the division built only 987,945 cars| 


among yearly model-run totals for|937 cars. In the previous yea¥ the 





| 


| 


| 





| 


+ Last Year by 32 Pet. 


| cars (1,249,485) but the total ac- 

counted for 29.59 percent of~the | 
entire output. 
Ford division, on the other haind, | 
el| 
ut | 


|for a total of 23.40 percent of mi 


U. S. makers assembled 5,566,527 | full run. 


| GM accounted for 48.03 percent 


compared with 4,222,781 in the re-| of the total output on a production | 
cession period of 1957-58. The '59| of 2,673,617 units. In the 58 run GM | 
model output ranked seventh) built over half of the total “es 


| registering 50.37 percent on 2 26,- | 

ped assemblies. 
* * | 

|rorD MOTOR increased its leas] 

cent of total ’59 output to B0.25) 


by boosting its production to 1/683,- | 


company accounted for 28.75; per- 
}cent on 1,214,010 units. | 
Chrysler Corp. dropped from! 15.80 
percent of the ’58 total output to 
12.64 of the ’59 model run, although 


(Continued on Page 57, Col. 4) 
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Each Maker’s Share .. . 
Model-Run Output—'59 vs. ‘58 
(U. S. Production) ; 
1959 Pet. of 1958 Pet. of Gain 
Model-Run Total Model-Run Total «.or ™ 
Output Output Output Output Loss 
AMERICAN MOTORS J 
RE seccsdRidemvveveinsins 374,240 6.72 162,182 3.84 +-2.88 
, or 91,491 _......4.. aa ee 
CHRYSLER CORP. .......... 703,356 12.64 667,340 15.80 —3.16 
2 ee een 64,244 1.16 60,873 1,44 — .28 
REED  cissesnselediperrietisevese 45,307 81 51,552 1.22 — Al 
Ee Sn 151,851 2.73 139,257 3.30 — 57 
ee Re 17,262 31 16,102 38 — OF 
ce ee 424,692 7.63 399,556 9.46 — 1.83 
FORD MOTOR. .................. 1,683,937 30.25 1,214,010 28.75 +1.50 
a ene 44,891 81 63,110 149 — .68 
EE -cssccaptnisTonbielitensiestesseugh 1,462,140 26.27 987,945 23.40 +2.87 
Thunderbird ................ JA aa 
PEED, sevucoricvnvainabrucs vsbeciove 26,906 48 29,684 -70 — 22 
| a ae ae 150,000 2.69 133,271 3.16 — <A7 
GENERAL MOTORS ...... 2,673,617 48.03 2,126,857 50.37 —2.34 
IE sinconsptecebdiguticsorsceniise 5.10 241,908 5.73 — .63 
Cadillac ....... 2.55 121,786 2.88 — .33 
Chevrolet 26.61 1,249,485 29.59, — 2.98 
Oldsmobile ..., 6.88 296,375 7.02 — .14 
Pontiac ....... 6.89 217,303 5.15 -+1.74 
S-P CORP. ....; 2.36 52,392 1.24 -+1.12 
SED chailbasbtituscuccRvecveents:  Soutintste ~- epdbisese 2,622 Jae 
Studebaker Sctintapnapsibctureesisie 131,377 2.36 49,770 1.18 +1.18 
Total Cars, U. S. ............ 5,566,527 100.00 4,222,781 100.00 
*Rambler total includes American and Ford division total includes Thunderbird, 








GM Appoints Goad ‘No. 3,’ 


Promotes | 


GENERAL MOTORS last week 
handed Louis C, Goad af arm- 
bf duties which fir y. festab- 
lished h s the 
No, 3 maff-in the 

corporation. 
Goad, a GM ex- 
ecutive, vice-pres- 
ident since 1951, 
was given juris- 
diction over all 
general -staff ac- 
tivities — distri- 
bution, engineer- 
ing, manufactur- 
ing, personnel, 





ful 


Goad 


Louis C,. 





By John K, Teahen Jr. 
Staff Writer 


SALE prices of used cars 
have remained stable during 
the last seven weeks, giving rise 
to hopes that they will continue to 
follow last year’s steady pattern 
throughout the cleanup period. 

Last week’s Automotive News 
index put the overall average 
price of used cars sold at whole- 
sale auctions at $1,023, just $3 be- 
low the mid-July index. 

Last year, the early-September 


July. 

Since price stability in the used- 
car market is a great help to new- 
car dealers at cleanup time, it is 
encouraging to note that this year’s 
wholesale pattern is similar to that 
of 1958. The index showed only 
mild variations from July 15 to Oct. 
15 last year. 

aa ok * 
BREAKDOWN of last week’s 
auction figures showed that five 

models were selling from $4 to $39 
above their mid-July averages. 
These were ’59, ’57, ’56, 55 and ’52 
models. 

Decreases of $25 to $43 were 
noted for 58s, 54s and '53s during 
the seven-week period, with ’58s 
taking the biggest tumble. 

Auction operators report: that re- 
cent sales have been good, but most 
of them emphasize that there aren’t 
' enough clean cars to go around. 
A Florida auction: owner de- 








index was $1 above that of mid-| ; 








Used Car Prices Stea 


clared: “Clean cars in demand,\but 
continue to be hard to get,” 
a New Yorker noted that bid 
was “red hot on clean oné@é.” 
Buffalo reported, “Lots of good 
merchandise at firm market 


in Cleanup 


prices, but still not enough to 
satisfy demand.” 

From Tim Anspach, veteran Al- 
bany auction chief, came a more 
subdued analysis of a late-August 

(Continued on Page 4, Col, 4) 





New Falcon— 


Inside Ferd's 





Eager inspector of the Falcon’is a chef at Ford division's San Jose (Calif.) qssembly 
plant, one of several plants where the new car will be built. Pre-production Falcons 
stopped at the plant on a road test to the West Coast and the people who will build 
the cars were invited to inspect them. Shown on the car's floor js test equipment in- 


cluding a radio-telephone which is used in 


long test runs. By the time the cqr is in- 


troduced publicly Oct. 8, Falcon prototypes and test models will have been driven 
more than 1% million test miles and an additional three niillion miles of component 


testing will have been completed. 





inner, Osborn 


process development, public rela- 
tions, research and styling. 

At its month-end meeting, the 
GM board of directors also elected 
two new executive vice-presidents, 
placed two vice-presidents in new 
posts and named a new vice-presi- 
dent and a new director. 

* * cS 


HOSE actions involved the fol- 
lowing men and positions: 

1. Sherrod E. Skinner was elected 
an executive vice-president and was 
named to succeed Goad as head 
of the automotive, body and as- 
sembly and parts divisions. A di- 
rector, Skinner formerly was ac- 
cessory group vice-president: 

2. Cyrus R. Osborn was elected an 
executive vice-president and was 
placed in charge of the engine divi- 
sions, the Dayton, household appli- 
ance and Electro-Motive group and 

(Continued on Page 4, Col, 1) 


H. S. Vance Dies; 
Served Studebaker 


ASHINGTON. — Harold S. 
Vance, 69, former head of Stu- 
debaker Corp. died here Aug. 31, 

Mr. Vance, who had been a mem; 
ber of the Atomic Energy Commis- 
sion since 1955, 
died in Walter 
Reed Medical 
Center of acute 
pneumonia after 
abdominal sur- 
gery. 

He was chair- 
man of the ex- 
ecutive committee 
of Studebaker- 
Packard Corp. 
when President . 
Eisenhower nam- H, S, Vance 
ed him to the AEC. He had been 
working on industrial applications 
of atomic energy with the AEC. 

A native of Port Huron, Mich., 
Mr. Vance intended to follow his 
father in a law office when he fin- 
ished high school, Instead, he went 
to work for E. M. F. Co., predeces- 
sor of Studebaker, in 1910, 

* ok * 
HE STARTED as a mechanic's 
apprentice and became a store- 
keeper and assistant treasurer. ba 
1917, he was borrowed by Bethle 














(Continued on Page 58, Col, PL 


Falcon Is Unveiled 
‘As bid to Regain 


Economy Market 


100,000 Due in ’59; 
Million ’60 Sales Seen 
For Big 3 Compacts 


By Robert M, Finlay 
Editorial Director 

ge gel of the Big Three to unveil 

its economy car, Ford made it 
clear last week at a press confer- 
ence that this was the opening of 
the battle to regain the low-priced 
car market which the U. S. auto 
makers had vacated to the imports. 

Ford asserted that its Falcon 
represented a revolutionary 
breakthrough in automotive de- 
sign, and compared its signifi- 
eance to the production of the 

Model T and Model A. 

The Falcon, said Ford, represent- 
ed first-class transportation for all 
at a “low price.” The price, how- 
ever, will not be revealed until the 
date of public introduction at the 
7,000 Ford dealerships, Oct. 8. 

* * ok 


Bigg mente dealers will display 
GM’s low-priced entry, the Cor- 
vair, on Oct. 2. The Plymouth-De- 
Soto-Valiant dealers are expected 
to have the Chrysler compact car 
at the end of October. 

At a closed-circuit TV press 
conference with 1,500 newsmen in 
21 cities, Ford officials predicted 
that 1960 would be a banner auto 
year, partly because the new 
compact cars would broaden the 
market. 

The Big Three compacts are ex- 
pected to account for 750,000 to a 
million sales in 1960. Ford expects 
to built 100,000 Falcons by the end 
of this year, and expressed doubt 
that it would be able to meet de- 
mand. 

* ok * 

ORD referred to the Falcon as 

first-clasg transportation in 

comfort and performance, and 
claimed it would have 50 percent 
more economy than the regular 
Rambler and 30 percent more than 
the smaller Rambler American. 

At tme news conference, 
Henry Ford II, president, assert- 
ed that the Falcon is an all-new, 
six-passenger car with a six-cyl- 
inder, 90-horsepower, front- 
mounted engine capable of 30 
miles to the gallon of gas. 

Ford said the Falcon is three- 
quarters of a ton lighter than the 
Ford Fairlane, yet has passenger 
space comparable to standard cars, 

(Continued on Page 8, Col, 1) 





Top Cars 


New-car registrations for seven 
months: 


1959 1958 
Pos. Make Pos. 
1— 895,040 Chev. 772,256— 1 
2— 870,212 Ford 587,084— 2 
3— 237,532 Pontiac 140,291— 6 
4— 232,746 Plym, 238,015— 3 
5— 227,025 Olds. 193,507— 4 
6— 213,321 Rambler 96,651— 7 
7— 155,333 Buick 159,706— 5 
8— 90,490 Mercury 83,721— 8 
9— 87,506 Cadillac 78,483—10 
10— 86,667 Dodge 80,350— 9 
1l— 80,875 Stude. 24,450—14 
12— 37,941 Chrysler 37,742—11 
13— 27,759 Edsel 24,764—13 
14— 27,404 DeSote 30,385-—12 
15— 16,982 Lineoln  17,277--15 
16— 10,456 Imperial 9,597—16 
348,577 Misc. 197,175 
Total AH Makes 
2,776,454 





3,645,866 





Bege 44. 
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NADA Hails Reforms... 





Dealer Relief Offered 
In New Labor Bill 


By Frank Gawronski 
Staff Writer 


ss orang approval of a compro- 
mise labor-reform bill was ex- 
pected in Washington last week as 
AvuTomotive News. went to press. 

The measure, the product of a 
House-Senate conference commit- 
tee, contains several 
provisions of partic- 
ular interest to au- 
tomobile dealers who 
have to deal with 
unions or face union 
organization campaigns. 

Provisions of the bill most bene- 
ficial to dealers, according to Row- 
land F. Kirks, NADA legislative 
counsel, are those covering picket- 
ing, secondary boycotts, the no- 
man’s land and hot-cargo clauses. 

“We worked hard for the pas- 
sage of a labor bill,” Kirks said. 
“Although we didn’t get all the 
things we wanted, we are elated 
over what the bill contains.” 

Kirks said the provision spelling 
out a procedure for the states to 
dispose of labor disputes that the 
National Labor Relations Board 
refuses to handle is “a significant 
step in the right direction.” 

“One of our biggest problems in 
the past was getting our cases be- 
fore the NLRB,” Kirks said, “Most 
dealers failed to come under the 
board’s jurisdiction because of their 
small business volume.” 

Following is a summary of the 
major points in the reform-labor 
bill: 

1, The no-man’s land void is filled 
by permitting states to handle un- 
der their own laws cases which the 
NLRB refuses to take. But the 
board could not cede to the states 
any class of cases over which it 
was taking jurisdiction Aug. 1, 1959. 

2. A general ban is put on sec- 





LABOR 
FRONT 











ondary boycotts aimed at a neutral |; 


third party in a labor dispute. 
* * * 


Picketing Controlled 


4 CLOSE restrictions are placed 
* on organizational picketing to 
prevent “blackmail picketing.” Such 
picketing is designed to coerce 
workers to join a union. 
Picketing is banned for 12 





Goodyear’s Litchfield 
Leaves $6 Million 


AKRON.—The estate of Paul 
W. Litchfield, chairman of Good- 
year Tire and Rubber Co., was 
valued at $6,481,531 in an inven- 
tory filed last week. 

Litchfield died in Arizona last 
spring at 83. His will previously 
disclosed that the bulk of his 
estate went into trust funds for 
his widow, Florence, and his two 
daughters, Katherine L. Hyde, of 
Hudson, O., and Edith L. Cenny, 
Toronto. 








months after a representation 
election and limited to 30 days be- 
fore an election, Picketing is 
banned when another union has 
been certified to represent the 
employes. Mandatory election 
procedure is provided. 

Unrestricted organizational pick- 
eting is permitted if the employer 
is found to have signed a contract 
with a company-dominated union. 

The bill also writes into law de- 
tailed controls over internal opera- 
tions of unions on such points as 
finances, elections, trusteeships and 
rights of members. 

* a * 

| Pipe news from dealerships 

around the country was high- 
lighted last week by a report from 
Kansas City, Kans., that 26 mechan- 
ics and other hourly workers have 
struck Kelley-Williams Motor Co. 
(Ford) in a dispute over labor costs. 

Main issue is a demand by United 
Auto Workers Local 710 that the 
dealership give the mechanics half 
the labor costs charged to custom- 
ers for service work. 

The UAW said the company cur- 
rently charges $4.50 an hour for 
labor, of which management gets 
$2.46 and the mechanics $2.04. It 
said mechanics in repair shops and 
other dealerships in Kansas City 
are now receiving $2.32% an hour. 

D. D. Williams, dealership pres- 
ident, said the workmen had 
no overhead and that a 50-50 
split would place “an unfair hard- 
ship on the buying public.” 

The union replied that manage- 
ment is free to set any labor charge 
it deems appropriate without re- 
strictions, 

Williams said he has always met 
the wage pattern set by the Inter- 





(Continued on Page 6, Col, 4) 





New Light for Chrysler Panel— 


The instrument panel of the '60 Chrysler will be lighted by seven wafer-thin elec- 
troluminescent panels which glow green. Chrysler said tests show the new system cuts 


glare up to 500 percent compared with 


incandescent-type instrument panel lights. 


Imperial also will use El lighting, which is produced by sending electricity through 
phospor. The lamps are made in Salem, Mass., by Sylvania Electric Products, Inc. 
a 


No-Glare Panel Lights 
Described by Chrysler 


DETROIT. — The new no-glare 
light source which will illuminate 
instrument clusters of 1960 Chrys- 
ler and Imperial cars was described 
this week by Chrysler. 

The innovation is called electro- 
luminescent lighting—EL for 
short—and is said to last 10 times 
longer than the conventional light 
bulb. It is produced by sending 
electricity through phosphor. In 
its automotive application, the 
new light is called Panelescent 
lighting. 

R. M. Rodger, chief engineer of 
Chrysler and Imperial division, said 
the big advantage of EL to the 
driver is that it reduces eye strain. 

Rodger added that in engineering 
light-meter tests, at the same level 
of readability, the new EL panel 





Owner Relations Pitch . . 





Chevy Bids for ‘Loyalty’ 


DETROIT.—Chevrolet has set up 
a department of owner relations 
which, according to General Sales 
Manager K. E. 
Staley, is design- 
ed “not to sell 
new _ customers 
but to keep the 
old ones — and to 
keep them hap- 
py.” 

Staley said the 
establishment of 
the department is 
“official recog- 
nition of our 
broad and contin- 
uing responsibilities to the more 
than 16 million Chevrolet owners in 
the U. S.” 


Heading the department is M. W. 





K. E. Staley 








Business B t 
Automotive News Economic Index — 
97.7 Percent of Last Week 
* 105.0 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 18,446 58.1 110.0 
Truck Production ............ a6 15,275 104.1 171.4 
Auto Registrations—yYear to date. . 3,331,514 Glee 130.5 
Truck Registrations—Year to date. 511,922 aaa 134.4 
Steel Production—tTons ......... 332,000 103.4 19.4 
Lumber Production—Board feet... 243,116,000 101.1 97.9 
Paperboard Production—tons...° 323,961 101.0 104.1 
Seft Coal Output—tons ........ 7,105,000 99.4 86.4 
Oil Refinery Output—Barreis .... 50,813,000 103.7 104.7 
Electric O iowatt hours.... 14,109,000,000 100.8 115.0 
Barometer Freight Car Loadings 332,698 100.0 92.9 
Department Store Sales Index .. 132 100.0 98.5 
U.S. Government Spending 
—Fiscal year to date ............ $15,392,623,000 aS 103.1 
oe sate = industrial Loans mrtg pn 100.5 a 
s yo pub anecdssc ce ke 30,718,000,000 99.9 101.6 
Good Ber ices-—Average........ $1,023 99.5 108.1 
Business Failures ................ 257 97.7 104.5 
Common Common 
Stocks Sept.2 Aug. 26 1959 Range Stocks Sept.2 Aug. 26 1959 Range 
AMC...... -49Y%_ 45%, 50%-25% HH......... 52% 54  57%-39% 
Chrysler... 67% 66% 72%-50% Mack...... 46 44%, 49%-32Y, 
Ford....... 84%, 79% 85%,-50% aioe. 12% 12 15%_- 9% 
GM........ 564%, 55 58%-45 White...... 56%, 54%, 60 -40% 
(Sept. 7, 1959) 














Worden, a 14-year Chevrolet man, 
who has served as assistant national 
sales promotion manager and, most 
recently, as head of the national 
business management department. 

Worden will use several meth- 
ods to find out what owners like 
and don’t like about the divi- 
sion’s products and service, as 
well as the services offered by 
Chevrolet dealers, 

One method will be periodic meet- 
ings of a forward development 
board, which will be composed of 
dealers and Chevrolet sales officials 
at every wholesale and retail level. 
When this board finishes a session, 
it will be dissolved. When it recon- 
venes, it will have an all-new group 
of members, 

Chevrolet said Worden will work 
with every departmental operation 
to implement recommendations of 
the Forward Development Board. 

In addition, he will hold informal 
meetings with groups of owners in 
key locations throughout the U. S. 
The groups will be small—not more 
than 25 per session—and informal- 
ity and frankness will be stressed. 

It also is planned to establish let- 
ter contact with at least 1,000 own- 
ers throughout the country. Their 
opinions will be solicited regularly 
on important problems or ideas af- 
fecting owner relations. 

“We must keep in touch with 
owners throughout the process of 
buying and owning our product 
—not just when we think they 
are ready to buy again,” Staley 
said. “Owners can be completely 
satisfied with the car or truck, 
but dissatisfied with some other 
phases of our relationship. 

“Owner loyalty is a very precious 
thing to our business,” he added. “It 
is also frequently quite fragile. It 
may turn on a very simple issue—a 
slight misunderstanding, a minor 
adjustment. 

“We will miss no opportunity, 
large or small, to achieve even 
greater owner satisfaction with all 
phases of our relationship. A satis- 
fied owner is our most valuable as- 
set and should be treated that way 





—always.” 


reduced glare by 500 percent over 
the old incandescent type instru- 
ment panel. 

The announcement here coincided 
with presentation of a_ technical 
paper on the joint development by 
engineers of Chrysler and Sylvania 
Electric Products, Inc., at the na- 

(Continued on Page 54, Col, 1) 
* * * 





Want Lion's Share— 
Chrysler the Lionhearted, a 70-pound, 


seven-month old lion cub, sits next to 
a shrouded ‘60 Imperial as he meets 
Clare E. Briggs, left, general manager, 
and E, M. Braden, general sales manager, 
of the Chrysler and Imperial division. The 
beast is the 1960 mascot for 400 Chrys- 
ler field sales personnel. The field men 
have declared they will get an increased 
share of the 1960 auto market despite 
introduction of compact cars. Braden chal- 
lenged the salesmen to match Chrysler 
sales growth with the lion, which will 
double its weight in six months. 





Auto Aluminum 
Gets a Treatise 


Reynolds Issues 
102-Page Tome 


DETROIT—A comprehensive 
study of aluminum in automobiles 
was announced this week by David 
P. Reynolds, executive vice-presi- 
dent of Reynolds Metals Co., who 
said the book, “Aluminum in Au- 
tomobiles,” will be presented to au- 
tomotive industry leaders next 
week during dedication of Rey- 
nolds’ new Great Lakes region 
headquarters building in Detroit. 

Dedicated to automotive men 
“whose dissatisfaction with the 
present assures our progress for 
the future,” the 102-page volume 
covers the past, present and future 
uses of aluminum in the produc- 
tion of cars in this country and 
abroad. It is illustrated with 237 
black-and-white pictures and 28 
color photographs, and is the re- 
sult of a $100,000 program. 

The book portrays the major de- 
velopments which helped aluminum 
establish in the past 10 years what 
is said to be the greatest growth 
curve of any basic material used 
in the construction of cars. 

Preceding by a few weeks the 
introduction by Chevrolet of the 
American auto industry’s first 
mass-produced car aluminum en- 
gine, the book gives the history of 
the development of aluminum en- 
gines and their impact on manu- 
facturers and new-car buyers, 

Economy in both manufacture 
and performance is the principal 
reason for the aluminum engine 
and other applications where alu- 
minum continues to supplant steel, 
iron and other traditional metals 
in autos, the text states. 


Chevrolet Boosts 
760 Truck Prices 


Maximum 2 Pct. 


DETROIT.—Prices on 1960 model 
Chevrolet light and medium trucks 
have been increased a maximum of 
2 percent, it was learned last week. 
However, two models in this weight 
category have been priced $25 to 
$200 under similar models of the 
1959 line. 

Although the new line will not 
be announced to the public until 
Sept. 13, it is understood that deal- 
ers are being allowed to sell the 
new vehicles beforehand if they 
retain sufficient trucks to have a 
representative line on announce- 
ment day. 

The trucks have been redesigned 
and restyled for 1960. The heavy- 
duty models, also redesigned and 
restyled and with a completely new 
front end and ride characteristics, 
are priced at practically the same 
or a little less than corresponding 
GVW models in the 1959 line, 








Importers Protest Change 
In Space at Chicago Show 


CHICAGO —A change in the 
location of the space allotted to 
imported cars at the Chicago Auto- 
mobile Show had representatives of 
the imports up in arms at the an- 
nual drawing for space. 

The Jaguar representative 
walked out of the meeting and 
the representative of the British 
Motor Corp. makes threatened to 
follow him. 

The trouble started when Edward 
L, Cleary, executive vice-president 
of the sponsoring Chicago Automo- 
bile Trade Assn., announced that 
the space allotted the imports last 
year would be given to the compact 
American cars and the cars which 
U. S. manufacturers produce in for- 
eign countries, 

Cleary said that the space allot- 
ted the imports was larger than the 
space assigned last year. Repre- 
sentatives of the imports did not 
question the size of the space but 
charged that the locations assigned 
them were poor. 

“We're taking the pick of the 
crumbs,” said E. A. Murphy, Mid- 
west distributor for Jaguar, as he 
walked out of the meeting. 

James Smith, representing 
S. H. Arnolt Co., BMC distributor, 
said the cards appeared to be 





stacked in favor of domestic pro- 
ducers and “until I hear from 
my superiors, I won’t go into the 
show.” 

Smith later changed his mind 
and drew space for the BMC 
makes. Other imports for which 
space was drawn were Simca, 
Skoda, Saab, Triumph, Borgward, 
Fiat, the Rootes Group, Citroen, 
Toyopet and Renault. 

Space formerly used by the im- 
ports went to the Big Three com- 
pacts, Lark, and AMC’s American. 
The foreign products of American 
makers included Opel, Vauxhall, 
English and German Fords, Mer- 
cedes-Benz and Metropolitan. 

Cleary said the show’s executive 
committee decided on the change 
in space allotment. 

“The fact that the American 
manufacturers have supported 
this show for 52 years plus the 

tremendous amount of interest 
that will be generated by the Big 
Three’s compact cars necessi- 
tated this decision,” he said. 
Cleary predicted that Jaguar wil! 
return to the show. He said the 
space taken by the imported makes 
was 25 percent larger than that 
used last year. 
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Dealer Forum 


by Robert M. Finlay 




















W* ASKED a dealer why he 
should orient his business to 
selling to such an extent that he 
would select for advancement only 
those who were successful as retail 
salesmen. 

Aren’t the requirements of deal- 
ership management so broad that 
a good manager might not neces- 
sarily be a good salesman, and the 
good salesman might not make a 
good manager? 

If you adopt such an attitude, 
aren’t you setting up artificial re- 
strictions on yourself? 

Doubtless there is validity to the 
objections—and I’m always a little 
skeptical about taboos--but I liked 
his reply, too. 

“You, know,” he said, “there are 
so many wrong ways to do things 
in this retail auto sales business, 
that we want our managers to 
have unshakable convictions 
about the right way to sell cars. 

“We want our management men 

to know how to go out and bring 
in the business the right way, be- 
cause they have done it the right 
way. They know it works. 

“And even if a thousand fast- 
buck salesmen got up and shouted 
at them that service selling or fol- 
lowup does not pay, they would be 
unshaken, because they know from 
experience that it does pay.” 

_ + ” 


To Stop Drifters 


igen dealer speaking is known to 
many of you. He is John Wil- 
liamson, of Birmingham, Ala., who 
came up through sales with strong 
convictions. Now he and his associ- 
ates operate a sales training organ- 
ization as well as a Birmingham 
dealership. This makes a fine tiein, 
for the dealership is the laboratory 
of reality for his sales training the- 
ories. 

I had another question for him. 
So many dealers are sour on sales 
training because they fee] that 
salesmen are drifters and they fear 
that the salesmen they train today 
may be working for their competi- 
tors tomorrow. 

So, I asked, how you can be sure 
they’ll stay after you train them? 

“Well,” said Williamson, “ours 
certainly stay with us. They 
make so much money working 
for us, that they’d be foolish to 
leave.” 

And doubtless the fact that suc- 
cessful salesmen are marked for 
future management plays an im- 
portant factor in holding good 
salesmen. 

* 2 


Part of the Whole 


EEMS to me that all things work 

together in a good operation to 
attract and hold good men. It isn’t 
just a matter of taking the best 
that comes along. The Williamson 
organization goes out looking for 
the men it would like to hire. His 
method has been mentioned here 
before. It is worth repeating. 

He and his associates decided 
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they’d like to bolster the organ- 
ization with marketing graduates 
from a nearby university. So they 
arranged to have a notice posted 
and a man on hand to interview 
graduating students interested in 
auto marketing. No one showed 
up. Auto marketing just wasn’t 
attractive to the students. 


So next time around they went 
a step further back. They arranged 
to address a meeting of the uni- 
versity marketing fraternity. There 
they did a selling job on the stu- 
dents, with the result that the next 
time interviewing dates were post- 
ed, 20 students showed up; 12 indi- 
cated an interest in joining the or- 
ganization and two were finally 
hired. 


“We know the type of men we 
want selling our cars,” William- 
son said, “and so we can set up 
standards for them. It is easier 
to get salesmen to live up to 
standards if you tell them in ad- 
vance what is expected of them. 


“We tell them that we expect 
them to have honesty and char- 
acter, and to treat our customers 
with respect. We tell them they 
must come to work with a plan for 
the day’s work, that they must 
have a prospecting system and use 
it, that they must have a followup 
system and use it.” 

+ * + 


Standards of All 


| STANDS to reason, of course, 
that the whole operation must 
live by the standards expected of 
the salesmen. 

It is folly for a sales manager 
or a dealer to tell a salesman 
that he is expected to have char- 
acter and honesty and then to 
train him in a system that re- 
quires him to be dishonest in his 
relationship with the customer. 


It is common practice for a deal- 
ership to expect salesmen to close 
a deal on terms that the dealership 
has no intention of meeting. When 
the customer comes to take deliv- 
ery, he is told that the salesman 
made a mistake, and the price is 
$150 or so more. Often this will 
bring in more money, but it won’t 
bring in friends for the dealership. 
In addition, it sets a standard of 
dishonesty for the salesmen. 

You can’t expect salesmen to 
operate on two standards—one of 
integrity with the dealership 
management and dishonesty with 
the dealership’s customers. 

Williamson contends that if you 
train salesmen properly and man- 
age them properly, you can keep 
them. For, he asserts, the auto 

business is one of such great op- 
portunity for good salesmen that 
the salesmen will have good reason 
for staying with an organization 
that offers them the opportunity. 

By the same token, any dealer- 
ship embarking on such a program 
will find the competition less when 
it ties selling to serving. 

+ * * 


The Strange Secret 


| i! THIS respect, Dan Beck, long 

associated with sales training in 
Detroit, dropped in the other day 
with Earl Nightingale’s record, 
“The Strangest Secret.” 

Nightingale is the young man 
who retired in 1956 at 35 with an 
income of $30,000 a year. His in- 
come in now $200,000 a year. Beck 
is handling sales of his record to 
auto makers and dealers. 

Nightingale points out that our 
economic system is geared not to 
promote the successful but to 
safeguard the unsuccessful. Thus, 
he said, competition is at a low 
level. Those who would get ahead 
need not compete; they need only 
stop and create. 

Salesmen I have talked with 
agree that Nightingale does a fine 
inspirational job with the record. 
And there is a strange secret about 
the record, too. Most secrets, once 
told, no longer have value. Yet 
most who hear “The Strangest Se- 
cret” are more eager than ever to 
buy the record. 





May Revolutionize Service Approach ... 
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Lubeless Fittings Gan. 


By Jack Weed 

Truck Editor 
T, CLAIR, MICH.—T h e lubrica- 
tion rack—which plays such a 
vital role in the auto service busi- 
ness — was seen 
threatened with 
oblivion last week 
by experiments 
being conducted 
by General .Mo- 

tors. 

E. N. Cole, gen- 
eral manager of 
Chevrolet, said at 
a truck press pre- 
view here that lu- 
brication fittings 

E. N. Cole may disappear 
from the chassis of both cars and 





|light trucks within the next three 
|years if the experiments bear out 
| present indications. 
| Cole claimed that the new 
phenolic disk or cup, as it will 
be introduced in the steering 
mechanisms of some General Mo- 
tors vehicles this year, combines 
the properties of extreme “slip- 
periness” with the ability to pre- 
vent abrasion from foreign 
matter from getting into the bear- 
ings, that has been the deterring 
feature of other attempts to pro- 
duce chassis with no lubrication. 
In its initial use this bearing will 
be fitted with lubrication fittings so 
that grease will be used to flush 
impurities out of the bearings. Cole 
felt certain, however, that boots 











Officers of West Virginia Assn.— 


Officers of the Automobile Dealers Assn. of West Virginia, elected at the annual 


convention in White Sulphur Springs, W. 


Va., are, left to right: O. L. Mullin, presi- 


dent; Harold Hupp, first vice-president; Tag Galyean, secretary-treasurer, and John D. 
Queen, regional vice-president. Bert Wolfe and J. Donald Clark, also regional vice- 
presidents, were absent when this picture was taken. 


Care in Daily 


Operation 


Vital, W. Va. Dealers Told 


WHITE SULPHUR SPRINGS, 
W. Va.—The care a dealer exercises 
in his daily operations often can be 
the difference between success and 
failure, a New York tax expert told 
the Automobile Dealers Assn. of 
West Virginia, 

M. H. Cochrane, Stokes Tax 
Controls, Inc., called for a care- 
ful check on daily procedures, 
careful collection of accounts and 
careful credit extension to worthy 
customers. 

He spoke at the association’s an- 
nual convention here, O. L. Mullin, 
Boone Motor Sales, Madison, was 
elected president of the group for 
the next year. 

“There is always an extra $10 in 
every new and used-car deal if the 
sales manager will help in the 
closings,” Cochrane said, “and this 
may be the profit for the year. 

A bright future for dealers was 
predicted by Paul M. Millians, 
vice-president of Commercial Cre- 
dit Co. who spoke on “Competi- 
tion and Customers.” 

He foresaw a growing economy 
and an expanding auto market 
with introduction of new models 


Buffalo Dealers 
Hail Tow Cleanup 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn, has commend- 
ed Police Commissioner Frank 
Felicetta for his efforts to clean 
up the tow-truck racket which has 
plagued Buffalo for a long time. 

Felicetta has instituted a system 
under which police at an accident 
scene file written reports on tow 
trucks that show up at the acci- 
dent, giving the name of the com- 
pany which tows away the disabled 
vehicle, 

These reports, the association 
said, indicate whether the tow truck 
appeared by accident or because it 
was summoned. 





and an increasing trend to multi- 
car families. 

Other speakers included NADA 
President H. L. Galles jr., who 
discussed the national associa- 
tion’s Washington activities, and 
W. D. Poland, the state group’s 
outgoing president. 

Other new officers of the ADAWV 
are: Harold Hupp, Hupp-Horton 
Cadillac-Oldsmobile Co., Parkers- 
burg, first vice-president; John D. 
Queen, Queen Chevrolet, Wells- 
burg; Bert Wolfe, Valley Motor 
Sales, Charleston, and J. Donald 
Clark, Don Clark Ford Sales, 
Welch, regional vice-presidents, 

Tag Galyean, Tag Galyean, Inc., 
Charleston, was reelected secre- 





tary-treasurer, 


can be made that will protect the 
phenolic disks from abrasion, 
cd ok ok 
PREDICTION of 1,075,000 truck 
sales for 1960 was made by 
Herman P. Sattler, manager of 
Chevrolet truck sales. 

Last year at introduction time he 
predicted 875,000 truck sales year 
for 1959 but has had to revise his 
estimate for the 
calendar year up 
to 970,000 sales. 
He said that since 
March, all predic- 
tions based on the 
most careful esti- 
mates have been 
far under what 
the sales volume 
has actually been 
and that Chevro- 
let, in addition to 
other truck com- 
panies, has been hard put to keep 
dealers supplied with the number of . 
trucks the dealers have been asking 





H, P. Sattler 


for. 

He claimed that Chevrolet deal- 
er truck stocks are practically 
nil today and that dealers are 
“screaming” for new models, 

The special press preview of the 
company’s ’60 models was the first 
event of this kind ever held by 
Chevrolet to unveil a new truck 
line. Sattler said “revolutionary” 
changes in the new line warranted 
the break with tradition. 

He declared that the new vehicles 
represent the closest approach to 
passenger cars in ride and handling 
characteristics that ever have been 
achieved in the truck field. 

+ * a 

ATTLER observed that March of 

this year marked the beginning 
of an uptrend in truck sales that 
has continued through 1959 and 
should carry through 1960. Latest 
available figures, he said, show 
truck sales 35 percent ahead of a 
year ago. 

Bringing this about, he said, is 
healthy spending by business with 
a “contagion of confidence” result- 
ing from restored consumer opti- 
mism. 

However, a real “sleeper” often 
overlooked in projections of truck 
markets for years ahead, he de- 
clared, is the average age of the 
country’s truck population. It is 
steadily increasing, he said, to 
create a vast pool of demand. 

“Our truck population in com- 
mercial use on July 1 was estimat- 
ed at 10,305,000,” he said, “but more 
important, nearly 20 percent of this 
fleet is in the ‘10 years or older’ 
age bracket—a greater percentage 
than at any time since 1953. 

“Even more significant is the per- 
centage of the truck population in 

(Continued on Page 53, Col, 4) 





Fire Damages Chevy Deal 

ST. HELENA, Calif.—A hot muf- 
fler deposited in a trash can started 
a fire that cracked several win- 
dows and blackened a wall of the 
Valley Chevrolet dealership. 





On the House... 





weeks .. 


soon . 





Wemhoft 
helped establish in 1957 at the London (O.) Prison Farm. Of the 
60 graduates so far, 34 have finished their sentences and 22 have 
gone into auto service work—14 as auto mechanics, three as me- 


(Chevrolet dealer) is running for 


Carolina ... 


14-21 .. 








Don’t give away your remaining ’59 models; there 
may be a long, dry spell before the ’60s are out in 
volume, advise state dealer associations. 
group, for instance, reports that many of its mem- 
bers are writing nearly full gross deals in recent 
. Iowa has obtained 75 new NADA mem- 
bers since June 1; is hopeful of reaching 100 goal 
. . Comedian Steve Allen, who will be spon- 
sored entirely by Plymouth-DeSoto this year, scored 
a hit with United Foundation leaders and newsmen 
in Detroit last week ... 

Ohio dealers can take a bow for the results 
obtained thus far in auto mechanics school they 


chanics’ helpers and five as service-station workers . 
Tom Williams is the sole nominee for NADA director in North 


Who opens your mail? One authority believes a dealer should 
devote one day a week to opening all of the dealership’s mail, thus 
giving him an accurate picture of his business. . 
will be general chairman of Philadelphia dealers’ auto show, Nov. 
. New York City dealers will stage golf tourney Sept. 17. 


Missouri 


.. Tom Lally 
mayor of Maple Heights, O.... 


. President Bott 


—Petre Wemnuorr, Editor, 
Automotive News 
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NAnner Heads Up Car Divisions. . . 





Goad Made GM Chief of Staff 


(Continued from Page 1) 


the overseas and Canadian group. 
Also a director, he formerly was 
engine group vice-president. 

3. Roger M. Kyes, a vice-presi- 
dent and director, succeeded Skin- 





C. R. Osborn 
ner as accessory group vice-presi- 
dent. He formerly headed the Day- 
ton, household appliance and GMC 
Truck group. 

4. Nelson C. Dezendorf, a vice- 
president, was elected to the board 
and was named to head the Dayton, 


S. E. Skinner 





Roger M, Kyes N. C. Dezendorf 
household appliance and Electro- 
Motive group. He formerly was 
general manager of the Electro- 
Motive division. 
+ 
RICHARD L. TERRELL was 
© elected a GM vice-president and 
named to succeed Dezendorf as 
Blectro-Motive division general 
manager. He formerly was admin- 
istrative assistant to Dezendorf. 
As a director, Dezendorf suc- 
ceeds Thomas H. Keating, who 
retired last week. Keating was 
group vice-president in charge of 


* * 





Dealer Discount on Lark 


Higher than on Corvair 

DETROIT.—Dealer discount on 
the Studebaker Lark ranges from 
22.6 to 23 percent, compared with 
21 percent for Chevrolet’s new 
Corvair. The Lark discount was 
listed incorrectly as 20 percent in 
the Aug. 24 issue of Automotive 
News. 

Denying the report that the 
Lark discount is in line with that 
of Corvair, a Studebaker-Pack- 
ard spokesman said: “The Lark 
discount, as with Hawk, is closer 
to 24 percent . . . with volume 
variations.” The Rambler Ameri- 
can has a 20 percent discount. 








A Cool Deal— 


Auto Imports, Ltd. (Renault), Hempstead, 
N. Y., literally went ‘‘overboard" during 
a sales promotion staged in the August 
beat wave. Advertising featured ‘the only 
showroom on Long Island where you can 
swim and buy a Renault at the same 


the passenger-car divisions. 

No successor to Keating as group 
vice-president was named, Car di- 
vision general managers now will 
report to Skinner, as will the head 
of GMC Truck & Coach division, 
which has been moved to the car- 
divisions group. 

The board’s action marked the 
second straight year that GM has 
announced a list of top-level ap- 
pointments on Sept. 1. Chairman 
Frederic G. Donner and President 
John F.. Gordon assumed their pres- 
ent posts on that date a year ago. 

K * * 


OAD’S appointment turned the 

spotlight on one of the lesser- 
known members of the GM hier- 
archy. He joined GM with Delco- 
Remy in 1923 and has been a 
vice-president since 1943. 

Goad’s present post of general 
chief of staff was last held by 
Harlow H, Curtice before he suc- 
ceeded Charles E. Wilson as presi- 
dent in 1952. 

At 58, Goad is a year older than | 
Donner and a year younger than) 
Gordon. 

After leaving Delco-Remy, Goad 
was general manager of AC Spark 
Plug and Eastern Aircraft divisions 
before becoming a GM vice-presi- 
dent in 1943, 


* * 


7 wo years later, he became 
group executive in charge of 
the B-O-P assembly division and 
Dayton and household appliance di- 
visions. He was named to the board 
in 1946 and was appointed Fisher 
Body general manager the same 
year. 

Goad was named group execu- 
tive in charge of body and assem- 
bly plants in 1948 and was elected 
an executive vice-president in 


+ 








1951. 

GM nowhas four executive vice- 
presidents—Goad, Skinner, 63; Os-| 
born, 62, and George Russell, 54, | 
who heads the corporation's finance | 
activities. Russell was named to the | 
post last fall. 

Skinner has been with GM 29| 
years and is a former general man- | 
ager of Ternstedt and Oldsmobile. | 
He’s been a vice-president since | 
1942 and a director since 1951. 

* cd * | 

SBORN has been with GM since 
1917 and has served in many| 
overseas posts, including general | 
manager of Opel in Germany. He | 
headed Allison division before be-| 
ing named a GM vice-president and | 





Coming Next Week... 





general manager of Electro-Motive 
division in 1943. 

He has been engine group vice- 
president since 1950. 

Kyes, 53, with GM since 1948, 
became a corporate vice-presi- 
dent and GMC general manager 
in 1950. He resigned in 1953 to 
become Deputy Secretary of De- 
fense. Upon his return in 1954, 
he was named a director and 
placed in charge of the Dayton, 


of the market. 


parts stories, a list of distributors 


Dealer Guide to Imported Cars 


Imported cars having passed through successive sales stages of 
invasion, breakthrough and expansion, are entering a new phase 


Competition has come to the import field and, with skyrocketing 
numbers of the small cars on the road, problems of service and of 
handling used units have developed. 

Important aspects of the imported-car market will be analyzed 
in the Sept. 14 issue of Automotive News. Highlights will include 
dealer census figures, reconditioning and marketing tips, prices, 
penetration studies, advertising and promotion plans, service and 


and feature articles, 





household appliance and GMC 





Truck group. 

Dezendorf was named director of 
GM’s distribution staff in 1944 and 
director of sales for Electro-Motive 
division in 1945. In 1952, he was| 
named divisional general manager 
and a GM vice-president. He has 
been associated with GM since 1922) 
when he joined General Motors Ac- 
ceptance Corp. 

Terrell has been with Electro- 
Motive division 20 years and has 
been administrative assistant to the 
general manager since 1958, 

+ * a 


Throughout Cleanup... 


U. C. Prices 











up to a certain price, the car mar- 

ket declined moderately despite the 

light volume of offerings, The bid- 

ding seemed to dry up in an at- 

mosphere of supreme caution, re- 

gardless of the quality of the car.” 
+ * a 


OX ANOTHER front, price ru- 
mors about the new Corvair 
stirred speculation in Detroit last 
week and drew a firm “no com- 
ment” from Chevrolet. 

.One Detroit newspaper said the 
“lowest factory list price of the 
Corvair will be $1,850,” while an- 
other put the figure at “only 
slightly above $1,800.” Automatic 
transmission for the Corvair was 
mentioned at $125 or $130. 

A “factory list price,” of course, 
does not include Federal excise tax. 
Adding the Federal levy and a sug- 
gested dealer preparation fee to the 
above figures would bring the stick- 
er price close to $2,000. 

A Chevrolet spokesman insisted 
that the price of the Corvair has 
not been finalized and declared that 
the $1,800-to-$1,850 report had not 
come from the company. 

on x +. 


Keating Retires; Served 


Chevrolet, GM 42 Years 


DETROIT.—Thomas H. Keating 
retired last week, concluding a 42- 
year automotive career that took 
him from clerk to Chevrolet gen- 
eral manager to 
group vice-presi- 
dent in charge of 
General Motors’ 
passenger-car di- 
visions. 

Keating, 65, also 
retired as a GM 
director. He had 
been a member of 
the board since 
1954. 

Keating served 
Chevrolet during 


T. H. Keating 
|39 of his 42 years with GM, He 


joined the division in 1917 as a 
clerk at the Tarrytown (N. Y.) 
plant and became a car distributor 
after a stint in the Navy during 
World War I. 

He served in nearly every sales 
capacity in the organization before 
being named general sales manager 
in 1945. Four years later, he be- 
came Chevrolet general manager 
and was elected a GM vice-presi- 
dent. 

In July, 1956, Keating was named 
GM group vice-president in charge 
of the passenger-car divisions. He 
continued in that position until he 
retired. 


A™ mention of the Big Three 
compacts leads to a discussion 
of their effect on used-car prices. 
A Rocky Mountain dealer offered 
this opinion last week: 

“I don’t think they'll have 
much effect, After all, imports 
and Lark and Rambler didn’t 
hurt used-car prices.” Another 
Westerner shared this view, re- 
marking that “a good used car 
will still sell for a good price.” 
Other dealers believed that medi- 





WASHINGTON, — Auto credit! 
outstanding increased during July 
by $361 million to reach a record 
high of $15,780 million, the Federal 
Reserve Board reported. 

The month’s increase was be- 
low the $428 million boost in 
June. However, the July increase 
was the second largest of eight 
straight monthly boosts which 
have pushed the credit total to a 
new record, 

All other forms of installment 
credit increased in July. Total in- 
stallment debt went up by $639 mil- 
lion during the month to reach 
$36,449 million. On a seasonally ad- 


largest since September of 1955. 
Auto credit reached its former 
peak of $15,505 million in October, 
1957, The recession brought a 13- 
month decline to $14,066 million. 


December. 


totalled $1,707 million, just under 
the record $1,765 million extended 


million for July of last year. 

Auto debt repaid in July 
amounted to $1,346 million, com- 
pared to $1,337 million for June 
and $1,309 million for July of last 
year. 

Of the auto credit outstanding on | 
July 31, banks held $6,965 million, 
up $149 million in July and a gain 
of $770 million in the last 12 months. 
Finance companies held $7,063 mil- 





time."’ Customers were able to work out a| 


combination “Renault-pool deal,” and 26|lion in the month and up $268) prototype averaged 35 miles per gallon in highway driving at 45 m.p.h. Crofton ac- 
million in the last year. 
Other financial institutions, chief-| Kent, O. 


of them did during the first four days of 
the promotion, according to the firm. 


Auto Credit Total Climbs 
$361 Million to Set Record 


justed basis, the July boost was the 


The total began climbing again last | 7 


Auto credit extended in July|, 


in June and well above the $1,291/| @ 








lion of the auto paper, up $179 mil- 


um-priced and high-priced used 
units might be depressed, but most 
replies were in line with the ap- 
praisal of a Minnesota retailer who 
declared: “There always will be a 
market for all kinds of good used 
cars.” 
. * oa 

| a MICHIGAN, dealers got a re- 

prieve from a tax ruling that 
could have cost them $20 to $50 per 
car on sales made Aug. 31. 

That was a busy day in Michigan 
showrooms as many buyers sought 
to beat a one percent hike in the 


ly credit unions, held $1,279 million, 
a gain of $21 million in July and 
an increase of $145 million-in the 
last 12 months. Auto dealers held 
the remaining $473 million, up $12 
million in July and up $40 million 
from the year-earlier total. 
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Crofton's Jeep-Like Bug— 

Economy vehicle, called Crofton Bug, is being produced by Crofton Marine Engine 
Co. in San Diego. The vehicle will be made in one size, one type and one color— 
bright yellow. The car has a 35-horsepower, Crosley-type gasoline engine. The Bug 


quired the rights and tooling facilities for the Crosley engine from Twin Coach Co., 





Hold Steady 





(Continued from Page 1) 


sale: “Although selling was brisk! State’s 3 percent sales tax which 


took effect Sept. 1. 

Dealers charged 3 percent sales 
tax on cars sold Aug. 31 but, when 
they applied for registration cer- 
tificates the following morning, 
they found that the new 4 percent 
rate applied to autos sold but not 
delivered before the deadline, 

Dealers then were faced with the 
choice of paying the additional one 
percent themselves or getting it 
from the customer, In most cases, 
the buyers refused to pay anything 
extra, 

Finally, Attorney-General Paul 
Adams ruled that cars sold before 
midnight Aug. 31 would be taxed 
at the old rate of 3 percent, Deal- 
ers who had already paid the 4 per- 
cent levy on such transactions were 
promised refunds. 


West Coast Firm 
To Manufacture 


Jeep-Like Vehicle 


SAN DIEGO, Calif— Ready to 
ride the wave of consumer demand 
for small, low-cost cars, Crofton Ma- 
rine Engine Co, has started produc- 
tion of what is described as an 
improved, utilitarian version of the 
Crosley. 

W. B. Crofton said the new ve- 
hicle, called the Crofton Bug, has 
the general appearance of a half- 
size, war-time jeep but weighs 
about 1,100 pounds, He said the ve- 
hicle will sell for $1,350 at the fac- 
tory in San Diego. 

Initial production plans call for 
manufacture of 500 vehicles the 
first year. The first units will be 
shipped during the last quarter of 
1959, 

The Bug’s wheelbase is 63 inches; 
overall length, 111 inches; tread, 
40 inches; width, 48 inches, A 35- 
horsepower overhead cam, liquid- 
cooled, four-cylinder engine, a di- 
rect descendant of the Crosley’s 
power plant, powers the vehicle in 
a conventional manner. 

While the Crofton Bug has the 
commercial Crosley’s front-end de- 
sign, many features are new, It has 
a larger rear body, heavier rear 
axle, syncromesh transmission, hy- 
draulic brakes, and a cargo capac- 
ity of 1,000 pounds. 


SAE Chief Sees 
Little Change in 


Compression Ratio 


VANCOUVER, B, C.—_Leonard 
Raymond, chief research engineer 
for Socony Mobil and president of 
the Society of Automotive En- 
gineers, expects 
little change in 
the compression 
ratios of 1960 
models, 

Speaking at the 
internation- 
al West Coast 
meeting of the 
SAE, Raymond 
said the weighted 
average compres- 
sion ratio declin- 
ed from the 1958 Leonard Raymond 
models to the 1959s and that he is 
looking for little change in the av- 
erage for the 1960s, 

















— 




















ASSOCIATES INVESTMENT 





Put “instant buying power 
at your customer’s fingertips 


. Often when a customer hesitates about putting 
his name on the dotted line it’s because a sales- 
man has forgotten to include the convenience 
and ready availability of the dealership finance 
plan in his sales presentation. Remember, sound 
selling strategy today calls for complete selling. 
Along with selling the desirability of the, car sell 





its immediate availability through your dealer- 
ship finance plan. You can put instant buying 
power at your customer’s fingertips with the 
Associates Pleasant Purchase Plan. Offer your 
customers the ease and convenience of financ- 
ing with the best dealership finance plan avail- 
able and close many “‘maybe” deals on thé spot. 





CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Nhe Man Behind the Wheel... 





Sales Testing the Volvo 1225S 


Eprror’s Note: This is another 
in a series of articles which will 
report on selling features of im- 
ported cars. 

By Bill Carroll 

Staff Correspondent 
ELDOM do we sales-test an im- 
ported car that seems such an 
excellent collection of compromises 
as Volvo’s 122 S sedan, known in 
Europe as the Amazon. The 122 S 
has been on sale in Europe (with 
a less powerful engine) for several 
years, but is only now reaching the 

U, S. 

* List price of the sedan, P.O.E. 
East Coast, is $2,795, This includes 

directional signals, twin sun vi- 

sors, white walls, padded dash, 
cigaret lighter, dual carburetors, 

bumper over-riders and bucket- 
type front seats. 

The Volvo is somewhat like the 
Rambler American in size. The 
122 S weighs 2,400 pounds, has 85 
horsepower at 5,500 r.p.m, while the 
American has 90 horsepower at 
3,800 r.p.m. and weighs 2,476 pounds. 

Volvo’s four doors on a short 
chassis may seem narrow, but their 
location in relation to the center 
post leaves space for popping in 
and out of either seat. Interiors are 
trimmed with vinyl, 

A high-grade molded rubber mat 
hugs the dropped floor pan as 
though a part of the metal. It’s a 
smooth, easy-to-keep-clean floor 
that for damp climates would be 
far better than carpeting. 

Driver and passenger seats are 
separately adjustable. They do not, 
however, tip forward to provide 
more rear-seat entry clearance. The 
rear seat holds two in comfort, 
three in a pinch, 

* . oe 


Has a ‘Trip Meter’ 


< ypewn instrument panel has a 
padded upper surface while the 
speedometer, temperature gauge, 
fuel gauge, warning lights and 
odometer are hooded to prevent 
nocturnal reflections in the wind- 
shield. 


In addition to the odometer, 








there’s a “trip meter” which is 
set to 00000 by pulling down a 
button to the left of the steering 
column. As it is pulled, a string 
attached to the button rotates the 
numbers, It’s far easier than 
breaking fingernails trying to 
turn a little knob hidden up 
under the instruments. 

All knobs and controls are label- 
led on the chrome bezel, Under- 
neath the dash on the far left is 
a “T” handle to open the hood. 
Heater controls, plainly marked, 
are to the right of the driver so 
the passengers can use them and 
have a night light all their own. 

On the right is a map-light 
switch for passengers fumbling in 
the package shelf. There is no glove 
box, though a radio panel is pro- 
vided. Popping up through the 
floor is a long gearshift lever on 
top of which is a diagram to pre- 
vent confusion with the four- 
speeds. 

Brake and clutch pedals are sus- 
pended and the accelerator pedal is 


* * * 


Easy to Service— 


The roomy engine compartment of the 
Volvo 122 S makes servicing a breeze, ac- 
cording to Bill Carroll, Automotive News 
correspondent. On the right side of the 
engine are two SU carburetors on an alu- 


‘minum log-type manifold. 





Mixed Trend Reflected 
In Business Improvement 


By. Kenneth C. Kelley Jr. 
Staff Writer 

USINESS is moving ahead 

across the nation but, as usual, 
not all areas and not all industries 
are showing the same rates of 
progress, monthly reports from the 
Federal Reserve banks indicate. 

For instance, the Federal Reserve 
Board report on bank debits show 
increases in all districts for the 
three months ended July 31 but 
there is a considerable variation in 
the rates of increase for the various 
districts. 

Bank debit totals show the 
amount of money changing hand 
by check and are considered a good 
— of overall business activ- 
ty. 

The New York district showed a 
one-percent incrgase for the three- 
month period, over the comparable 
period of 1958. This compares with 
a 10-percent average increase for 
all districts. 

However, the New York figures 


Standard Motor, 
M-F Deal OK’d 


NEW YORK. — Shareholders of 
Standard Motor Co., Ltd., have ap- 
proved sale of the British auto 
firm’s tractor assets to Massey-Fer- 
guson, Ltd. 

Massey-Ferguson has taken over 
Standard’s Coventry tractor plant, 
which has a maximum annual pro- 
duction ‘capacity of 100,000 units, 
and will acquire control of two 
plants in the Paris area which can 

eturn out 25,000 units yearly. 





. Meanwhile, Massey-Ferguson an-| 
nounced that its worldwide sales in| 


the first nine months of fiscal 1959 
amounted to a record $376 million, 
an increase of $42 million over the 
corresponding period a year ago. 








are thrown out of focus by events 
of this year and last. Most of the 
nation was just beginning to climb 
out of the recession in May through 
July of last year, resulting in re- 
duced debits totals. 

On the other hand, the stock 
market and a number of other 
financial activities had already 
recovered from the recession. 
These events gave the New York 
district a high debit total for the 
May-July period of last year and 
resulted in less spectacular gains 
this year. 

The other 11 districts had an 
average gain of 16 percent. 

Four districts ran ahead of this 
1l-district average. Biggest gains 
came in the South where the At- 
lanta district was up 20 percent 
and the Richmond district was up 
18 percent and in the Midwest 
where the Chicago district was up 
17 percent and the Cleveland dis- 
trict was up 18 percent. 

The Far West met the average 
with a 16-percent gain and the 
other six districts were below aver- 
age. New England .and the St. 
Louis districts were the slowest 
gainers with 12 percent increases. 

Here are some of the other recent 
comments on regional business ac- 
tivities which have appeared in the 
publications of the Federal Reserve 
banks. 


* * * 


New England 
ECESSIONS in New England 
since World War II have been 

more severe than those of the na- 
tion as a whole, the Boston FRB 
observed. Before the war, the re- 
verse was true. 

The 1957-58 recession sent the 
nation’s employment down by 15 
percent while employment fell by 
17 percent in New England. 3 
The bank said that New England 


is affected by the recession forces 
(Continued on Page 55, Col, 1) 


well sealed to prevent noise or 
fumes passing from the engine 
compartment, 

* * * 


It’s Simple to Start 


So is simple, if the choke 
is pulled all the way out for 
a cold start—and the throttle left 
alone. For extra-cold weather there 
is a “radiator blind” ring slightly 
to the right of the heater controls. 
Pulling the ring out raises a 
fabric blind across the front of 
the radiator, which in cold 
weather should do a good job of 
warming the engine quickly. 

Driving the Volvo in town can 
be a lot of fun if you don’t mind 
the roar of dual carburetors at 
open throttle. Air cleaners on the 
carburetors perform little, if any, 
silencing function. Accordingly, 
when the little Volvo is way out in 
any of its lower gears, carburetor 
noise gets rather frightening, 

The car is comfortable and easy 
to see from, though windshield 
posts may be a little thicker than on 
American cars. Their location pre- 
vents hiding other cars or pedes- 
trians behind them. 

A Volvo is easy to handle, and 
by being narrower than other cars, 
gives a magnificent sense of securi- 
ty while driving through narrow 
lanes of traffic or passing adjacent 
rows of cars. I don’t know why, 
but parking the 122 S was easier 
than any car I’ve parked recently. 
Everything just seemed to fit with- 
out any effort on my part. 

* * * 


Brakes Show No Fade 


RAKES are solid and showed 
no fade under normal stopping 
conditions. There is definite vari- 
ation in deceleration rate at even 
pedal pressure. Pedals are easy to 
find in a hurry and there was 


(Continued on Page 53, Col, 1) 








Car Tested: 
VOLVO 122 S 


Test car: Type P 12208. 

Body type: Four-door sedan. 

Engine: Four-cylinder, over- 
head valve, Type B16B. 

Carburetion: Dual SU, hori- 
zontal, 

Displacement: 97 cubic inches. 

Bore and Stroke: 3.125 by 3.150 
inches. 

Compression ratio: 8.2 to 1. 

Horsepower: 85 at 5,500 r.p.m. 

Torque: 87 pound feet at 3,500 
r.p.m. 

Running weight: 2,400 pounds 
without driver. 

Power-weight ratio: 28.3 
pounds per horsepower. 

Transmission: Four speeds 
forward, all synchronized. 

Clutch: Single dry plate, 52.7 
square inches. 

Differential ratio: 4.56 to 1. 

Steering: 3% turns, lock-to- 
lock. 

Dimensions: Overall length, 
175 inches; width 63.8; height 
59.2; wheelbase, 102.4, and tread, 
51.8. 

Suspension: Front—independ- 
ent, coil; Rear—solid axle, coil. 

Tires: 5.90 by 15, tubeless. 

Gas mileage: Test average, 
22.53 m.p.g. for total of 525 miles. 

Accessories: Windshield wash- 
er, mud flaps, spare gas can, 
radio, reclining front seat, en- 
gine heater and safety belts. 
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‘Top Quality in Small Package'— 







The Volvo 122 S, new to the U. S. but sold for several years in Europe as the 


Amazon, offers high-quality transportation 


Carroll, Automotive News correspondent who sales-tested the car. 


in size to the Rambler American. 


in a small package, according to William 
The car is similar 





Dealer Relie f Promised 


In New Labor 


Statute 


(Continued from Page 2) 


national Assn, of Machinists and 
has given other benefits, such as 
hospitalization, uniforms, vacations 
and incentive bonuses. 
Kelley-Williams is the only deal- 
ership in Greater Kansas City 
whose mechanics are members of 
the UAW. Most of the other deal- 
erships are organized by the Ma- 


chinists Union. 
oa + * 


Truck Center Picketed 


ICKETS also were stationed at 

at Kelley-Williams’ new truck 
center. Williams said 25 employes 
remained at work there, although 
the center has not been opened yet 
for business. He said they are not 
union members, 

The men on strike include 16 
mechanics, six porters and six 
parts men. The old contract ex- 
pired July 15, 

Wages for employes other than 
mechanics run from $1.25 to $1.80 

an hour, the union said. 

In Muskegon, Mich., the National 
Labor Relations Board has ordered 
a representation election among 
service employes at Matson Olds- 
mobile Co. The employes will vote 
for or against Teamsters Local 
527. 


* * * 


New Wage Pact at S-P 


N THE factory front, a two- 

year wage pact was reached 
last Thursday (Sept. 3) by Stude- 
baker-Packard Corp. and UAW 
Local 5, covering wage rates, pen- 
sions and related matters. The new 
contract expires Nov. 30, 1961. 

A reopening clause covering 
wage rates, pension plans, group 
life insurance, disability, and hos- 
pital, surgical and medical in- 
surance plans at S-P was includ- 
ed in the master labor contract 
signed in December, 1958. 

The S-P contract, under terms of 
the reopening provision, was sub- 
ject to cancellation last Tuesday 
(Sept, 1). However, both sides 
agreed to extend the pact indefin- 
itely while negotiators were meet- 
ing. 

Under the expired wage provi- 
sion, pay increases for S-P workers 
were regulated by a formula geared 
to the retail sales of cars. 

S-P’s ‘unskilled workers received 
a two-cent hourly wage hike and 





Late Report... 





With ’60-model introductions 


gainer was ’57s, up $15. 





Used-Car Market 


A sharp $80 jump in the average value of 59 models punctuated 
the wholesale auction price trend last week. According to the 
Automotive News index, however, the overall average slipped $5 
to $1,023—a seasonal decline and the fourth one in a row. 


rose in the face of heavy dealer inventories and growing compact- 
car ballyho. On the downside were ’58s, off $20; ’56s, off $27; ’55s, 
off $4; ’54s, off $35; ’53s, off $48, and ’52s, off $5. The only other 


Representative auctions reported an average consignment of 
245.25 units at a selling ratio of 67.6 percent. 


still several weeks away, ’59s 











skilled workers received a five-cent 
increase last February when S-P 
sales reached 60,000 units, An iden- 
tical raise was granted in April 
when sales topped 90,000 units. The 
workers also received a two-cent 
cost-of-living pay hike last week. 
* a * 


Rubber Pact Signed 


A strike in the rubber industry 
was averted last week when the 
United Rubber Workers reached 
agreement on wage increases of 
10 cents an hour for 82,000 workers 
at Goodyear Tire & Rubber Co., 
United States Rubber Co. B. F. 
Goodrich Co., and Firestone Tire 
& Rubber Co, 

Goodyear set the pattern for 
the settlement when it reached 
an agreement with the union a 
few hours before a strike dead- 
line last Monday (Aug. 31). The 
other rubber firms signed new 
pacts on Tuesday (Sept. 1). The 
four firms are the industry’s ma- 
jor producers, 

Average hourly wages of the four 
companies were $2.48 at U. S. Rub- 
ber, $2.63 at Goodrich, $2.61 at 
Goodyear and $2.71 at Firestone. 


Fall Sales Set 
By Dow for Own 


Antifreeze Brand 


MIDLAND, Mic h.—Introduction 
of its own Dow-brand antifreeze in 
test-market areas for this fall has 
been confirmed by Dow Chemical 
Co. 

The antifreeze also acts as a 
cleaning agent to prevent rust and 
deposit formations, the company 
added, and has been tested under 
virtually every type of climatic 
and weather condition. 

Dow became a basic producer of 
ethylene glycol during World War 
I, and has been a supplier to the 
antifreeze trade since the late 
1930s. 

Since 1952, Dow said it has be- 
come a major private-label sup- 
plier to oil and automotive com- 
panies. This is the company’s first 
entrance into the antifreeze field 
with a national brand of its own. 

John P. Strouss, manager of au- 
tomotive chemicals sales, said Dow 
will continue to supply the private- 
label market. 








Chrysler Reactivates 
Former DeSoto Plant 


DETROIT.—Chrysler Corp, last 
week announced the reactivation 
of the former DeSoto assembly 
plant at 6000 Wyoming Ave. here 
for shipment of automobile com- 
ponents to overseas assembly 
plants. The plant has been idle 
since July, 1958. 

E. J. Combs, newly appointed 
plant manager, said about 300 peo- 
ple would be employed by mid- 
October when the plant is in ful! 
operation, 





—_- 


~~ 














Si ALE BS EB Ra Da 


n 
in 
1s 
al 


id 
Ly 
or 
ic 


of 
ir 
1e 
Le 


= 
)- 
l- 
id 


1- 


os So 


d 
y- 
|- 
I] 











GREAT DEALERSHIP! 


Pe eee 
The ‘Jeep’ Franchise 


@ ‘Jeep’ dealer gross profits average more than $400 per vehicle after washout. 
@ about 50% of sales are clean deals. 


@ high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original 
factory list. 


@ substantial extra profits from sales of special ‘Jeep’ equipment, averaging 
$249 per vehicle, and sales of parts and accessories. 


@ great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ 
vehicle franchise increases profits with little increase in overhead! 


Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line or added to a 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and “Maverick” . . 
the only top-rated TV show promoting a commercial vehicle line every week. 
Since many dealer points are being closed and Willys Franchises are established 
only on a market potential basis, the number of points still open is limited. Each 
offers a profitable future to the right man. 


For complete information write: C. W. Moss, Vice President and General Sales 
Manager, Willys Motors, Inc., Toledo 1, Ohio. 





Bret and Bart Maverick 





itt sscs Surana 


If you want to play for big stakes you need the big hand. 
Look at this fistful of aces from Willys. The famous 
‘Jeep’ Vehicle line and the dynamic Maverick TV show 
— a pat hand! How’d you like to deal yourself in? 


The Maverick TV show 


@ one of America’s top ten TV shows,! (consistently, week after week). 


@ more men watch Maverick than any TV show? (and the man decides the auto- 
motive buy.) 

@ more viewers per home than any TV show, plus high sponsor identification? 
(they watch the show, and get the Willys Message). 


@ 75% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 
Willys Sales curve... out in front and still climbing.) 


1. Neilsen Television Index. 2. Neilsen and Trendex Television Reports. 3. Trendex,Television Reports. 


£ p> 
MAVERICK FALL PREMIERE 





‘‘Pappy”’ makes his first appearance 


. a 
ee on the opening show of the 
® new Maverick television series, 
Sunday, September 13, ABC-TV. 


fe aa 


WORLD'S ONLY COMPLETE LINE OF 4-WHEEL DRIVE VEHICLES! 
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100,000 Due This Year... 





Ford Points the Falcon 
To Win Lost Market 


(Continued from Page 1) 


has a big-car feel, and has excel-| standard practice on present 


lent structural rigidity and dura- 
bility. This, he said, represents a 
significant engineering break- 
through that could “materially al- 
ter the future of the automotive in- 
dustry.” 
* + * 

sy WAS possible to achieve all of 

this only through the most ex- 
treme design simplification and cri- 
tically accurate engineering,” he as- 
serted. “If we had not succeeded 
here—if we had not been able to 
reduce weight . . . without impair- 
ing handling and roadability—we 
would not have been able to build 
a car of this quality and size to sell 
in this new price class, 

“It’s the three-quarters of a ton 
we've taken out that makes pos- 
sible the low price to the con- 
sumer.” 

The new car will weigh 2,366 
pounds compared with 3,758 pounds 
for the average 1959 Ford. Other 
comparisons: 

Falcon wheelbase will be 109.5 
inches; overall length, 181.1 inches; 
height, 54.5 inches; width, 70 inches; 
front leg room, 44.6; front head 
room, 38.9. On the 1959 Ford, wheel- 
base is 118 inches; overall length, 
208; height, 56; width, 76.8; front 
leg room, 44.7; front head room, 
38.2. 


21 Cities Linked 


N THE first news conference of 

its kind ever held, Ford and 
other members of Ford manage- 
ment addressed press, radio and 
television representatives attending 
simultaneous telecasts in 21 cities 
from coast to coast. After a formal 
presentation, newsmen were invited 
to ask questions by means of a 
two-way audio hookup, with James 
O. Wright, general manager of 
Ford division, serving as moder- 
ator. 

Ernest R. Breech, chairman of 
the board, said: 

“The Falcon offers first-class 
transportation and economical 
transportation, This is a car de- 
signed and engineered for the 
American family and the American 
Road.” 

Robert S. McNamara, Ford 
vice-president, car and truck di- 
visions, said the Falcon and its 
competitors could contribute ma- 
terially to the nation’s economic 
well-being. 

At the news conference, it was 
asserted that a station wagon 
would be ready by the spring of 
1960 and that a pickup truck was 
also planned. A soft top is not 
scheduled so far. 

* * * 

UTOMATIC transmissions will 

be available during the first 
month of production. Other op- 
tional items will be radio, heater, 
white wall tires and deluxe interior 
trim, Air conditioning will be avail- 
able early in 1960. 

Appearance of the Falcon will 
not be changed as much as is 

~ a * 


* 


- 





models, although it was asserted 
that improvements will be in- 
corporated into the car. 

Asked how the compact cars will 
affect the used-car market, Ford 
officials pointed out that the used- 
car market is a big market, norm- 
ally twice the size of the new-car 
market, and that there may be no 
marked affect. It was pointed out 
that used-car values are holding 
strong at present. 

oe * ok 

REECH asserted that he expect- 

ed the U. S, economy cars to 
have a marked affect, however, on 
the import cars, Breech also fielded 
a question recalling a statement by 
George Romney, president of 
American Motors, pointing out one 
of AMC’s advantages over the Big 
Three was its long experience in 
building cars with unitized con- 
struction. 

“It is all very well for Mr, Rom- 
ney to make statements like that,” 
Breech said, “but don’t worry about 
our experience.” 

He pointed out that unitized con- 
struction is used in the building of 
Ford cars abroad. He added that 
the Falcon will have been tested 
for 1,500,000 miles before introduc- 
tion, 

The subject of rear vs, front 
engines was brought up, as the 
Falcon and Valiant will have en- 
gines in the front while Corvair 
will have a rear engine. 

Ford engineers said they rejected 
the idea of a rear engine, asserting 
that the engine in the front makes 
for greater stability, more luggage 
and greater crash safety. It was 
pointed out that the liquid-cooled 
engine in effect provides free heat 
in winter, while the air-cooled en- 
gine imposes a 10 percent penalty 
on economy. It was said that for 
every nine gallons needed to drive 
the car, one gallon is used for the 
gas heater. 


* * 
ORD said that, inch for inch, 
the Falcon is at least 40 percent 
lighter than the standard Ford 
Fairlane. 

“It is easy to handle in traffic 
and to park and yet it has big-car 
feel on the road,” he said, “Though 
much lighter, it has passenger 
space comparable to standard cars 
and has excellent structural rigid- 
ity and durability. 

“With the Falcon, we are em- 
barking on a new direction that 
could materially alter the future 
of the automobile industry, The es- 
sence of the Falcon is design sim- 
plification on a scale that will en- 
able us to provide more and more 
real product value in the face of 
continuing cost inflation.” 

Ford said he believes economy 
cars will accelerate the increase of 
multiple-car families, He added: 

“The Falcon and other econ- 

omy cars may liberate many 
more American women from the 
inconveniences of the one-car 

household—just as the Model T 

oe * es 





The Falcon Chassis— 


This. drawing shows the chassis components of the Falcon on a phantom body. 
There is still a tunnel through the floor for the drive shaft, but it has been kept 


to a minimum, Ford executives said. 








Falcon's TV Press Premiere— 


President ‘Henry Ford Il speaks from Dearborn during closed-circuit TV news con- 
ference at which details of new economy Falcon car were revealed last week. At 
Ford's left, seated, are Vice-Presidents Irving A. Duffy, George W. Walker, Andrew 
A. Kucher, Benson Ford, and R. S. McNamara and Board Chairman Ernest R. Breech. 
In background are Ford division officials. Twenty-one cities were linked in news con- 


ference. 
* * * 


once freed the American farm | 
family from its isolation. 

“One thing seems clear, We are} 
on our way to providing a still} 
wider variety of types, sizes and/| 
shapes of automobiles to meet the) 
varied needs of a people of con-| 
stantly rising living standards, both 
at work and at play. 

“We are on the way to providing 
truly new cars that give substanti- 
ally greater value and performance 
for each automotive dollar; cars 
that are lighter, nimbler and easier 
on the family budget; cars that are 
fun at the same time that they are 
sensible.” 


* + * 

Why Ford Made Move 
eae developments leading 

to Ford’s decision to build the 
Falcon, McNamara noted that for 
the last decade the automobile in- 
dustry has prospered “by giving the 
customer more car for his money.” 

“In scarcely more than a decade,” 
he said, “the Ford and its com- 
petitive vehicles have grown larger, 
more comfortable and more power- 
ful than the luxury cars of a few 

years ago, By any standard they 
are better cars. 

“In only five years, for example, 
the basic Ford car has changed 
drastically. The 1959 Ford is super- 
ior in every respect—performance, 
comfort, safety, durability and 
style—and yet it costs only $150 
more than the 1954 car, if we dis- 
count the factor of inflation. 

“But during that five-year pe- 
riod, rising wage costs forced up 
our payments for labor, purchas- 
ed parts and materials, tooling, 
freight, plant and equipment. In 
total, inflation alone has added 
over $300 to the price of our 
basic car in just five years. 

“By contrast, foreign manufac- 
turers, mainly because of their rel- 
atively low wage costs and fast- 
growing sales volume, but also in 
part because of less frequent model 
changes, have been able generally 
to hold the price line. In the past 
five years the price gap between 
a popular-priced U. S, car and a 
typical small import grew sharply. 
Economy-minded buyers began to 
swing to imports in growing num- 
bers.” 


* * *é 

being McNamara said, the prob- 

lem that confronted more and 
more American manufacturers in 
all fields was “how to compete with 
aggressive, low-wage-cost foreign 
manufacturers in the face of con- 
tinuing inflation in this country.” 

“As inflation continued and 
brought more and more small cars 
into the market,” he reported, “it 
became clear that a_ significant 
trend was under way, It looked as 
if a substantial market would soon 
exist for economy cars of American 
manufacture. In March of 1957, we 
felt the evidence justified a Ford 
entry.” : 

McNamara said that lessons 
learned by Ford in developing a 
new lightweight military vehicle to 
replace the Jeep “suggested the 


cent automobile.” 


completely new tooling, new facil- 


Ford engineers developed a door 
assembly with 31 fewer parts. They 
saved six pounds by making the 


* * 
in concept, design and engineering 
of passenger cars—mainly through 
intense simplification.” 

“With this possibility in mind,” 
he continued, “with our market 
research completed, and with our 
experience in designing economy 
cars for the foreign market (for 
Ford’s English,German and French 
subsidiaries), we proceeded with 
our blueprint for the Falcon.” 


Ford said the story of the Fal- 
con is the “story of how one com- 
pany found an engineering solu- 
tion to an economic problem — 
the problem of cost inflation. 


“It’s the story of meeting foreign 
competition without resort to trade 
restrictions,” he said. “It’s the story 
of a triumph of function in design 
—maximum value at minimum cost. 

“It’s the promise of a future in 
which auto manufacturers will com- 
pete more and more strongly in 
science and technology. It’s the last 
but not least, the story of a new 
American product, a truly magnifi- 


* 


Ford spokesmen pointed out that 
since the Falcon is an all-new ve- 
hicle, none of its parts will be in- 
terchangeable with those of stand- 
ard Ford models, The decision 
against interchangeability dictated 


ities and plant re-arrangements for 
manufacture of the Falcon, 

The Falcon’s simplicity of design 
is demonstrated in the fact that 
the body contains 200 fewer parts 
than the standard Ford car body 
and the engine 120 fewer parts than 
the standard six-cylinder engine. 





top of the gas tank serve as the 
floor of the luggage compartment. 


* * * 


More Trunk Space 

HE Falcon will be offered in 

two-door and four-door models. 
Other features are 13-inch wheels, 
a 12-volt electrical system, parallel- 
operating windshield wipers, and a 
luggage compartment with 24.5 
cubic feet of space — 20 percent 
more than the average for the most 
popular imported cars. 

To overcome the problem of rust 
in unitized construction, Ford sci- 
entists developed a zinc-plated steel 
that not only resists rust but takes 
a satisfactory weld. This specially 
processed steel is used in rocker 
panels and other body sections par- 
ticularly susceptible to rust. The 
new process enabled the engineers 
to use a lighter metal that further 
reduced weight by 17 pounds. 

The engine, designed especially 
for the Falcon, is a six-cylinder, 
overhead-valve, water-cooled en- 
gine with 144-cubic-inch displace- 
ment. It develops 90 horsepower 
and is capable of providing half 
again as much gas mileage as 
present Ford engines. It has a 
3%-inch bore with 2%-inch stroke 
—giving it a bore-stroke ratio 
greater than that of any other 
engine now being produced. 

So efficient is the new Falcon en- 
gine, in fact, that Ford engineers 
found it did not produce enough ex- 
cess heat to heat the passenger 
compartment in cold weather. They 
solved the problem by designing a 
new type of hot-water car heater 
that traps all available heat and 
transmits it to the car interior. 

The Falcon engine employs a 
cast-iron block and uses aluminum 
in the flywheel housing, transmis- 
sion extension, pistons and other 
parts where it cuts the weight of 
the car without in any way sacri- 
ficing strength. The intake mani- 
fold is cast as an integral part of 
the cylinder head, thus lightening 
the engine, making it easier to as- 
semble, improving its “breathing,” 
and reducing the possibility of oil 
seepage. 

+ 7. 

HE Falcon’s interior—built to 

accommodate six adults—in- 
cludes Ford’s safety steering wheel 
and safety door locks. Seat belts 
and crash padding, which Ford pio- 
neered in 1955, also are available. 
Vinyl seat coverings have a pro- 
tective coating for easier cleaning. 

Final assembly of the Falcon will 
begin at the Lorain (O.) plant of 
Ford Division, with other assembly 
plants at Kansas City, Mo., and San 
Jose, Calif., starting production 
within a few weeks after initial 
production tryouts at Lorain. 

Engines will be manufactured at 
a plant in Lima, O., while other 
parts will be provided by Ford sup- 
plier plants in various parts of the 
country. 

Since the purpose of the Falcon 
design is to reduce the over-all cost 
of ownership, including mainten- 
ance, the prices of Falcon repair 
parts will be under those of stand- 
ard-size cars. 


* 








possibility of a major breakthrough 





"Beach Wagon" by Renault— 


Fringe benefits are enjoyed by Judy Lawne in a new Renault “beach wagon," a 


car designed for fun in the sun. The cloth 


top, fringe and all, is removable so occu 


pants of the car's wicker seats have unhampered view in all directions. This Renault 
is priced at $1,815 East Coast p.o.e, This four-passenger model has a 28-horsepower 
engine said to deliver over 40 miles per gallon; it's basically the Renault 4CV with 


a special body. 
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Dealer Joe Gale of Monarch Motors, 
Broadway, N.Y.C., says, “Journal advertising 
really brings women in!” 


There’s an especially happy group of dealers these days—Lark dealers. 


One reason has been women. Another reason has been Lark’s specially 
designed advertising campaign aimed just at women—in Ladies’ Home 
Journal, the No. 1 magazine for women. 


In a recent survey of 119 Lark dealers in 76 cities across the country, 
104 dealers were downright enthusiastic about the importance of 
women as customers. (The rest agreed women were pretty darned 
important.) Here are a few quotes: 


“Women have a great influence on every deal...they make the 
decision in 90% of the cases...for the whole family.” 


“It used to be the men who came into the showroom, and would 














od 








How to make auto dealers as happy as larks 


say that they would have to bring the wife in before making a 
decision. Now it’s the women...all the way!” 

“No doubt that women are the mainstay of the business today.” 
And—about Lark’s special direct-to-women and all-to-women cam- 
paign in Ladies’ Home Journal—the dealers said: 

“This is the car that is being sold to women and should be adver- 
tised to them.” 

“Time and again I have had women come in with the Journal ad, 
show it to me and say, ‘Can I see this model?’ ” 

“Women are our most likely prospects, so advertising to them is 
the most important job. Keep it up!” 

The Lark advertisement in the January, 1959 issue of the Journal 
received the highest readership of any automotive advertisement ap- 
pearing in the Journal in the last 10 years. And sales are soaring. 


In other words, womanpower plus Journalpower means salespower 
for auto makers, 


Never underestimate the power of the No. 1 magazine for women... Home 


NO. &: IN CIRCULATION * NO. a IN NEWSSTAND SALES * NO. ki IN ADVERTISING 


A CURTIS PUBLICATION 
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Capsule Comment 


Reports from the field indicate the sale of cleanup models 
is progressing smoothly and profitably, with some dealers 
even fearing a shortage of new cars before 1960 models 
are introduced. 


Lovely to look at, lovely to see... 


* * * 


Shortly after the Senate subcommittee deferred ac- 
tion on bills to prohibit auto makers from operating a 
financing unit, Ford Motor announced formation of the 
Ford Motor Credit Co., set up along lines of GMAC. 


Will this force Congress’ hand? 


* * * 


Unless makers “concentrate on quality instead of quan- 
tity,” the U. S. small car cannot compete with the imports 
and has a dim future, declares Paul Thibodeau, secretary of 
the Automobile Legal Assn. ' 


We’re sure every manufacturer is aware of this. 
* * * 


A total of 4,219,777 cars and 502,240 trucks were scrapped 
last year, according to R. L. Polk & Co. figures. 


Almost as many as the 4,650,313 new cars and 726,074 
new trucks sold in 1958. 
* * *K 


The U. S. compact cars are designed to re-establish 
the Big Three in the lower-price field with a slightly 
smaller vehicle at a lower price, with the result that the 

» compacts will compete heavily against present segments 
of the U.S. market, writes David J. Wilkie, veteran auto 
editor, in his first column for AUTOMOTIVE NEws. 


In two or three years, Wilkie predicts, the price tags of 
the compacts will match the 1959 list prices of the 
lowest-priced Ford, Chevrolet and Plymouth. 








Toles; Chicago—Robert A. Kelly and Bill McCarty; | 


Coming 
Events 


Dealer Conventions 


Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St, Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn,, Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept, 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H, 

Oct. I1-13—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct, 17-19—Texas 
bile Dealers Assn., 
Antonio, 

Oct, 18-20—Florida Automobile Dealers 
a, Hotel Pobert Meyer, Jackson- 
ville. 

Oct, 20-2i—Federation of Automobile 
Dealer Assns. of Canada, Montreal. 
Oct, 25-26—Okishoma Automobile Deal- 
ers Assn., Hotel Tulsa, Tulsa. 

. 10—Connecticut Automotive Trades 
Assn., Statler-Hilton, Hartford. 

Nov, 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs, 
Dec, 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


ty. 
Jan. !7-19—National Independent Auto- 
mobile Dealers Assn.. {3th Annual 
Convention, Eden Roc Hotel, Miami 


Beach, 

Jan, 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn. Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automob'le Dealers Assn, of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss 
Apr. 24-24—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 
J ao . 


Independent Automo- 
Hilton Hotel, San 


Auto Shows 


Sept. 17-27—Frankfurt Auto Show, Frank- 


furt, Germany 


Oct. -1—Paris Auto Show, Grand Palais, 


Paris. 

Oct, 9-25—Texas State Fair Automobile 
Show, Dallas, 

Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 

Oct. 24-25—International ''500'' Motor 
Sports Show, Veterans Memorial Audi- 
torium, Des Moines, 

11—4Ist International Motor 


Oct, 31-Nov, 
Show, Turin, Italy. 
Nov, I1-15—Baton Rouge Auto Show, 


Baton Rouge, La. 

Nov, 12-22—San Francisco Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 13-22—Los Angeles Auto Show, Pan 
Pacific Auditorium, ios Angeles. 

Nov. 14-2I—Philadelphia Auto Show, Phil- 
adelphia. 

Nov. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Dec. I-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 9-16—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 

Jan. 9-17—Buffalo Auto Show, 
Avenue Armory, Buffalo. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 


cago. 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N.Y. 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory. 


Maston 


* * * 


General 

Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 
Auditorium, Milwaukee, 

Sept. 16-17—Annual Meetings, American 
Die Casting Institute and Die Casting 
Research Foundation, Edgewater Beach 
Hotel, Chicago. 

Sept. 25-27—Detroit Section, SAE, Green- 
rier Hotel, White Sulphur Springs, 
West Va. 


Automotive Cartoon 


Of the Week 








you something you 





"Certainly, it's in good shape! Do you think | would sell 


earn the payments with?" 


couldn't go out and 











Letterbox 


used if you so request. 





‘Isn’t That Dandy? ... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


No attention is given to unsigned 











Makers’ ‘Greed’ Assailed 


The August 17 issue of AUTOMOTIVE | 


News carried a front page headline: 
“Dealer Profits Move Up to 2 Pct.” 
All the way up to 2 cents on the 
dollar! Isn’t that just dandy! And, 
during the same period, automo- 
bile manufacturers established un- 
precedented profits (General Motors 
at the rate of $1 billion for the 
year). 

How come one segment of the 
industry does so well while so 
many retail dealers are “folding 
up” and the rest are barely exist- 
ing? Maybe there is food for 
thought for the Federal Trade 
Commission or the antitrust divi- 
sion. 

You would think the manu- 
facturers would indeed be em- 
barrassed ... but they’re not. They 
still take it upon themselves to 
put out national advertising telling 
new car buyers, in effect: “See your 
local dealer . 
GIVE you a car.” 

What, then, is the normal reac- 
tion of the new-car prospect we are 
trying to “sell”? And who author- 
izes the factories to speak for the 
retail dealer concerning his trades? 
(Maybe that is another thing the 
Federal Trade Commission should 
consider.) 

Although it’s been quite a few 
years now, I can remember when 











The Big Stories 


34 Years Ago 
Before the auto shows are held the public can expect to see at least 
. @ larger maker may introduce an all- 
. . before Oct. 15 a maker of eight-cylinder cars will 
bring out a smaller, lighter and much lower-priced car, 
Each week finds more makers cutting prices, with reductions rang- 


20 Years Ago 


Start of a war in Europe was expected to have minor, if any, 
repercussions on the U. 8. auto industry. 


10 Years Ago 


AUTOMOTIVE News study shows that from 1940 to 1949, prices in the 
low-priced field advanced 110 percent. For the entire industry, the 


two new makes of cars. . 
aluminum car. 


ing from $50 to $150. 


gain is 83 percent. 


—From Automotive News Files 








.. he will practically | 


an automobile dealership was a 
desirable retail business, and the 
franchise for a popular make was 
| a valuable asset. Neither is true 
| anymore . .. just try to interest 
someone in investing in a dealer- 
ship today. 
j can remember when certain 
| factories had waiting lists for their 
franchises today they are a 
dime a dozen. And they won't be 
any more valuable until the fac- 
tories quit urging their dealers to 
give their cars away and quit tel- 
ling the public that their dealers 
WILL give away their cars. 

I can see no hope of betterment 
for the automobile dealer until the 
factories give up their greed for 
tremendous volume and profits (at 
the expense of their dealers) and 
return to the operating policies 
that developed their great dealer 
organization, and made their fran- 
chises valuable and sought after. 

Unless the factories have the 
foresight, and sincere desire to do 
that, I believe the franchised-dealer 
system of distribution will continue 
to deteriorate to the point of no 
return. Then who is going to accept 
the blame for killing the goose that 
laid the golden egg?—ANOTHER 


CapTivE DEALER. 
* ob ca 


Porsche Row 

We both know imported cars are 
| riding a tremendous crest of pop- 
;ularity and your fine news maga- 
| zine, by publishing the facts of the 
| Porsche story on Aug. 24, has made 
| known to all members of the trade 
'the unfair treatment Porsche has 
|given to its dealers after many 
years of faithful service.—OLIvER 
Dee JosepH, president, Midwestern 
Area Porsche Dealers’ Assn., Belle- 
ville, Ill. 





* * * 


The Wrong Stutz 

The obituary on Charles E. Stutz 
in your Aug. 17 issue is wrong. 
Charles Stutz had nothing to do 
with the production of the Stutz 
car. 

Harry Stutz, who headed Stutz 
Motor Car Co., died 25 or 30 years 
ago, Charles Stutz was his cousin. 
He sold Stutz cars here in Indiana- 
polis.—CarL H. Wa..ericH, Indian- 
apolis. 























ANOTHER “FIRST” FOR GMC DEALERS 








OPERATION “HIGH GEAR” 


Yes, GMC has scooped the truck industry again with the new, revolution- 
ary DFR8000 all-aluminum 48” tilt-cab tractor powered by America’s ‘ Y 
first V-6 diesel engine. Add to this the biggest selection of six-wheelers, | 

pickup models in over 30 different capacity, body and wheelbase com- ( \ 1( 
binations and other Extra-Value models up to 90,000 Ibs. GC W—and you | A 

have just a few of the reasons why GMC Dealers are so enthusiastic about GENERAL MOTORS 
Operation “High Gear’, the biggest engineering, design and quality- SO aaa: A cht 
control program ever. 


aa " 
The complete story is being told by advertising and direct mail to over | RUC KS 


46 million people every month. Its reception indicates this to be one of 
the best years yet for GMC Dealers. 
GMC ‘Truck & Coach—a General Motors Division. 








From 4-ton to 45-ton— 
{General Motors leads the way! 


More Big Things are on the Way—Watch GMC and See 
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Earnings, Volume Up in First Half... 





Finance Firms Report on Profits 


Increased profits on a larger vol- 
ume of business was reported for 
the first half by the three large in- 
dependent finance companies. 

Commercial Credit Co, said its 

earnings in the first half were the 
highest of any first half on rec- 
ord, CIT Financial Corp. reported 
a $2-million increase in profit 
while the increase in profit at As- 
sociates Investment Co. was just 
under $4,000. 

CCC’s record profit amounted to 
$13,572,170, compared to $13,351,009 
in the like period of last year, Fi- 
nance subsidiaries earned $7,070,- 
348; insurance subsidiaries, $4,705,- 





943, and manufacturing companies, 
$1,795,879. 

The company said vehicle financ- 
ing continued to pick up in the sec- 
ond quarter. New-car financing in 
the first half ran 46 percent ahead 
of the year-earlier total, compared 
to an increase of about 30 percent 
in total car sales, the company said. 

CCC said new business was ac- 
quired in about equal amounts 
from dealers for Ford, Chrysler 
and all other manufacturers as a 
group. 

CIT Financial said earnings in 
the first half totalled $21,433,539, 
up from the $19,553,445 earned in 





the corresponding period of last 
year. Receivables purchased in 
the first half amounted to $2,399,- 
456,000, a gain of 28 percent from 
the $1,871,892,000 purchased in 
the like 1958 period. 

The first-half profit was a record 
and President Arthur O. Dietz said, 
“We expect that our operating re- 
sults will continue to be excellent 
and that earnings for the year will 
exceed those of 1958.” 

Retail automobile receivables 
purchased in the first half totalled 
$477,728,000, compared to $390,270,- 








Spot-Check Inspections 


Begin in Neb. Sept. 29 

LINCOLN, Neb—A statewide 
system of vehicle inspections on 
Nebraska highways will begin at 
midnight Sept. 28, according to 
Gov. Ralph G. Brooks. 

Inspections will be on a spot- 
check basis under a law passed at 
the last session of the Legisla- 
ture, said Robert B. Conrad, 
chairman of the Governor’s Traf- 
fic Safety Committee. 





000 purchased in the like period of 
last year. 

Net earnings of Associates for 
the half totalled $8,644,018, as com- 
pared with the adjusted figure of 
$8,641,222 for the first half of 1958, 
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according to Robert L. Oare, chair- 
man, 

“There has been a noticeable 
improvement in the company’s 
operations during the first half of 
this year,” Oare said: “The vol- 
ume of finance business amount- 
ed to $859,302,504, which was 
$201,116,787 higher than that re- 
ported for the same six months 
last year, resulting principally 
from greater activity in the auto- 
mobile industry as well as the 
continued development of diver- 
sified business on the part of the 
company. 

“Rising employment and better 
economic conditions, supported by 
a more selective credit program on 
the part of the company, have 
served to reduce past due accounts 
and sharply curtail collection 
losses.” 


Bigger Role Seen 
For Auto in Life 
Of South America 


TOLEDO.—The economy of South 
America, long hinged to coffee, non- 
ferrous metals, beef and fruit, is 
gradually changing and soon that 
continent may be playing an impor- 
tant role in auto production and 
exporting. 

That is the point of view of 
James P, Falvey, chairman of Elec- 
tric Auto-Lite Co. and recently se- 
lected deputy assistant secretary of 
defense, after a tour of South 
American nations. 

“I was impressed with the great 
strides those nations have made in 
recent years in the production of 
automobiles and parts,” said Fal- 
vey, “And as other manufacturers 
from the U. S, and European coun- 
tries open up assembly plants in 
South America, the continent can 
become a definite factor in the pro- 
duction of motor vehicles.” 

“A few export statistics bear 
this production story out,” Falvey 
continued, “and we only have to 
look at a two-year comparison, 

“Brazil, Argentina and Venezuela 
are the primary producers of motor 
vehicles in South America, and in 
1956 those countries imported from 
the U. S. $5,269,095 worth of parts 
and accessories to be used in the 
assembly of cars and trucks, Two 
years later those same three coun- 
tries imported $19,376,755 in the 
same kind of parts for assembly.” 

“Meanwhile,” Falvey said, “the 
replacement-parts business was in- 
creasing. In 1956 those countries 
imported $30,824,454 in parts and 
accessories for replacement and in 
1958 purchased $37,147,038 in parts 
and accessories from companies in 
the U. S. 

‘These increases clearly show 
that production of motor vehicles 
and their maintenance is becoming 
more and more important to the 
economy,” Falvey said. 


Import Show Set 


In San Francisco 


SAN FRANCISCO. — The second 
annual San Francisco Imported 
Car Show is scheduled for Nov. 12- 
22 in Brooks Hall. It is sponsored 
by the Imported Car Dealers Assn. 
of San Francisco. 

On display will be 40 makes of 
cars from eight countries. Special 
events will include fashion shows, 
movies and the invitational Con- 
course d’Elegance, which will fea- 
ture 15 classic cars. 

Last year’s show drew more than 
50,000 persons during a five-day run, 
the sponsors said. 











Parts Storage Building 


Set for Ford Louisville 


LOUISVILLE. — An automotive 
parts storage building, covering an 
area equal to more than four foot- 
ball fields, will be constructed by 
the Ford division adjacent to the 
present Louisville assembly plant, 
according to John _W,. Van Vactor, 
plant manager. The new building 
will be partially in use by the end 
of the year and completed by 
March, 1960. 

It will provide warehouse space 
for hundreds of different truck 
parts now stored at Ford division’s 
old South Western Parkway plant 
and in temporary quarters else- 
where, 
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REASONS WHY VACUUM POWER BRAKING 
IS FIRST CHOICE ON TRUCKS 
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WITH BENDIX HYDROVAC* LEADING ALL OTHER MAKES COMBINED 


When it comes to power braking, the overwhelming choice 
on trucks is vacuum power, with Hydrovac leading all other 
makes combined. 

You can bet your bottom dollar that such overwhelming 
preference is based on solid reasons. For example: 

By saving dead weight, vacuum power can add several 
hundred. pounds to payload, and earn extra dollars, as ton- 
miles build up. 


Bendix bivisiox South Bend, wo. "Ge end” 


In addition, there is the vital safety stand-by of instantly 
available physical braking, instead of ‘‘no power, no brakes!”’ 

Then, with vacuum power there is less first cost and less 
expense for maintenance, and it is completely free of com- 
pressor drain on engine power. 

Any way you look at it, it will pay you to make Hydrovac 
Vacuum Power Brakes your choice for the best in power 
braking . . . for the most in value. *REG. U.S. PAT. OFF. 
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Selling Simcas Off the Haulaway— 

New cars right off the havlaway trucks are being sold in a novel Simca selling 
campaign at Bill Snethkamp’s Palmer Park Auto Sales in Highland Park, Mich. Jim 
Rieh!, general manager, sells a Grand Large hardtop, just arrived at the dealership, 
to Rosemary Terteling, Highland Park. The four other Detroit-area Simca dealers are 
carrying on similar sales promotions. 








Lawsuits Affecting Dealers .. . 





Court D 


By Leo T. Parker 
Attorney at Law 
4 pao frequently an innocent 
automobile dealer unintention- 
ally does some act which later 
results in severe litigation, There- 
fore, it is well that all readers 
realize that the higher courts have} 
adopted the rule that when one of 
two innocent parties must suffer, | 
the loss must be borne by the one} 
whose act or omission made the 
loss possible. 
For instance, in Dissing v, Paul} 





Brown Heads Import Deal 

DENVER.—S ports Cars, Inc., 
1300 Lincoln, has been purchased 
by Gene Brown, who was general 
manager of the dealership from 
1954 to early in 1957, and Joe E. 
Hoffman, Denver meat packer. 
Brown is president, The firm han- 
dles Alfa Romeo, Triumph, MG, 
Austin-Healey, Austin, Morris, Jag- 
uar and Porsche. 





ecisions 


Jones Car Co., 333 Pac. (2d) 725, 
the testimony showed that one 
Dissing is a li- 
censed automobile 
dealer in Okla- 
homa, and Paul 
Jones Car Co. is 
a licensed car 
dealer in Arizona. 
Dissing purchased 
a Lincoln from 
its owner and re- 
ceived a Texas 
certificate of title 
endorsed in blank. 

L. T. Parker Thereafter Dis- 
sing sold the car on conditional 
sales contract to one Moore and 
delivered to him the Texas certi- 
ficate. 


This certificate stated there were 
no liens on the car and the assign- 
ment warranted the title to be free 
of liens. Moore presented this cer- 
tificate to the Oklahoma Tax Com- 
mission and received an Oklahoma 
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nere's dynamic difference 


in Hercules service on Replacement Parts 


While special engineering and construction 
features enable Hercules dump bodies, hoists 
and special truck equipment to outlast con- 
ventional models by a healthy margin, sound 
maintenance procedures demand replacement 
parts periodically. Exactly when they are 
needed is hard to calculate. That’s why 
Hercules distributors carry complete stocks 
of parts—to give you replacement parts serv- 
ice when you need it. 





Your Hercules distributor stocks only fac- 
tory approved parts — substitutes are never 
used. This reliable, follow-through service 
saves your customers costly down-time at 
critical production periods, builds top-quality 
customer relations for you. Specify Hercules 
on your next recommendation for truck and 


trailer equipment. Get the com 


plete replace- 


ment parts story from your local Hercules 
distributor today—without obligation. 





Hlewulles 


DUMP BODIES, HOISTS and DUMP TRAILERS 


HERCULES STEEL PRODUCTS COMPANY, Dept. AN-959, Galion, Ohio 
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]| title reciting that the vehicle was 


subject to no liens. 

Also, on this Oklahoma title 
was a clause stating that the 
State of Oklahoma does “not 
guarantee the statement as to 
liens on this certificate of title.” 
After getting the Oklahoma title, 
Moore came to Arizona and sold 
the car to Paul Jones Car Co. 
When Dissing learned that Paul 

Jones Car Co, had possession of 
the automobile he filed suit to get 
its possession claiming, among 
other things, that Moore’s title was 
not good, since the Oklahoma laws 
clearly stipulate that there is no 
guarantee that statements on its 
title are correct. Nevertheless the 
higher court held that Dissing 
could not get possession of the au- 
tomobile from Paul Jones Car Co., 
and said: 

“The one (Paul Jones Car Co.) 
holding the first encumbrance did 
nothing to cause the loss. We are 
dealing here with a loss arising by 
reason of unlawful or negligent 
conduct of the one claiming the 
priority.” 

* * * 
Case for Comparison 


yw comparison, see Commercial 
Credit Corp. v. Kemp, 270 Pac. 
(2d) 209, Annotations 18 A.L.R. 
(2d) 813. The facts here are that 
a seller of an automobile recorded 
a chattel mortgage and issued a 
title reciting freedom from liens. 
Later another mortgage was given 
upon the assumption that the title 
reflected the truth, 

The lower court held that the 
seller was at fault in not having 
his mortgage noted on the title 
and invoked the equitable doc- 
trine that when one of two inno- 
cent parties must suffer, the one 
whose act or omission made the 
loss possible must bear the same. 
Hence, the original seller was 
held liable and responsible for 
losses to subsequent purchasers 
of the automobile. 

Recently a higher court held that, 
if a dealer takes a mortgaged 
tradein, he never is obligated to pay 
off the mortgage on the car, unless 
he clearly promises the holder of 
the mortgage that he will do so. 

*” a ok 


Dispute on Debt 


OR illustration, in Landgrebe v. 
Schuehle, 318 S. W. (2d) 491, 
the testimony showed facts, as fol- 
lows: One Dean traded a used 
Studebaker car to a dealer named 
Schuehle as part payment on a 
new Ford automobile. The Stude- 
baker was covered by a chattel 
mortgage, which lien was shown on 
the certificate of title. 

This mortgage was held by an- 
other automobile dealer named 
Landgrebe, Further testimony 
showed that at the time Dean 
traded the automobile to Schuehle 
he represented to him that there 
was less than $200 due against the 
car. Then Schuehle wrote a postal 
card to Landgrebe saying that 
Dean has traded in his Studebaker 
on a new Ford and asked Land- 
grebe to “send us the payoff figure 
on his note, as we would like to 
pay it off.” 

When Schuehle learned that the 
amount due on the note was near 
$400, instead of $200 represented 
by Dean, he refused to pay the 
amount of the note to Landgrebe. 

In later litigation, the higher 
court held that Schuehle need not 
pay off the note to Landgrebe, say- 
ing: 

“Did the appellee (Schuehle) 
either expressly or by necessary 
implication, assume the debt? 
There is no evidence that he did so. 
The post card simply expressed a 
desire to pay off the debt. This 
appellee (Schuehle) had the right 
to do but was not obligated to do.” 

* ok 


Ky. Courts Barred 
From Inspection Role 


FRANKFORT, Ky.—tThe at- 
torney-general’s office has ruled 
that fiscal courts do not have the 
authority to require periodic in- 
spections of motor vehicles as a 
means of raising revenue. 

Pendleton County Attorney Har- 
old Ewing asked if the county 
could legally impose a license or 
stamp-sticker tax on vehicles to 
build up more revenue. 

Assistant Attorney-General E, L. 
Fossett replied that fiscal courts 
are without such authority, par- 
ticularly where the stamp tax 
would be imposed for revenue pur- 
poses rather than as an exercise of 





the police power. 
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Only Rambler Brings The Service School 
To Dealers’ Doorsteps! 




















RAMBLER 
MOBILE TECHNICAL CENTER 


Saves Time and Money for Dealers... 
Provides Skilled Training for Service Personnel 





Here is another Rambler innovation to 
help make dealer operations even more 
profitable. A new Service ‘‘University on 
Wheels” now brings factory-engineered 
service know-how direct to the dealer- 
ship. Think what this means to you as a 
Rambler Dealer .. . 


e Savings In Money—No longer need 
you pay expensive transportation, 
lodging and- meal costs to send 
service personnel to distant factory- 
maintained service schools. 


e Savings In Time—Your service 
manager and mechanics are not away 
from the job for extended periods. 


The Rambler Mobile School comes 
right to the students’ own locality. 


e More Efficient Training—The Ram- 
bler Mobile Technical Center has a 
“faculty” of skilled, experienced in- 
structors who know Rambler service 
and have the ability. to teach it. 
Each unit is fully-equipped with 
modern tools and equipment for 
expert laboratory instruction. 


The Rambler Mobile Technical Center 
is another: example of the superior 
degree of factory-dealer cooperation 
that is yours with the Rambler franchise. 











WOULDN'T YOU: LIKE TO 
GO AND GROW WITH RAMBLER? 


Student desks open up into workbenches to enable 
dealer service personnel to receive practical-instruc- 
tion under “‘on-the-job” conditions. 





MAIL THIS .COUPON TODAY 


Director of Dealer Development 


We Have the Product for the Seer of Brae valent 
Exploding?Compact Car Market... 0 reset cam more compute tome 





obligation and my inquiry will be held in the strictest confidence. 


“YOU Have the opportunity! is cikashaloaaabad sbacibs 











NAME 
Rambler Franchises Also Available in Canada and Important Export Markets. ADDRESS 
In Caneda Write te: American Moters (Canada) Lid., 2951 Denterth Ave., Torente. +3 
CITY. OS 
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How They're Pushing Sales 





Dealer Ad Ideas 


Glitter; Don’t Litter 
RONTIER FORD, Albuquerque, 
reminded residents that they 

can be fined or jailed for throwing 
refuse on streets and highways, 
and offered a “Kar Litter Basket” 
with the purchase of any new or 
used car. 

“Don’t be a litterbug; be a glit- 
terbug,” Frontier urged. A glitter- 
bug was defined as a person who 
keeps his city and state clean. 

* = * 


For Blood Donors 


LOOD donors could save money 
on new and used cars at Fields 
Chevrolet, Portland, Ore. 

Noting that the Red Cross blood 
bank was to visit the dealership, 
the company promised: “If you 
donate a pint of blood, Fields 
Chevytown will give you $50 credit 
toward the purchase price of any 
new or used car purchased from us 
on this day.” 


Kearns Tells "Em Why 


OUR reasons why Olympians 

should shop at Kearns Motor 
Center (Mercury-Edsel-English 
Ford) were offered by the dealer- 
ship in a one-column ad in the 
Olympia (Wash.) Daily Olympian. 
They were: 

1. Dealer integrity 22 years 
serving Olympia motorists. 

2. Peace of mind—The car you 
buy will be as represented. 

3. Full service facilities—We 
service what we sell. 

4, Cars priced with you in mind— 
No high-priced advertising added. 

+ * * 


‘Swap a’59 for a’60’ 
ILLER FORD, INC., Rochester, 
N. Y., promoted cleanup busi- 
ness on 1959 Fords with a “No De- 
preciation” or “Two for One Sale.” 
Under the plan, the customer 
buys a 1959 Ford and drives it 
until the 1960 models arrive, Then 
he trades even on the 1960 car. 
Miller emphasized there is no gim- 
mick and no money difference, the 
deal being car for car with the 
same equipment. 
Miller Ford also agreed to de- 
liver the 1960 Ford as soon as 
possible after introductory date. 


* ca * 


Steel Strikes Get Break 


LEMENTS-GILLOGLY CHEV- 

ROLET, Buffalo, slanted pro- 
motional effort at striking steel 
workers in the Buffalo area. 

The firm said steel workers would 
not be required to make payments 
until 30 days after the strike is 
settled, 


* * * 


Buyers Figure Own Deal 


AUL’S, Studebaker dealer in 

Buffalo, went after new-car 
business during midsummer by of- 
fering an 11 percent discount on 
every new .Lark in stock and in- 
viting customers to figure the sav- 
ings themselves. 

The firm explained the deal 
through newspaper advertising in 
this manner: 

“This is a money-saving deal you 
can be sure of. The U. S. Govern- 
ment requires all car dealers to 
post in plain sight on the car labels 
similar to the one reproduced 
above. Each label lists the base 











WESTERN 


WRECKERS 
3-4-5 TON CAPACITIES 





For All Vehicles— WILLYS © FORD 
DODGE © CHEVROLET © GMC 


from $3 50.00 "s*—+.0.8. 


STATE AND LOCAL DEALER INQUIRIES 
TAXES EXTRA INVITED 





Dept. AN9-7 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St., Milwaukee, Wis. 

















| price and accessory costs, so you 
| know exactly what the retail price 
| is. Figure your own 11 percent dis- 
|count savings.” 

* - + 


Walk a Mile for $500 
CGUIRE RAMBLER, Detroit, 
staged a “test of strength and 

endurance” for a $500 prize and 


lan economy run for another $150 


to stimulate business. 

The only qualification for the en- 
durance test was that the applicant 
had to buy a new Rambler. A 
friend could take the test for the 
applicant. 
| The entrant, accompanied by a 
| McGuire official, had to carry a 
| sack of 500 silver dollars for a mile. 
A cash award of $500 awaited any 
contestant who accomplished the 
feat. 

Economy-run contestants had to 
be 21 years old and had to take 





a demonstration ride in a new 
Rambler, Then the contestant had 


to drive a special Rambler contain- 
ing a tenth of a gallon of gasoline 
as far as possible along an express- 
way route mapped by McGuire. 
The driver getting the best mile- 
age was awarded $100, and the 
|} runnerup was given $50. 
* > = 


Used-Car Quiz 


r A question-and-answer adver- 
tisement, Universal Car Co. 
(Chevrolet), Louisville, attempted 
to convince prospects that Univer- 
| sal is the best place to buy a used 
| Car. 

The questions covered terms, 
prices and reconditioning and con- 
| cluded: “Why doesn’t Universal list 
| some of its best values in this ad?” 

The answer: “Well, now—you are 
|not about to purchase a car with- 
| out inspecting it and having a dem- 
onstration. So we invite you to 
select from our 80-car inventory.” 


Aloha 


RI-CITY RAMBLER, Kenne- 
wick, Wash., has awarded a 
seven-day vacation to Hawaii plus 
| $100 spending money to Mr. and 
| Mrs, Clark Crouch. Each purchaser 
| of a new Rambler in a two-month 














| period was eligible for the prize. 
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Promotion Pays Off— 





| 





When W. L. McCulloh, general manager, McCulloh Motor Co. (Cadillac-Oldsmobile), 
Ardmore, Okla., took pictures of a fleet of cars purchased by a local leather goods 
manufacturer, he didn't know it would result in weeks of TV publicity for the dealer- = 
ship. The pictures, showing executives of Western Supply Co. posing with some of 
the Cadillacs and Oldsmobiles purchased from the dealership, were featured in the 
above showroom display. The surprise dividend came when Western used the pic- 
tures and the display on its nightly newscast on the Ardmore TV station. 





POWER LINE 
20 to 1650 H.P. 
| in-only 3 cylinder sizes 








For city delivery and local area service— 


REPOWER your gasoline engine 
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Iiderton Receives 'Quality Dealer Award’ — 

H. G. Iiderton, second from left, of Horace G. liderton, Inc. (Dodge), High Point, 
N. C., and his son and business associate, T. Carey Iiderton, third from left, receive 
the Chrysler Motors Corp. “Quality Dealer Award" from Bill Ashford, left, Dodge 
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How Nation's Salesmen Mee? .. . 





Here is his story: 


Sales 
Case 
Histories 


chasing agent. 


lems. 
* * 


GAVE him the 





district manager, and H. R. Petree, Dodge regional 


one given this year and the second among Dodge dealers in the Carolinas. 





is the only I 


J yes MANY salesmen in our 
business let the customer take 
command of the situation, says 
Milton Brook, owner and man- 
ager of Brook Motor Sales (Stu- 
debaker-Mack), Mishawaka, Ind. 


We should not underestimate 
our own ability to 
deliver service to a 
customer when we 
are pricing a job 
to him, For in- 
stance, I had been 
doing business with a firm for 12 
years when they got a new pur- 


The new agent asked for a 
price on a piece of equipment. 
The transaction meant resetting 
quite a bit of equipment from 
the old truck to the new. 

We had provided the service 
in the first place and it had 

served them well with no prob- 


* 
price, which 


he thought was $150 too high. 





I pointed out the knowhow— 
which we had—which was neces- 
sary to do the job in a satisfac- 
tory way. 

Other members of the firm 
came into the deal, They knew 
the satisfaction we had given 
in the previous years so they 





Plymouth Dealers Elect 


MacKaig in Los Angeles 


LOS ANGELES.—Milton Mac- 
Kaig sr. MacKaig & Son, Los 
Angeles, has been elected president 
of the Plymouth Dealers Assn. 
Other officers are C. E. Vesey jr., 
Citrus Plymouth, Anaheim, vice- 
president, and Bernie Breeman, 
Bank Motors, Los Angeles, treas- 
urer. 

Newly elected directors are Bill 
Shadoff, W. R. Shadoff Co., Pomo- 
na; Tom Waters, James E. Waters 
Co., Los Angeles, and Al Harris, Al 
Harris Co., Newport. Lew Jabro 
was reappointed secretary-man- 
ager. 
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IESEL 


DETROIT DIESEL ENGINE OrVISION, : 
GENERAL MOTORS, DETROIT 26, MICH. , 





in Canada: GENERAL MOTORS DIESEL, LIMITED. London, Ontane 


Looking to cut your trucking costs? This new “4-53” “Jimmy’ 


trucks with JIMMY” DIESEL 


Users report sensational savings | 
with,this new “4-93” GM Diesel engine 


Diesel engine will save you real money: 


A short-haul Texas user is saving $900 a year on fuel 


alone. 


An Ohio trucker, using the “4-53” in both highway and 
in-city operation, is cutting fuel bills more than 50%. 


A Florida operator reports savings of $4,350 per truck 


per year on fuel alone. 


But fuel savings aren’t the whole story. This compact “4-53” 
engine delivers 130 h.p. at 2,800 rpm — 271 ft.-Ibs. of torque 
at 1500 rpm—to give you faster acceleration with plenty of 
“‘get-up-and-go”’ on grades. It weighs in at only 1040 Ibs.— 
almost 500 lbs. lighter than nearest competitive Diesel! And 
it’s easy to install — fits into 24- to 4-ton trucks with little 


or no change in transmissions or axle ratios. 


The “4-53” is also ideal for school buses and smaller pas- 
senger coaches. Two- and three-cylinder Series 53 models 
bring the long-life endurance and economy of GM Diesel 


power to lift-trucks as well. 


Want more facts? Call your nearby GM Diesel distributor or 


send in the coupon. Do it now! 





GM DIESEL— Detroit 28, Mich., Dept. AN 


Send me specifications on the new ‘‘4-53’’ GM Diesel engine (__), and | 
illustrated brochure, ‘‘New GM Diesel Power for Highway Trucks” ( ). 


Title. 
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| 
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Firm Name 





Street Address. 





! 
| 
! 
| 
| Name. 
| 
| 
! 
| 
| 


City. 


County. 





Practical Problems of Selling 


agreed with my viewpoint. He 
finally gave us the order. 

Since then he has given us a 
number of orders and we haven’t 
had a problem with him or his 
firm since. 


Zinc-Bond Method 
Seen Expanding 


Aluminum’s Use 


PITTSBURGH.—A zinc soldering 
process for joining aluminum to 
itself and other metals is expected 
to broaden greatly the light metal’s 
use in the automotive industry, ac- 
cording to Aluminum Co, of Amer- 
ica. 

The zinc technique offers the best 
method for making sound, corro- 
sion-resistant soldered joints, said 
an Alcoa official. The process also 
is superior to brazing for several 
applications, he added. 

The basic technique is the oldest 
means known for joining alumi- 
num, he said, but Alcoa research 
engineers believe its merits have 
never been fully appreciated be- 
cause the process cannot be com- 
pletely successful unless proper pro- 
cedures, solders and fluxes are 
used. 

When employed with specially 
developed Alcoa joining products, 
the zinc soldering process is es- 
pecially suited to bonding thin 
complex sections, including heat 
exchangers of all types, the official 
said. 

Other promising applications, in- 
dicated by recent research, include 
metallurgical bonding of aluminum 
spirally wrapped or plate fins to 
aluminum, copper or steel tube, and 
bonding socketed tube joints and 
dissimilar metal transition joints. 








Defense Transport 


Group to Convene 


SEATTLE.—The annual conven- 
tion of the National Defense Trans- 
portation Assn. here Oct. 11-14 will 
salute the nation’s transportation 
industry and the armed forces. 

Among the speakers at the three- 
day business sessions will be: 

Gen. Curtis E. LeMay, Air Force 
vice-chief of staff; Senator E. L. 
Bartlett, Alaska Democrat; James 
K. Knudson, former defense trans- 
port administrator; Adm. James S. 
Russell, vice-chief of naval opera- 
tions; Gen. George R. Pearkes, 
Canadian minister of national de- 
fense, 

Sen. Warren G. Magnuson, 
Washington Democrat; Maj. Gen. 
John B. Medaris, commanding gen- 
eral, U. S. Army Ordnance Missile 
Command; Maj. Gen. Frank S. 
Besson jr., Army chief of trans- 
portation, 








helps you make sales 
with a 


30,000 MILE NEW CAR 
BONDED MILEAGE 
GUARANTEED 


@ More New Car Sales! 
@ More Used Car Sales! 
@ More Lube Sales 





AMALIE DIVISION 


L. Sonneborn Sons, Inc. Frank 
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TURNINGS .. _.- 








industry.” 


This flat statement has been made to AUTOMOTIVE NEWS 


New Ford Break-In Oil 
Fights Rust and Wear 


By Joseph M. Callahan 
Engineering Editor 
EARBORN.—Ford Motor Co. has notified its oil sup- 
pliers of the specifications for an oil that will give 
Ford Motor Co. cars and trucks the “best factory fill in the 








by outside oi] authorities and® 
by Ray Potter who is both| 
Ford’s top oil expert and| 


“section supervisor of materials = 
gineering —fuels and lubricants, 
rubber and plastic sections.” 

This new break-in oil is outstand- 
ing primarily because of its supe-| 
rior ability to prevent rust in a new | 
engine, but it also does a good job 
in preventing engine wear and in 
neutralizing acidity. 

Rust and wear prevention in a/| 
new engine is quite important to 





hy 
4 





J. M. Callahan 
the eventual buyer of the car, but| oil, somewhat more expensive than 


The 


Spicer pro 
You Need 


it- is even more 
important to an 
auto maker whose 
warranty and 
policy expenses 
can be driven 
sky-high by rust 
accumulations in 
engines that of- 
ten spend two-to- 
six months at the 
factory before 
the cars are sold. 

This improved 





Is Available 





Joint Replacement Kits °¢ 
Monmouth Clutch Plates « 


ordinary factory fill, is also valu- 
able to dealers who often have cars 
on their hands for several months. 

The problem of engines rusting 
while still in the factory’s hands 
is an old one, but it became more 
serious when leaded gas was intro- 
duced, and it’s become even mbre 
critical in the past decade as the 
engines have become larger and 
larger. 

a * + 


Moisture Problem 
oo bigger engines with their 


declining load factor (the per-|. 


centage of available power that is 
actually used) have been operating 
cooler and cooler. This has re- 
sulted in more moisture in the en- 
gine without sufficient “boiling” of 
the oil to remove the moisture. 
Three or four years ago rusting 
in new engines became an emer- 
gency problem for the whole in- 
dustry, according to one oil com- 
pany official, and most of the oil 
industry embarked on a crash de- 
velopment program for a rust-pre- 
venting additive that eventually 
prevented what many people fear- 
ed would have been a catastrophe. 
The push for an improved fac- 
tory fill first came last fall when 
Ford’s Quality Audit Control De- 
partment asked Potter to check 





| 








Because Spicer keeps over 1,000 field distribution 
points stocked with all models of Power Take-Offs 
and PTO Joints, you can depend on availability 
whenever and wherever you need it. Call your 
Spicer distributor today—or write Dana Corpora- 
tion for information. 


DANA CORPORATION + DEPT. 85 + TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 
¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches ° 
Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 





Testing GM Window— 

A technician at Lib be y-Qwens-Ford 
Glass Co.'s plant in Rossford, O., elec- 
tronically tests the contour of a large 


shaded back window for a GM car. A 
complete record is kept of each window. 
* + *” 
the Ford engine plants in Dear- 
born, Cleveland and Lima, O., 
to see what could be done to se- 

cure a better break-in oil. 

After a survey, Potter took the 
problem to Sohio Co. and several 
other suppliers and asked them to 
work on the problem with Ford. 
The result was an oil that success- 











attacks the cylinder walls. 
next most vulnerable spots are the 
hydraulic tappets and the exhaust 
valve stems. 


back windows now available 
GM cars were explained recently 
by Libbey-Owens-Ford Glass Co., 
which has supplied 100 percent of 
GM’s glass for more than 30 years. 


fully withstood three major tests. 
= oad 
Change After 1,000 Miles 


HIS oil, which has no name but 
is labeled M-2C-35-39, contains 


a heavy concentration of basic sul- 
phanates, one of the four additives 
that are generally used today for 
rust prevention. 


Last January the new oil was 


first used on new Ford vehicles. 
Now that the collective develop- 
ment work is done, Ford is able to 
specify in detail to its oil suppliers 
what this oil should consist of and 
do. 


In addition to meeting military 
oil specifications, this oil must 
meet all antirust requirements, 
pass a hydrobromic acid test, an 
exhaust gas test, a heavy-truck 
engine test which involves oper- 
ating in a very humid atmos- 
phere for a week and antiwear 
tests. 

Ford now insists that this oil be 


used on all its new engines for the 
first 1,000 miles and then recom- 
mends that the oil and the filter 
be changed. 


Rust in an engine generally first 
The 


* * 


Shading GM Rear Windows 


OME of the problems involved 
in the production of the shaded 
in 


This wasn’t a simple problem 
because the back windows are 
made of one-piece safety plate 
glass and are unlike the wind- 
shields which are of two pieces 
of laminated plate glass plus a 
plastic interlayer sandwiched be- 
tween the thin, polished plates. 
To tint this glass, it’s merely 
necessary to tint the plastic in- 
terlayer. 

To reduce the light and solar 


radiation from the huge windows 
(some with 17 square feet of glass) 
of the GM cars, it was decided to 
tint the upper third of the windows 
with a mineral plating. 


Dr. Joseph D. Ryan, director of 


L-O-F’s research and development, 
said, “The basic E-Z-Eye glass fil- 
ters out about 50 percent of the 
heat rays in sunlight, and the 
shaded band further reduces this 
input to about 25 percent, refiect- 
ing much of the unwanted sun 
heat. 


“The combination of large back 


windows and panoramic wind- 
Shields gives drivers see-through 
ability, a big safety advantage 
when one can see through two or 
three cars ahead. Older back win- 
dows let some light into the closed 
car, gave a limited view out for the 
driver by means of his rear-view 
mirror, and that was it.” 


The film of mineral plating, 
which is compeunded at the fac- 
tory so that it may be controlled 
accurately, is graduated on the 
glass so that it is dense at the 
top and then decreases until it 
blends in with the natural tint 
of the glass. 

Electronic equipment is used to 


check automatically the density of 
the shading material deposited on 
each glass and a written record is 
made of each unit. 





Vancouver Branch 
Is New Step in 
Dueck’s Growth 


VANCOUVER, B. C.—Dueck-on- 


Broadway (Chevrolet-Oldsmobile- 
Cadillac) has opened a $500,000 
branch at 5400 Kingsway. Ed B. 
Dueck, president, said it will oper- 
ate as Dueck-Burnaby and will be 
managed by Walt Brewer. 


The Dueck organization was 


founded 30 years ago by L. D. 
Dueck, who died 
early days, the dealership handled 
Gray, Dort, Velie, Graham-Paige, 
Hudson and Terraplane. It acquir- 
ed Chevrolet and Oldsmobile 
1941 and added Cadillac in. 1953. 


in 1954. In its 


in 


The firm has grown phenomen- 


ally during the last decade. Its 1948 
volume was $3.2 million; last year 
it was: $24.7 million. 


The company now has 420 em- 


ployes, compared with 158 in 1948. 
It has 2,000 units on lease, up from 
35 in 1948, and its tire business has 
increased to $512,000 from $190,800 
a decade ago. 


— 


; 
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Aled punch! 


FULL-DEPTH AIRFOAM 
BUILDS EXTRA, 3-WAY 
SALES APPEAL 
INTO NEW CARS! 


1. Full-Depth AirFoAmM means 


New Byeklestelervar-t-t) 


Complete AIRFOAM back-and-seat set re- 
sults in more room for the passengers in a 
less bulky unit. No more springs, batting, 
webbing, cords to take up space. 


2. Full-Depth AiRFoAmM means 


Cushions the ride and keeps its original, 
springy shape as only full-depth AIRFOAM 
can. Lavish AIRFOAM luxury softens up the 
toughest customer. 


3. Full-Depth AirRFoAM means 


No squeaks, no rattles, because there are no 
tensed components to loosen and shake. 
AIRFOAM helps muffle other car noises, too. 
It's the silent salesman who never stops 
working for you! 


Dealers — ask your car Manufacturer's Rep. 
Manufacturers — contact Goodyear, Engi- 
neered Products Dept. Akron 16, Ohio, for 
the latest, most significant details. 


OM _— 


GOODFSYEAR 


The Foam Rubber-Latex cushioning of cars with a Future 


Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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A Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 





Dodge Centers Reap Benefit .. . 





Availability Ups Sales 


a THE two years the Dodge 
truck-center program has been 
in operation, the greatest benefit 
to dealers and to sales has been 
that it has made heavy-duty trucks 
available to more dealers, rather 
than the field conversion feature of 


| Indiana Dealer 
Pinpoints Needs 


Of Customers 


ISHAWAKA, Ind.—“When you 

sell a truck you sell a man a 
tool with which he can earn a liv- 
ing,” said Milton Brook (Studebak- 
er-Mack), “And because of that we 
consider that we have a responsi- 
bility to see that he gets the right 
one for the job.” 

Because Brook and a salesman 
in his firm carry out this policy 
so well, they account for 35 per- 
cent of -the dollar volume of 
Brook Motor Sales, Inc. 


Too often the average salesman 
lets the customer tell him what he 
wants when it may not be at all 
what he needs, said Brook. The 
first step in selling a truck, he 
added, is to find exactly what the 
customer expects to do with it. 


“Once you find what he wants to 
do, and this includes loads, road 
conditions, amount of use, etc., 
then you are in a position to recom- 
mend what you know he should 
have,” Brook continued, 

ce * * 
CONSIDER ourselves truck 
specialists, and to be that we 
have to know what we are selling. 
If a truck we sell does not do the 
job, then it is up to us to find one 
which will.” 

If a customer has a particular 
problem either in what he wants 
from the truck or after he buys 
it, Brooks said he feels obligated 
to work with him until the prob- 
lem is solved to the customer’s 
satisfaction. 

This same policy applies to his 
passenger-car operation, too. Prob- 
lems come up in individual cars 
which some dealers brush off as 
“one of those things,” he said. 

Brook said he believes that when 
he sells a car he has a responsi- 
bility to give 100 cents in product 
and service for every dollar the 
customer pays. 

In one case, he said he spent 
a year and $180 in shop time and 
material before a leak was found 
in a car body. This cost the cus- 
tomer nothing but a lot of pa- 
tience, Brook said. 

As a result, Brook added, the 
customer is a booster for the firm 
and has been responsible for many 
sales. since. 








Top Trucks 


New-truck registrations for six 
months, plus 35 states for July: 

1959 

Pos. 
1—181,875 
2—149,355 
3— 54,931 
4— 38,431 
5— 29,665 
6— 14,187 
I— 8,285 
8— 17,762 
9— 3,455 


Make 
Chev. 
Ford 
Intl 
GMC 
Dodge 
Willys 
White 
Mack 
Stude. 
1455 Diam. T 

593 Brockway 

21,928 Misc. 15,581 

Tota] All Makes 

511,922 380,869 
Further details on Page 44. 
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the program, according to William 
C. Hamway jr., truck sales man- 
ager. 

This program was entirely new 
to truck merchandising when it 
was started by Dodge. Since the 
opening of the first center, the 
program has been under study and 
to some extent, under revision to 
match the program to the needs 
of dealers and the market. 

When first envisioned, it was 
thought that the ability to convert 
any standard heavy-duty truck to 
what the buyer wanted and do it 
in the field would be one of the 
big benefits that dealers would de- 
rive from the program but this has 
not proven to be the case to date. 

In fact, at the present time, 
most of the conversions being 
made at the 23 centers have been 
mainly wheel and rim changes to 
match the loads that will be car- 
ried and to meet state weight 
regulations. 

The big plus factor that has en- 
abled Dodge to increase sales in 
the heavy-duty classifications has 
been in the availability feature 
which each center offers. / 

It has been found that dealers in 
smaller cities particularly benefit 
from being able to bring a pros- 
pect to the nearest center and not 
only show the actual truck under 
discussion but also let the pur- 
chaser know that, 
hurry for his vehicle, he can drive 
it home right away. rn 

* 


HIS feature alone has made the 

truck centers worthwhile in the 
minds of the dealers who have 
availed themselves of the oppor- 
tunity the centers made possible. 

During the two years of what 
might be termed experimental 
operation, availability has also 
been stressed in another import- 
ant phase of the truck opera- 
tion—that of making certain that 
truck parts are available when 
needed. 

Perhaps there is no one phase 
of truck merchandising that 
knocks the best sales plans sky 
high more than having a trucker 
held up for a part that is needed to 
keep his vehicle in operation. 
“Down time” is expensive for 
trucker and truck maker alike. 

To strengthen this feature of 
Dodge truck merchandising, a com- 
plete new program of handling 
truck parts has been put in force. 

* * oa 


Parts Too Numerous 


ig IS impossible to carry every 
part of every mass-produced 


if he is in a}|’ 





truck in every dealership. It is 
even impossible to carry all of 
these parts in factory field ware- 
houses, 

Thus truck parts have been di- 
vided into three main categories. 
The “P” parts, numbering around 
25,000, are those stocked generally 
by the 102 Mopar parts wholesalers. 

“N” parts, those that do not 
move as fast and are rarely need- 
ed in an emergency, are stocked 
at the five master field or area 
parts plants and at Marysville, 
Mich, The “D” items, which rep- 
resent only the very slowest mov- 
ing parts, are stocked at Marys- 
ville. 

The process of ordering these 
parts is designed to expedite get- 
ting the part to the point where it 
is needed in the least possible time. 

* *” ae 


EALERS order all of their “P” 
parts direct from their nearest 
(Continued on Page 27, Col. 1) 
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-.- by Jack Weed 








bpp egg are getting a big play 





this year by the Big Three in 
their new-model 
programs. 

I still don’t know why trucks 
are being recognized for special 
treatment by the boys who have 
gotten into the habit of forgetting 
that at least one of every five or 
more vehicles they build is a 
truck and that their truck output 
must represent at least a third 
of the money value of the vehicles 
they produce. 

But each of the Big Three is put- 
ting on special press showings for 
their 1960 truck models. 

Even more mysterious, they are 
taking the press out of the city 
to show the new creations and claim 
they will have a full quota of high- 


announcement 





TURBO-TITAN 
TOTAL WEIGHT - 1472 POUNDS 


42 66 INCHES - 


0473 INCHES 


Chevrolet Tests New Turbine— 


Studies of potential gas turbine power for heavy-duty vehicles are being continued 
with a new experimental Chevrolet truck, the Turbo-Titan II, just completed and ready 
for test runs. The tandem-axile unit is said to carry a more compact, efficient and 
powerful gas turbine of entirely new design. The experimental truck is the second 
of its type resulting from a cooperative project involving Chevrolet and General Motors 
Research Laboratories. The new power plant produces 225 horsepower as compared 
with 200 by Turbo-Titan |, is approximately 350 pounds lighter and 25 inches shorter, 
and uses 25 percent less fuel. William A. Turunen, head of the engineering develop- 
ment department at the laboratories, examines the new turbine installed in the truck. 
The inset drawing illustrates gains in compactness for the new turbine over the 
It was shown to the press last week. 


former design. 


TURBO-TITAN Ii 


TOTAL WEIGHT™ 
25 POUNDS 


34 44 CHES - 
5° 56 INCHES 





up truck executives at their parties 
to talk to the typewriter pounders. 
Last Monday we were taken up to 
a spot on the shores of Lake St. 
Clair to see Chevrolet. This is the 
first time in history that Chevrolet 
has had a separate truck showing. 
Ford takes us to Louisville and 
Dodge is taking us out to a country 
club away from town, according to 
present plans. 
* * 
feed Dodge will show us the 
new trucks at the same time we 
are shown the new cars. But even 
then a full half-day is being devot- 
ed to putting the new trucks 
through their paces. 

For a dedicated truck man, 
used to seeing the new trucks as 
a sort of abbreviated side show 
to the main attraction, this is a 
radical departure and many of us 
are wondering what’s in the wind. 

Can it possibly be that some of 
the “high command” are actually 
beginning to believe that trucks are 
an important part of their line? 

Have some of the sharp pencil 
boys, who watch dealer profits 
closely, finally awakened to the 
fact that dealers who do a good 
truck-merchandising job almost 
universally show up much better 
from an overall profit standpoint. 

And to have this special emphasis 
put on trucks in a year when the 
so called “compact” cars are getting 
the big play makes it all the more 
mystifying. 

+ * + 


NADA Busy on Trucks, Too 


VEN NADA has become unusu- 

ally active in the truck end of 
the business this year. Its truck 
committee, under the chairmanship 
of William McCune, has held one 
very successful meeting with the 
truck factory sales managers and 
is making some headway in getting 
state associations to appoint truck 
committees. 

Both McCune and Thomas J. 
O’Neil, Ford Motor Co., will ap- 
pear on the Truck Body & Equip- 
ment Assn. program at the 12th 
annual convention in Chicago at 
the Hotel Sherman Oct. 5-7. 
Tommy will speak on cooperation 
and profit and Mac will walk 
into the controversial subject of 

(Continued’' on Page 26, Col, 3) 





TBEA Prepares for Its Biggest Convention 


| iggrirntonad eae are that the 12th 
annual convention and exhibit of 
the Truck Body & Equipment 
Assn. will be the largest this or- 
ganization has éver had. 

Six weeks before the doors are 
scheduled to open Oct. 5 in the 
Hotel Sherman, Chicago, practic- 
ally all of the 188 exhibit booths 
either were sold or spoken for 
and advance registrations were 
running 50 percent ahead of the 
largest prior convention. 

A special effort is being made to 
attract both truck dealers and fleet 
operators in the six-state area 
around Chicago. 

The program on the morning of 
Oct. 7 should hold special interest 
for both. It features Thomas J. 
O’Neil, a member of the Dealer 
Policy Board of Ford Motor Co., 
speaking on “Operation, Coopera- 
tion and Profit;” William C. Mc- 
Cune, chairman of NADA’s truck 
committee, speaking on “The Serv- 





ice a Truck Dealer Should Expect 
From a Body and Equipment Dis- 
tributor and the Service the Dis- 
tributor Should Expect From the 
Truck Dealer,” and Rossall John- 
son, associate professor, School of 
Business Administration, North- 
western University, speaking on 
“Human and Labor Relations.” 
a * * 


(pe. an experienced truck 
man who came up through the 
ranks of Ford field men from a 
district manager, knows both the 
profit story of the truck dealer and 
the need for cooperation between 
dealer and distributor to make a 
useable vehicle out of a cab and 
chassis. 

McCune operates two Ford deal- 
erships in Pennsylvania and is a 
Ford-designated heavy-duty truck 
dealer at Kittaning, Pa. He is 
well aware of the need for truck 
dealers and equipment distribu- 
tors to get back to a basis of 








mutual trust that permits both 
to make legitimate profits at the 
retail level. 

Among the exhibitors will be 
Ford division, Dodge, Chevrolet, 
Willys and Divco-Wayne. It is ex- 
pected that at least two of these 
makers will show 1960 models. 

Other exhibits will be bodies of 
all types, a new overhead door for 
van bodies, a new combination step 
and dock bumper for light trucks, 
new and improved safety equip- 
ment, a new speed reducer designed 
to relieve brakes on downhill op- 
eration in hilly terrain, new load- 
control equipment, advanced refrig- 
eration and products of interest to 
body builders. 


* * * 
@PACE will be made available to 
suppliers of products used in 





TRUCK NEW PRODUCTS 
See Page 40 














the construction of truck bodies— 
wood, steel and aluminum—during 
the morning session Oct. 6. 

Speakers will include Carl A. 
Rishell,, consultant for the Na- 
tional Lumber Manufacturers 
Assn. and Timber Engineering 
Co.,-who will discuss “The Use of 
Wood as a Structural Material in 
Truck Body Construction,” and 
Stanley C. Lore, assistant mana- 
ger of high-strength product 
sales, U. S. Steel Corp. 

New methods and products de- 
veloped for better insulation of re- 
frigerated bodies also will be dis- 
cussed that morning by Clinton 
W. Phillips, National Bureau of 
Standards, and Eugene F. Hess 
Minnesota Mining & Mfg. Co. 

The three-day convention wil! 
open with an address by J. O 
Mattson, president of the Automo- 
tive Safety Foundation, on ‘(What 
Lies Ahead for Highway Trans 


portation.” Other speakers Oct. 5 
(Continued on Page 28, Col, 1) 
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MATERIAL: 


TAKE 
THE DELCO 
DC-12: 
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100% FAESH 


Exciting displays, tie-in signs and. banners, 
valuable premiums, you haven't seen anything 
like it unless you sell Delco batteries. It’s all 
100% fresh, and it’s all tied in with Delco 
advertising. If you don’t have selling aids like 
these, you have every right to turn green. 


It’s original equipment on nearly half the cars 
on the road. It gives customers the power and 
satisfaction they want .. . gives dealers a 
tremendous presold market. Only Delco dealers 
know what a pile of profit that can mean! 
This, of course, is just a small part of the 
complete support behind Delco, but doesn’t it 
make you glad you’re a Delco dealer? 


; EN. 


: f f 
are sure to turn AYS green when you turn the page! nN 
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DELCO 
“TAKES OVER” LIFE 


rOR 
DELCO DEALERS 


Never before have battery dealers had such concentrated selling power working for them. Each ad in this one issue will be 
seen by 28,000,000 people! This is over and above Delco’s regular advertising schedule in The Saturday Evening Post, 
Look and Life magazines! This is the kind of solid selling support that all Delco dealers count on and profit by. Be sure to 
see it September 21 in LIFE . . . your customers will! Don’t Just Sit There Looking GREEN . . . There’s enough for everybody! 
Call your Delco Battery supplier right now and get in on the “long green” that comes naturally to dealers who handle Delco! 


QUALITY BUILT BY DELCO-REMY — DISTRIBUTED NATIONALLY THROUGH OM UMS ~ GENERAL MOTORS STARTS WITH DELCO BATTERIES 
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Covers Medium-Weight Line .. . 





White Offers New Bus Series 


CLEVELAND.—A new series of | 
school buses with capacities for 48, 
54, 60 and 66 passengers has been 
announced by White Motor Co. 
They are designed to extend 
White’s heavy-duty line into the 
medium-weight bus line. 

The new buses, the White 
2000BA Series, are available in 
wheelbases of 187, 219, 238 and 
256 inches and are powered by 
White OA valve-in-head gas en- 


gines. 
Standard bus in the new White 
2000BA Series is the 48-passenger, 





Nebraska Begins 
Drive on Trucks 
From Other States 


LINCOLN, Neb. — Nebraska has 
begun checking up on out-of-state 
truckers who use the state’s high- 
ways to see that Nebraska gets its 
“fair share” of license fees. 

Motor Vehicles Director Alvin 
Scissors said the state aims to col- 
lect fees from truckers from seven 
states which require Nebraska 
truckers to pay “qualifying fees for 
reciprocal proration of licenses.” 

The seven are Indiana, Kansas, 
Rhode Island, Florida, Connecticut, 
Virginia and Michigan. Truckers 
from states which do not require 
Nebraska truckers to pay these 
fees will. not have to pay them in 
Nebraska. 

Nebraska is requiring all trucks 
to register when they enter the 
state to obtain data for proration 
of fees, Out-of-state truckers who 
haul heavier loads in Nebraska 
than they are allowed in their home 
states will have to reduce the loads 
or obtain Nebraska plates for the 
heavier loads. 


Swedish Crane 
For Truck Use 
Offered in U.S. 


KENDALL, Fla—A new crane 
for handling most any kind of load 
up to 2,500 pounds has been invent- 
ed in Sweden and is being mar- 
keted by Viking Sales, Kendall. 

The “Tico” provides faster, easier, 
more efficient handling for virtually 
everyone who has anything to load, 
unload, lift, pull or move, or what 
have you, Viking Sales claims. 

The Tico Crane is a lightweight 
(950 pounds), compact hydraulic 
unit which mounts easily and eco- 
nomically on a truck bed, taking 
up only 13 inches of bed space, 
and simple to operate, the company 
said. 

Tico can also be mounted on 
medium-size tractors, flatcars, 
docks, barges, and warehouse plat- 
forms. ~ 

It has a telescoping boom in- 
corporating a built-in winch with 
a steel wire rope that reaches out 
to 131 feet. The boom swings in 








187-inch wheelbase model with OA- 
110 engine, which develops 110 h.p. 
at 3,400 r.pm. Optional engine 
available on White 2000BA buses 
of all capacities is OA-130, with 130 
h.p. at 3,300 r.p.m, The OA-145 en- 
gine, with 145 h.p. at 3,200 r.p.m., 
is available when Timken H rear 
axles are used. 

The single-channel medium car- 
bon steel frame is 9% by 3-1/16 by 
5/16 inches. 

Standard transmission on the 
new White 2000BA buses is the T- 
98A synchromesh with four: for- 
ward speeds. Optional is the Clark 
250V with five speeds. Standard 
clutch is 11-inch diameter single 
dry plate with 12-inch diameter op- 
tional. 

There also is a wide selection 
of axles available for the various 
bus capacities in the series. 
Standard on the 48-passenger bus 
are the Timken 31104 front axle 


Truck Freight 
Up Sharply Since 
°29, U. S. Reports 


WASHINGTON. — Both intercity 
ton-miles and total commodity pro- 
duction have increased about 3 per- 
cent annually in the last 30 years, 
according to a review of transpor- 
tation trends by the Commerce De- 
partment’s Office of Business Eco- 
nomics. 

During the period, the report 
said, the railroads’ share of the 
greatly enlarged volume of business 
has dropped from 75 percent to less 
than half the total. 

Movement of freight by trucks 
and oil pipeline has soared in the 
period and each now acounts for 
about 20 percent of the ton-miles, 
the report continued, 

The OBE said some types of agri- 
cultural products, chiefly grains, 
have been only moderately diverted 
from the railroads, while animals 
and other products have been 
switched largely to truck transport. 

Coal still is the railroads’ chief 
product and has constituted a rel- 
atively constant proportion of rail 
traffic for the last three decades, 
the agency added. 








Truck Revenue 


Rises in Oregon 


SALEM, Ore.—Joel C. Hill, Ore- 
gon public utilities commissioner, 
reported that truck collections are 
running at a rate of $16 million a 
year, compared with the usual in- 
come of about $13 million. 

Regarding the weight-mile tax 
on trucks, he said that “evasion is 
neglible; enforcement effective, and 
the cost very reasonable and de- 
clining under a revised system of 
audits.” 

Hill discounted recent talk that 
Ppiggy-backing of trailers by the 
railroads was decreasing proceeds 
of the truck tax. 





a 360-degree sweep. 
* * * 





Swedish Crane in Action— 

The Tico Crane, developed in Sweden, is shown in action lifting a bulky tank, The 
crane is said to ease lifting jobs on trucks and other vehicles. The crane is being dis- 
tributed in the U. S. by Viking Sales, Kendall, Fia. 


aes Alaska 


with 5,000 pounds capacity and 

the Timken F-140 single reduc- 
tion rear axle with 15,000-pound 
capacity. 

Front axle options are the Tim- 
ken 32500 rated at 6,000 pounds, FC- 
901 at 7,000 pounds and F'D-901 at 
9,000 pounds to accommodate the 
larger passenger loads. The Tim- 
ken 32500 is standard front axle 
on 54, 60 and 66-passenger buses. 

Rear axle options are the Timken 





F340 rated at 15,000 pounds, H140 
at 17,000 and H340 at 17,000. 

Standard service brakes are four 
wheel hydraulic and optional West- 
inghouse full air in sizes to match 
the axle capacities. 





74-Acre Site on West Coast 


Purchased by International 


LIVERMORE, Calif.—The Inter- 
national Harvester Co. has pur- 
chased 74 acres from the Southern 
Pacific Railroad Co. in this city’s 
industrial park. 

A spokesman said the land was 
obtained for possible future expan- 
sion of West Coast manufacturing 
facilities: 
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Young Is Building 


Plant in Illinois 


DETROIT.—Young Spring & 
Wire Corp. will begin construction 
immediately on an automotive 
parts plant in Mount Olive, Ill, 45 
miles northeast of St. Louis, ac- 
cording to N. D. Ely, president. 

He said the firm expects to move 
into the 60,000-square-foot facility 
about Nov. 1. 

Young also operates parts plants 
in Ecorse, Mich., Chicago, Los An- 
geles, Archbold, O., and Windsor 
and Ajax, Ont. 





New Commercial-Car Registrations, 


First Half, 1959-1958 
































































































































































































































































































































































































































Truck istrations by states are B 
oehessed bere weekly, as compiled Brock-| Chev- Dia- 6. | Inter- To 
k mond he or % 
+ AE = jatives way | reolet | 7 | Dodge} Ford c. Mack ie White | Willys.| Misc. | TAL 

Alabama 59) | 3555| 33| 392), 2445| 821; 822| 180) ml 118} 82; 317| 87% 
‘58 2450| 14] __270|_—*1597|__—«572|__—38|__—*196 10 57| 65) 195) 6064 

Arizona 59) 2389| 1} 407) ‘1531 489; 365, +18 40| 46) 4173| 190) 5649 
‘58 1447| 6} 230) __—=*'NS3 __364) 302 15} _—*A9 15| 107] ~—_—«*t63|_—«382 

Arkansas 59) 3317) 13| 376; 2184;  532| 600) 22| 31| 40| 52| 73| 7240 
'58| 2194} 8| 238) _—*11525|_—469|_— 543] 43] 29] S19] S52} 20) 5140 

California 59 1} 20654| 70; 2661; 16249; 2888; 2962; 116, 296, 391| 968, 3331, 50587 
58) | 11510] ——@5|_—* 853] 10807) 2004) 2390|_—stit|__—192|_—339) 64 2863| 32798 

Colorado 59) | 2923| 3| 588) 2248; 652| 637| | 83] 44, «+595, ~—«'169| +=: 8002 
'58| 1979] 3} _395| 1682) ~—502|_— 34 50 32) 41 376} 135) 5829 

Connecticut 59 14,973) 5) 237); 799) 290) 513 93) 9) 3 292; 3546 
'58| 12} 890! 14] _:193|__647|_—«325]_—— 367] 15) 95 157| 230} +3005 

Delaware 59) 8} 398! 3 a 97! 209) s«d24)—s-205 }) é 28) 32| 54) ‘1379 
'58| 2} 352 __57|__-235|_~—59]__—=d 4 98 | 22) 22| 1087 

District of Columbia 59 2; 37%)  +# 4! 79; 403,—ss4) | ¥ 1 14 zi 132; «1274 
‘58 | ae 7|___-52|__—428 88) | &l 3| 22 60} 1114 

Florida 59 || 4877 109; 669| 4554) 1273) +1314) ~—«291| 78} 506; —-576| 1333, 15581 
58) | 3547 56| _380| ~—3260|_— 73 et 248 67; 314) 448) 887) 10994 

Georgia 59) | 4070| 16; 516, 3291 950) |} 203| 64 170 104; 442; «(10708 
‘58 | 3309] 16} _—«406|—«2939| 693] = 145 33} 122 100; 258) 8897 

Idaho 59) 1290| q 304) «1015; 354 9 29 55 26 176,104) (3853 
‘58 1074, —s5|_—sd74|~—662|__—308]_—C 488 18 43 21 122| 94| 3009 

iNlinois 59 6789, 124| 1093| 5855) 1408/ 3086) 304) 125) 434) 468)  955| 20641 
‘58 5053} 186] _— 888) _—4471/ ~—«*1027|_—«2918| —s273| ~_—«106|_—S—270| ~—s285|~—sS17|_—*15994 

Indiana 59 | 4113} -55| «759, += 3552) +976 1816) ~~ 300| —-276| +~=—«283| += 207| +~=«-396| «12733 
58) 1| 3240} 56} 513] 2544, ~—688|—«*1456| ~—207;_~—s163|_——265 138} 210| 9481 

lowa "59 3449 83; 500; 3066;  563/ 1502! | 88 80; 145, 266) 9810 
Si 2645| __—«99|_~—=—347|_~—«2087|_~——384|——*1:295) 44 41 62| 53 120} 7177 

Kansas "59 3833) 24, -502| «3054, = 662| (927 34| 70) 62 104 139, 9411 
'58| 2884 | 23| _—-289|_—2320)_~—sS7|_—9 29| bb 52 163 72| 7326 

Kentucky 59 2789| a 267; 2071; = 683 «897 74, «33 72 131 177| 7002 
‘58| __ 2065} 10] 276} ~—«*S61| —-468| 68 57 25 57| __ 105 72| 5364 

Louisiana "59 1| 4250 12; 367! 3290| 751| 910) 98 | 4l 63 107; -:335| 10225 
'58| 3545 23; _-297|__—«-2554|_—583]_~—s B51] —~—S 85] S28 50 89 182} 8287 

Maine ‘59 | 13) 715 ee a 667, «188, ~=S«439|—='si«8|sCti=iéiD 24, «235 157| 2631 
58) 7|___ 666 | _557|_ —-205|_—s 451 33) 22 19] 145} ~~ :102) 2313 

Maryland 59) 30; 1750) ig a 1532; 447/819 144) 14) 142 164, «299| «5738 
‘58| 8}  1487| 318] 11241 281 544 16] 82 96| 121) 4180 

Massachusetts 59 20; ‘1132 440; «137! 419/597 107| 17 137 mi 392; 4902 
‘58 27| 1302 3| 361| 1477; __—«432|_——879 7] 20 137} 286] += 360) 5226 

Michigan 59) 6107] 56] 1371; 5928, 1556) 1259| 93| 284, 607; 760) 18264 
58) 3666} _—42|._—«835|_—«3537| 766] __—~870 me 57|___ 190) 228} ~——-494| 10868 

Minnesota 59) 3334, +18| 607; 3319| 565| 1159| 66; 85) S2| 119; 326] 9650 
58) 2494| 26| 438) -2555| —-489|_—*1:139 a |__| 45 82; 221| 7618 

Mississippi 59] 2731 S 317|  1961|  650| 684 a | 43] 15| 75 v61 6694 
‘58 | 2032 100} 1371|__—«330|_—=s52 17 15] 9| 39 4480 

Missouri 59) 5822 39) 633) 4112 a 1634s |B 121, 152| nt 143% 
‘58 | 4288 39| _423|_—-2884 1424| ~ 168} 122) ~—«157| 10601 

Montana ‘59| 1300) 3} -357/1194{ 304) 546) of a.) 33). 320! ~=«137| +~—-4301 
58 860) 7|___194| —_-801j_—235|_—_—552 21 30) 37| 187] 78| 3002 

Nebraska ‘59 2629 54 321; 2202; ~=Sil| 883) 20/ 32; 106; +120; +~=221| +7099 
58) 1829 57| _217|__‘1354|__—«339|_—«807| 27) 29| 68} 128) 73| 4928 

Nevada 59) 443 7 73| 355) Tal 122| 1| 18| 7| 62; 191| ~—«1401 
58) 267 38} —292|_—Ss 60] 2| 13) 28; 108) 906 

New Hampshire "59| 1; 466| | 156| 367; 105;  231| 77| 16| 8; 175| +152) +1754 
58) 4| 433] 2} —85|_—319]_—s4| “8 49| 29 19| 137| 159 1536 

New Jersey °59| 151| 3061| 82; 752; 3031; 1000/ 1414; 404, 32| 313) 380; 715) 11335 
58| 78| 2646| —66|_—s19|_—2152| —807|_~—«979|~—266| 24; _392| ~—«339| ~—=—670|~—«9038 

New Mexico 59) | i99t} 8] ~S314| «125, ~—Ss407| S285 | zi 41| 26; 148) 94| 4446 
‘58 | 1494| 4| 204) —:1016|_—422|_~—300|_—S 21| 20} 119} 36| 3676 

New York ‘59 185|  5613| 40| 1491| +«5216| 1518;  3440| aa 7i| 887, —«41055| ~—«s891| +=21916 
58 189| 4687] 67| __1287|__4087|__—*(1239}—2935| ——543| 83| 436} ~—«913|_—«*1476| ~—:17942 

North Carolina 59] | 4077| 21) -553| 4150|  -965| 55) ~~ 370} a 293; 214) ~—=—«365| 12045 
58) | 3115] 88} 323|_—2145|_— 608] 51} ~—263| += 44} ~—s 80) sd] ~—s143|_—7979 

North Dakota 59] | veer ~ 10] +236; 910, ~=—«207| S457] 5| 20| 2| 45| 42| 2941 
58} | 680 5; 148|__—663|_—s'52|_—_ 600 a eee: 25| 32| 2343 

Ohio 59] 15| jie 62) 1335/5643] 1420| 2253; 393) 142; 694) 622) 959) 19145 
'58 3] 4525) 94| 883) 3855|_—«*1149|—*1867| ~—-294| 82, 429/306; ~—— 551} 14038 

Oklahoma 59) 4734| 7 417| 3388} 650/ —969| 79| 45) a. ae 120) 10590 10530 
'58| 3018) 257; 2196} ~—«s514| 744 58| 39) 73| 60) 91| 7056 

Oregon 59) 2419; —«29| ~=S«416|—«1955| 483/26) «dN 91; 249 335) 482) 7197 
'58 | 1962| 5} 300) +1360] += 434) ~—s872| 88| 47|___73|__—«247|_—«S31|__—S9NF 

: Lada BAS. ae R | | aI? 
Pennsylvania °59| 102; 5463] + —«85|—«1479| +4687; ~—«(1326| —-2868| +866; + ~—«:140| +~=«731| +~—«1089| +850] 19686 
58 59| 4548) 79| _1402|__3768|_—=*1115| 2383] 40 164; 424, ~~ 767|~—«729| «(16078 

Rhode Island 59 | 352| | 369) 385 69, 225,43 ~ 6/5] —Ss«S2]Stsé«iS|Ss«éO 
‘58 3 223| 4| 58} 267|_—stI|_——42|_——_—33 3] 28) 24| 88; 984 

South Carolina "59 2117| 7| 430| +(1617; ~—«334| 405 ~—Ss« | 30/54) 71; -203)—=—«&5 354 
58 1} 1490) 1] 146) 945) 219] 320), tt} S| 56) 35) 93} 3440 

South Dakota "59 1178) B 231{ 1010; 271; +~—~<600) 1| 42| 22| %6 | 64) «3523 
‘58 | eras 144{ 822} 204) ~—62| 5] 36 6| 86| 45| 2789 

Tennessee "59| 3610/18] = 18) + 2688) 869; 903} 439; 43) 76; 100; 250) 9614 
58) 2560/ 8| _329|__—«*11853}_—553| 684] —_—=84| J | 65) 86) IN| 6413 

Texas 59 17581 | 29; «1717; «*11861/ 2520! «3251; +~=«312) +~=«220| +~=«473)~SCO449| ~~ 20) 38933 
58 13984| 75| 1145] 9131] 1864) 2990) 302|_—175| 794) ~—339| 337] 3138 - 

Utah 59] V4) 5; 330, 913/322). 357/ 23| 34,48) —S«*'2|—~=t*=«‘ C]:SCt«C8 DD 
58 = Bt VOY _329| 15} 15] 29/ 81) 98| 2333 

Vermont ‘59 7 303) 3] @5[ 382) 140] iz; iyi] 80) —«} Se 
om '58 | | Oa me) | > cee T 13 166} 201 1398 
Virginia 59 i} 3012] 10) 696| 2524) 625! 904) I71| 99/5) 264| — sr eb 
ao ‘58 | 2320 ___13|__391| ~—*1853;_—422| 738] ~_—192/ 45| 116} ~=—-203|—S «187; 6480 
Washington "59| | 2686| 12) 525] «2334 —=S««810| - 874) ~=S73| ~SsC«iS | S44] ~~) ~~ 834) 
saa ‘58 | 1699] __—*17|_~—«338|__—«*673]_~—=—492|~—702 38 42 24 166] 517] 5708 
West Virginia 59) | 1267] 21]; 324, =«(1018| S493; = «308; Ss] ~=SC«CSO))St«aS)~S«C«MG | SSC*AS) 40 
58) | 1021 12} -206| 846} 281} 315} 40 29; 28| — 224| 98; 3100 

Wisconsin 59) | 2720) 29; 4467/2408 = 4603/1466) —=«S1:01 | 73) —«*123|—=—=«92;St«S 7k] SS 
‘58! | 2364] 26] 3551768} 460|_—*1259|_— 104), = 45] ~— 73} ~—s465| 313} 6932 

Wyoming ‘59 | 914| 4|178|738| 238} ety si2]tié‘i|SS*C«*si)SCt*«éiMYS*«‘ SC 
58 | 565) S| _100|_— 450! ta] 51] = 20} Sit si] i 47| 1762 

a a a a 

First 59| 553| 167552| 1274| 27590| 136931/ 35135| 49247) et ae AT wat 
Six Months '58| 396) 1278731 1400} 18914) 98632) 25599} 43192} 5610) __ | 5928} 9028) = 











reason of inaccuracies or omissions.''—R. 








Polk & Co. The 1958 figures for Oregon are 


"This information in this report has been compiled from official state documents. Ever 
accuracy to the extent of the coment received at the time the report is publishe 
Polk & Co, The Oregon registration count eh “y ae Oregon State Motor Vehicle Depart- 
ment is included in this preliminary U,. S. pond f These figures have not. beén subjected to auditing procedures usually applied by R. L. 


Polk figures. 


7 eppenntble Beoagatton has been exercised to insure 


& Co. cannot assume any liability by 
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Is This a First?— 


A. Mason Gibbes, Gibbes Machinery Co., Columbia, S. C., who sold this 1914 Reo 
truck to J. J. Sultan Lumber Co., Orangeburg, S. C., believes this is the first truck- 
semitrailer unit ever used in lumbering operations. This unit was used for years by 
Sultan, 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





Truckin’ . . . .. By Jack Weed 


(Continued from Page 20) 











at a distinct disadvantage unless it 
has low-cost money for large-flieet 
And speaking about Ford, I do/| financing. This has been an edge 
not presume it is necessary for me | that the other big heavy-duty truck 
to warn Harvester, White, GMC makers have had on the Big Three 
and Mack that the Dearborn| for some time. 
“giant” has just completed another | I _also can well visualize that 
step that will make them even | having its own finance company 
stiffer heavy-duty competition in| may open the doors to a much 
the months to come with the forma-| greater participation in truck 
tion of its own finance company. leasing than has been possible in 
Now with its designated truck the past. It takes more than 
dealers, which some day in the not| Mickels and dimes to go into 
too distant future can well offset| ‘Tuck leasing on a major scale, 
the advantages of branches or large| 2"4 the ordinary truck dealer 
exclusive truck dealers, its an-| hasn't had access to that kind of 
nounced intention to add diesel| ney at the right interest rate | 
power to the line, its “workshop” up to now. 
truck salesman’s training course|, A suy that has been around 
and its own finance money, Ford | this business as long as I have 
can become a definite threat to| fimds “ghosts” walking into his life 


leadership in the heavy-duty field.|Once in_a while. The other day 
es 6 Mason Gibbes, general manager of 


truck-dealer and body-and-equip- 
ment-distributor relationships. 








claims it is the first truck and 
semitrailer unit ever used in the 
|lumber business. His firm sold it to 
| J. J. Sultan Lumber Co., Orange- 
| burg, S. C., a firm that has been 
lumbering for 133 years. 

+. 


Memory Refreshed 


REMEMBER this old model 

quite well, now that I have re- 
freshed my failing memory by look- 
ing at the photo. It had the wooden 
wheels and hard rubber tires that 
were common to trucks of that 
vintage, wooden steering wheel 
made by Wood Rim Corp., Onaway, 
Mich. near where I had a fishing 
camp; cast-iron radiator top and 
tank and straight structural iron 
frame. 

I do remember the first semi- 
trailer that was built for a retail 
lumber yard. It was a Fruehauf, 
built by August Fruehauf and 
Fred Neumann in a little shop 
on Gratiot Ave. in Detroit. The 
trailer was made for Sibley Lum- 
ber Co., one of Detroit’s largest 
retail lumber firms at the time. 


And I believe it was mounted 


* * 





. Gibbes Machinery Co., Columbia, 
Low-Cost Money Is Vital S. C. sent me a “pic” of an old| 
lp today’s keen competition,| Reo truck taken even before the | 
any company endeavoring to| days of the Speedwagon. 

It was a 1914 jobbie and Gibbes| 





merchandise heavy-duty trucks is 





“Our ReoMatic Transmissions deliver when a stick-job can’t” 


reports Robert Shaw of Clayco Concrete Co., 
Kansas City, Mo., in telling of Reo Transit-mixers with 





Allison Fully Automatic Transmissions. 


The day after a heavy rain is a day of opportunity to transit- 
mix operators. Contractors are anxious to get foundations 
and floors poured the moment the sun shines. Yet, stick- 
shift trucks bog down in the saturated ground surrounding 
most building projects. 


“We can send our ReoMatic Reo mixers anywhere almost 
any time,” Shaw says. “Even with 5¥%-yard loads — that’s 
about 42,000 GVW — we can pull in and out again without 
a hitch after a heavy rain. It’s this kind of service to cus- 
tomer$ that helps our business profits grow.” 


Shaw bought two Reos with ReoMatic transmissions: 16 
weeks later purchased four more, and eight weeks later two 
more ReoMatic-equipped mixers were added to his fleet. 


“It didn’t take us long to see how superior the ReoMatics 
were over the stick-jobs,” Shaw said. “Even after 7,000 
rugged miles, we haven't spent a cent on engines, transmis- 
sions or brakes except for routine Preventive Maintenance. 
With the built-in Retarder, our men rarely touch the brakes 


Abin I usismlastons 


Now available in 


Powermatic Torqmatic 
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except for full stops. Also, we’ve eliminated clutch troubles 
entirely.” 

It’s not only the owners who praise the ReoMatic transmis- 
sion. It’s popular with drivers, too, according to Clayco’s 
veteran driver Dale Emphenour: 

“When you're backing a loaded 5-yard rig up a steep ramp, 
you want equipment that won't let you down,” he says. “Our 
new ReoMatics are great in spots like this—up and down for 
another load much faster than stick-jobs. And when we’re 
pouring curbs, the ReoMatics let us move at speeds to suit 
the men at the forms. This does away with lumping and 
gives you a better job.” 


Other potential savings, too, become a reality with the 
ReoMatic. With the torque-converter absorbing most of the 
shocks, axles, engines and drive lines are spared. Repair 
needs are fewer—overhaul needs farther apart. 


For the full story, see your truck dealer today. 
Allison Division of General Motors, Indianapolis 6, Indiana 





Torqmatic ReoMatic 


Transmatic 


on a Reo, but I am not sure, 

I do know that the first semi- 
trailer built for commercial use was 
also a creation from the forge and 
hammers of these two German 
blacksmiths, and I believe it was 
built in the same shop. That semi 
was made for Vernor Ginger Ale 
Co. And that one was hooked up to 
a converted Ford, I am quite cer- 
tain. 

Those were the days when one 
took a Ford roadster, put a heavy 
frame over the passenger-car frame 
from the rear motor mount rear- 
ward, used the passenger-car axle 
as a jack shaft, and drove the 
rear wheels—which were mounted 
on a dead axle—by chains from 
sprockets on the passenger-car axle 
to sprockets mounted on the rear 
wheels of the conversion. 

* * + 


UT to get back to this old Reo. 

Shortly after this truck was 
made, I was with Timken on 
its magazine. I frequently visited 
Reo in search of material. In fact, 
I went up to Reo, Olds and Duplex 
so much that Longyear, who was 
then plant manager gave me a pass 
to come into the plant from the 
rear at any time so that I could 
park my car near the shipping 
dock. 

In those days Reo had so many 
peddlers calling on them that if 
you didn’t get there before 9 a.m., 
you would have to park a couple 
of blocks away from the plant. 
And then there was a fire station 
next door that got awfully fussy 
if you blocked their egress to the 
street. They were just.funny that 
way. 

I got a nice note from A. F. 
Collins, Collins Associates of Cincin- 
nati, who works quite closely with 
truck body-and-equipment outlets. 
He makes one statement that I 
must agree with. He says, “In our 
opinion the profit picture of truck 
equipment will not improve until 
there are standards to base com- 
parisons of truck equipment on.” 

Or else the makers of truck 
bodies and equipment must quit 
abetting their distributors in giving 
their profits away on senseless 
competitive bidding for nonprofit 
business. 


Penn State Slates 


Supervisor Course 


UNIVERSITY PARK, Pa. — 
Pennsylvania State University will 
conduct its 21st annual Motor Fleet 
Supervisor Training Course Sept. 
14-18. 

The course will emphasize man- 
agement control of driver perform- 
ance and will consider the following 
five areas of control: Selection, 
training, supervision, records and 
incentives. 

The course will be staffed by 
specialists from the trucking indus- 
try and national state organiza- 
tions, along with members of the 
the Penn State faculty. 


Rudd Buys Jenkins Deal 


LANCASTER, Tex.—W. L. Rudd, 
formerly a partner in Bob Jenkins 
Chevrolet Co. in Lancaster, has 








purchased all outstanding interests 
in the company and henceforth will 
operate the business as Rudd Chev- 
rolet, Inc. Rudd also has dealer 
ships in Mesquite and Waskom, 
Tex. 
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Dodge Centers’ Top Benefit . . . 





Availability Sells 
Heavy-Duty Trucks 


(Continued from Page 20) 


Mopar distributor. If for any rea-| 
son the distributor is out, the order 
is passed on to an area parts plant. 

Either the distributor or a direct 
Dodge dealer can order “N” parts 
from the area parts plant and ei- 
ther again may order a “D” part 
from the central depot at Marys- 
ville. 

Emergency orders may be 
placed at any of these sources by 
wire or telephone. The part will 
leave the warehouse that same 
day for certain and usually in a 
matter of hours, it is claimed. 

In addition, to make certain that 
these parts that are needed to keep 
trucks “on the road” are available 
at the nearest possible point to the 
truck owner, Mopar has recently 
appointed Dodge truck parts spe- 
cialists for each of the five area 
parts plants. They will work under 
Roy McAda of the Mopar division. 

a * + 


Specialists’ Duties 
io IS the duty of these men to co- 
ordinate by frequent meetings 
and personal contacts with area, 
regional and district corporation 
personnel, to develop programs to 
increase service to the dealers, 
truck centers and distributors on 
truck parts, to make recommenda- 
tions for expanded parts inventor- 
ies where they find them needed 
and to assist the area sales man- 
agers in training and informing 
area sales personnel on truck parts 
and current programs. 

They are to work also with fleets, 
both local and national, and to 
handle any parts situation as it} 
arises so that Dodge can main- 
tain good customer relations at all 
levels. 

Another part of their dutieg 
will be to work with dealership 
parts and service managers to 
provide adequate parts facilities 
and availability of truck parts 
and to train and assist parts 
managers by working with all 
Dodge truck distribution centers. 

Dodge is also implementing its 

truck sales force with truck sales 
development and training man- 
agers in all 18 regions which in- 
clude all of the truck centers. 

* oe oe 


HILE there has been consider- 
able work with Dodge dealers 





Minnesota Group 
Affiliates with ATA 
Safety Council 


WASHINGTON. —The Midwest 
Fleet Safety Supervisors Assn. will 
become affiliated with the ATA 
Council of Safety Supervisors in 





September, Goley D. Sontheimer, 
director of the ATA Department of | 
Safety, announced. 

Sontheimer said the Midwest) 
association will be chartered as the | 
official representative of the Minne- 
sota Motor Transport Assn. in the 
council, which formulates and im- 
plements the safety policies of the 
trucking industry. 

In announcing the affiliation, 
Sontheimer characterized the as- 
sociation as “one of the strongest 
and hardest working groups in the 
business.” He said that the ATA 
Council “is proud that this affilia- 
tion is becoming a reality.” 

The new council affiliate is an in- 
dependent organization located in 
Minnesota. Its membership is com-| 
posed of the safety directors of 
both private and for-hire truck! 
fleets in that state. Harland S.| 
Fylnn of the Super Valu Stores, 
Minneapolis is president. 


Florida Deal for Fleigh 

POMPANO BEACH, Fla.—Bob 
Fleigh, who has represented Stu- 
debaker and Packard in Balti- 
more and Hagerstown, Md. for 
40 years, has purchased W. J. 
Render & Son here. He has ob- 
tained a Studebaker franchise 
and is constructing a new build- 
ing. R. R. Bender continues as 
general manager, and three re- 
tired Fleigh salesmen living in 
this area have joined the staff. 











on the promotion of truck sales, it 
is only recently that the truck de- 
partment has put its own men in| 
the various regions to aid the deal- | 
ers and the regional truck men in| 
developing more truck sales. 

The result of their work will no 
doubt again result in greater bene- 
fits to the dealers as a body in 
their relation to the truck centers. 

It is felt that one end result 
of their activity will be that of 
acquainting more dealers with 
the benefits that the center of- 
fers, particularly in the sales of 
heavy-duty units. 

The worth of the truck-center 
program is seen in that as of today 
fully 80 percent of all heavy-duty 
truck sales are coming through the 





centers, These centers have demon- 


strated that they quickly know the 
needs of the areas they serve and 
thus can concentrate on the types 
of heavy-duty units their areas will 
absorb most readily. 

This aids in maintaining ade- 
quate stocks of the sizes and types 
of vehicles the dealers in each area 
get the most calls for. 

+ * * 


Conversion Work Cut 


a when adequate stocks of 
<3 the fastest moving units are 
made available, it reduces the need 
for field conversion of standard 
units to a great extent. 

Dodge is currently moving 
slowly on the expansion of the 
program. While one more center 
is in the planning stage at this 
time, long-range planning calls 
for expanding the program only 
as fast as the need for avail- 
ability is manifested in relation 
to the cost of establishing and 
operating the center. 

In the planning stage at this 
time also is a program to furnish 
the centers with diesel demonstra- 
tor trucks of the size and type each 
area can use and to keep these 
demonstrators at work showing 
truckers in the area the savings 
that these units can make possible. 











Mack Trucks Cited for Safety— 


Gov. David L. Lawrence of Pennsylvania presents the Public Interest Award of 
the National Safety Council to Elliott G. Ewell, right, executive sales vice-president, 
Mack Trucks, Inc., as A, G. Crockett, left, sales development and promotion director 
looks on. Gov. Lawrence also presented Mack with Commonwealth of Pennsylvania 
Award for meritorious service in highway services. 








Knowledge is like a torch... 


The higher you hold it the farther it is seen. 


At the Perfect Circle laboratories our constant 
purpose is the acquiring of knowledge of prod- 


ucts and their installation whic 


will improve 


the service an engine gives to its owner. 


But we realize 


the mere acquisition of this 


knowledge would accomplish but little if we 
failed to pass it on to those who design, man- 
ufacture and maintain the world’s motor ve- 


hicles and other internal combustion engines. 
Hence, our researchers freely reveal their 
findings to all automotive engineers and their 
organized associations. For those who service 
and maintain 
we periodically hold local Doctor of Motors 
clinics. In the field, our technical staff is al- 


internal combustion engines, 


ways available for help and counsel. 


We give of knowledge that we may receive 
it from others. 


Perfect Circle 


Piston Rings...Precision Castings...Power Service Products...Speedostat 


HAGERSTOWN, INDIANA e« In Canada: DON MILLS, ONTARIO « PERFECT CIRCLE INTERNATIONAL, FT. WAYNE, INDIANA 
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Biggest Attendance, Exhibits Indicated . . . 





TBEA Eyes Record Convention 


(Continued from Page 20) 
will be Harry A. Stuhldreher, U. S.| 
Steel Corp., and S. R. Bernstein, | 
editorial director of Advertising Age | 
magazine, on “How to Get the Most 
From Your Advertising Dollar.” 


* * * 


T IS understood that in addition 
to being invited to attend the 
exhibition free, both truck dealers 
and fleet operators will be allowed 
to hear the experts talk on the 
morning of Oct. 7. 

The afternoon of each day is 
left open so that delegates can 
visit the exhibits. Ford Motor will 
host an informal reception the 
evening of Oct. 5 and the annual 
president’s reception and banquet 
wil be held the evening of Oct. 
7. A full three-day program again 
has been arranged for the ladies. 

Firms that have received exhibit 
space include: 

DuPont, Anthony Co., Star Ex- 
pansion Industries Corp., U.S. Steel, 
Curtis Automotive Devices, Inc.; 
Allison, Arrow Safety Device Co., 
H. K. Porter, Co., Inc.; H. S. Wat- 
son Co., Ferbert Schorndorfer Co., 
Nash Bros. Co., Polar Hardware 
Mfg. Co. 

American Mfg. Co., Standard 
Equipment division, Dana Corp.; 
Gar Wood Industries, Inc.; Eber- 
hard Mfg. Co., Load Stop Mfg. Co., 
Galion Allsteel Body Co., American 
Seating Co., Stratton Equipment 
Co., Huck Mfg. Co., Inc.; Jones & 
Laughlin Steel Corp. 

Meyers Products, Inc.; Superior 
Coach Corp., Hercules Steel Prod- 
ucts Co., Consolidated Metal Prod- 
ucts, Inc.; Gifts for Industry, Inc.; 
Hamilton Glass Co., Detroit Hinge 


LeTourneau to Get 
Defense Citation 


WASHINGTON.—Robert G. Le- 
Tourneau, president of R. G. Le- 
Tourneau, Inc., Longview, Tex., has 
been chosen to receive the 10th an- 
nual National Defense Transporta- 
tion Assn. award. 

The award is given to the person 
“whose achievement contributed 
most to the effectiveness of the 
transportation industry in support 
of national security.” 

The award will be presented at 
the association’s annual dinner in 
Seattle Oct. 14, in conjunction with 
the annual convention which opens 
Oct. 11. The Joint Chiefs of Staff 
select the annual award winner. 








Push New Maintenance Aids, 
Trailer Distributors Urged 


NEW YORK. — Distributors of 
commercial truck trailers can im- 
Prove service to fleet owner cus- 





tomers by merchandising new, cost- 
saving maintenance equipment and. 
methods, according to Raymond M. | 
O’Keefe, general sales manager of 
Mechanex Corp., Denver, maker of | 
oil seals. 
Addressing Eastern division rep-| 
resentatives of Trailmobile, Inc.| 
O’Keefe placed particular empha- 
sis upon new developments in| 
trailer wheel bearing lubrication. 
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For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! | 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 
Owned ond operated by the Holdens 
ST. CLAIR, MICHIGAN e¢ diol FA 9-2222 
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| Mfg. Co.; Re-Trac Mfg. Corp.; 


Marion Metal Products Co., Great 
Lakes Steel Corp. 

Tulsa Winch division, Vickers, 
Inc.; Blue Bird Body Co., W. T. 
Stringfellow & Co., Inc.; King Bee 
Mfg. Co., Aluminum Co. of America, 
Southco division, Souther Chester 
Corp.; Heil Co., Koneta Rubber Co., 
Inc.; Carson & Hutto, Inc, Velvac, 
Inc.; Autac, Inc. 

Truck-Lite Co., Inc.; Transporta- 
tion Supply News, Collins Associ- 
ates, Inc.; Small Business Adminis- 
tration, Business & Defense Services 
Administration, Automotive & 
Transport Equipment division, 
Binkley Mfg. Co.; Mobile Door, 
division of Overhead Door Corp. 

Parish Pressed Steel division, 
Dana Corp.; Chelsea Products, 
Inc., Dana subsidiary; Whiting 
Mfg. Co., Frank-Dewey Co., Inc.; 
Timmons Metal Products Co., Hy- 
man Freedman Co., Baird Dy- 
namic Corp., Sundstrand Hydrau- 
lics division, Sundstrand Corp. 

K-D Lamp Co., Holland Hitch 


Co., General Logistics division, 
Aeroquip Corp.; Focowill Corp., 
Hildy’s Ford Blue Book, General 
Seating Co, Grote Mfg. Co., 
Schwartz Mfg. Co., Barber-Colman 
Co., A. L. Hansen Mfg. Co., Cope- 
land Refrigeration Corp. 

Dole Refrigeration Co. Johns- 
Manville Sales Corp., Kold-Hold di- 
vision, Tranter Mfg., Inc.; Day- 
brook Hydraulic division, L. A. 
Young Spring & Wire Corp.; Load- 
Holder (cargo-stabilizing devices), 
Lindsay Structure division, Inter- 
national Steel Co., Andrews Indus- 
tries, Inc. 

Yankee Metal Products Co., 
Thermo King Corp., Dorsey Trail- 
ers, Inc.; J. W. Speaker Corp., 
Hock Paint & Chemical Works, 
Inc.; Converto Mfg., Commercial 
Car Journal, Divco-Wayne Corp., 
Willys, Viking Sales, Koening Iron 
Works, Inc. 

Ford division, Boyertown Auto 
Body Works, Inc.; Chevrolet and 





Dodge. 








Redesigned Rim— 


One of the redesigned earthmover rims 
is shown being set up for a maximum- 
pressure test by D. R. Luce, manager of 
Goodyear Tire & Rubber Co.'s physical 
test lab in Akron. Design changes in the 


company's earthmover line increased 
strength by approximately 40 percent with 
only a 6 percent increase in weight. This 
rim is 28.00-39, which takes a 33.5-39 
tire. It is used for planetary wheels on 
huge tractors and scrapers, The rim can 





Truck Tips 


September is when a number of 
users, important to all truck 
dealers, normally purchase new 
equipment. Among these are bak- 
ers, door-to-door delivery firms, 
livestock haulers, newspapers, 
radio and TV dealers and repair 
shops. 

During this month, too, it is 
well to start concentrating solici- 
tation on firms engaged in chem- 
icals, coal (both retail and whole- 
sale), confectioners, contract 
haulers, department stores, drugs, 
florists, furniture, grocers, hard- 
ware, house furnishings, meat 
and poultry, and milk and milk 
products, These firms normally 
peak their buying of new truck 
equipment in October in most 
areas. 

It’s not too early to start call- 
ing on firms engaged in food and 
cereal deliveries, manufacturing, 
municipal, county and state de- 
partments and paper and print- 
ing concerns, which will be com- 
ing into the market in October 
and November. 











stand up under a load of 44,450 p d 












Ford T-950 Serial No. 
8706-X 

Delivered September 17, 
1957 

Rated GCW—75,000-Ib. 

Wheelbase— 1 56-in. 

Engine—534-cu. in. SD V-8 


Transmission—5-speed 
Spicer 6352 with 3-speed 
Spicer 7231 Auxiliary 


Koenig rolls up 77,152 trouble- 
with a Spicer 5-speed 


“OPERATION 


SPECIFICATIONS 











Here’s 77,152 miles of conclusive proof that 
Spicer transmissions are your best choice for 
economy, dependability, and top-flight 
performance. Be sure to specify Spicer with 


your next truck order. 


All the facts shown here as to the service history of the 
Ford T-950 truck serial No. 8706-X used in the Koenig Coal 
and Supply Company's operation are true, to the best 

of my knowledge and belief. 


CEM £5, Mom: Qirark 


¢ Maintenance Superintendent 
Koenig Coal & Supply Company 


"ty, OuNt ae 


Florence M. 
Notary Public 
Wayne County, Michigan 













Fowler 
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Serving Transportation—Transmissions ¢ Auxiliaries © Universal Joints ® Clutches ® Propeller Shafts © Power Take-Offs 
© Torque Converters © Axles © Powr-Lok Differentials ® Gear Boxes © Forgings ® Stampings ® Frames ® Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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Time Out at Lime Rock— 

Drivers Gerry Georgi, left, and Evelyn Mull discuss results of the first half of the 
“Little Le Mans" at Lime Rock, Conn., with Fred R. Oppenheimer, president of Fadex 
Commercial Corp., importer of the NSU Prinz and sponsor of the German-built car in 
the third annual endurance test. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 









Imported-Car Notes . . . 





Fiat-Abarths Lead 
‘Little Le Mans’ Field 


A PAIR of specially built Fiat- 
Abarths finished one-two in the 
1959 “Little Le Mans” endurance 
race at Lime Rock, Conn., an eight- 
hour test featuring cars from Eng- 
land, Germany, Italy, Holland and 
Czechoslovakia. 

The next six places were taken 
by Swedish cars, one big 1,600- 
ce Volvo and five 748-cc Saabs. 
Of the 34 vehicles which started 

the third annual race in 97-degree 

heat, 26 were around at the finish. 

The ’57 and ’58 events were won 
by Swedish cars. All cars entered 
in the classic are production models 
available to the consumer, with ex- 
actly the same equipment and fea- 
tures. 

In its first appearance in the 
“Little Le Mans,” the German- 
built NSU Prinz won its class for 
cars under 650 cc. It finished ninth 
overall, defeating sedans in three 





other classes with bigger engines. 

The only pit stops made by the 
NSU Prinz in a 433-mile grind over 
the tricky 1.5-mile course were for 
refueling, oil addition and a tire 
change. 

One Volvo lost a wheel on the 
first turn and was out for the 
day. A broken piston ring forced 
one Saab driver to retire after 
two hours of racing. 

Art Riley, seeking his third 
straight overall victory, was side- 

lined for good during the seventh 
hour. The clutch on his Volvo dis- 
integrated and he drove into the 


He got back on course a short 
time later, and although the car 
was able to run despite being jam- 
med in high gear, it eventually was 
disqualified for having been pushed 
illegally. 

Other finishers were: 

Tenth, Goggomobil; 


11, Ford 





free miles 





transmission during FORDYS 


DURABILIT 


“Operation Durability” proved to be one of Ford’s best-guarded secrets. In a 
daring test . . . launched months before the start of production . . . prototype 


models of Ford’s new Super Duty Trucks were placed in the hands of leading 


fleets for use in normal day-to-day operations, 


One of the vehicles, a Ford T-950 tandem, was put to workhorse duty hauling 
sand and gravel from Koenig’s gravel plant at Oxford, Michigan to their concrete 


batching plants in Detroit. 


This T-950, equipped with a Spicer 5-speed transmission and a Spicer 3-speed 
auxiliary transmission, has a rated GCW of 75,000 lbs. Yet it consistently pulled 
loads of 105,000 lbs. . . . even up to 120,000 lbs. . . . winter and summer, over hilly 
terrain, and through metropolitan Detroit’s congested traffic. 

In this dramatic demonstration of stamina and durability, the Spicer com- 
bination has logged 77,152 miles . . . without one bit of downtime in over 18 
months. This record performance is verified by the sworn statements of Koenig’s 

~fleet superintendent, as well as the Ford engineers who supervised the project. 
For, in this truly authentic test, no mechanic was allowed to replace even a bolt 


without reporting it to the Ford engineers. 








CORPORATION 


Toledo 1, Ohio 


Anglia; 12, Skoda; 13, Lloyd; 14, 
Fiat-Abarth; 15, Dyna Panhard; 
16, Volkswagen; 17, Goggomobil; 18, 
Lloyd; 19, Volvo; 20, Lloyd; 21, 
Fiat 600; 22, NSU Prinz; 23, Fiat- 
Abarth; 24, DAF; 25, DAF; and 
26, Triumph. 
+ * + 


Fiat-Lancia 
ORE than 100 Fiat dealers of 
Hoffman Motors of California, 
Inc., convened in Los Angeles to 
learn of the 1959-1960 sales and 
promotional campaign. 

“The interest of Detroit in the 
small-car market will help to sell 
more Fiats to prestige and econ- 
omy-minded American car own- 
ers,” predicted Max Hoffman, head 
of the firm. 

He sees a banner year for Fiat 
and reported he has budgeted a 
record sum for advertising and 
public relations. No information 
was available on the amount in- 
volved or the manner in which it 
would be spent. 

Fiat dealers also handling Lancia 
were introduced to new models, 
including the pillarless four-door 
Appia sedan. Other cars on display 
included the Lancia Flaminia 4- 
seater coupe Pininfarina, the Lan- 
cia Flaminia Zagato and the Lancia 
Flaminia sport coupe designed by 
Touring of Milan. 

* * * 


Renault 


NEW drivein theater opening 
soon in Chicago will give a 
price break to small cars. 

Because the cars take up less 
space, occupants will get in at a 
reduced price of 75 cents each in- 
stead of the regular $1. when the 
Chicago Sheridan Drivein Theater 
opens. 

This was announced by Herb 
Elisburg, who said the new 1,600- 
car outdoor theater will be the 
first in the nation to have special 
facilities for small automobiles. 

Using the Renault Dauphine as 
a model, the owners have designed 
portions of four ramps to be re- 
served sections for 100 small cars 
“so occupants can see the screen 
without having to stretch to see 
over car tops,” Ellisburg said. 

Speaker posts in the “Renault 
ramps” will be closer together and 
speakers will be lower than usual 
So they are convenient to the win- 
dows of the small cars. 

* * 
BMC 


GROUP of British Motor Car 

Corp. dealers in the Los 
Angeles area is taking steps to 
form a dealer association. Of 53 
dealers served by Gough Industries, 
BMC distributor, 19 were repre- 
sented by the 22-man organizing 
group at its first meeting. 

A three-man committee consist- 
ing of Jack Foreman, Valley Sports 
Cars; John Williamson, Williamson 
Motors, and Al Felix, Richter 
Sports Cars, has been named to 
prepare a charter. 

“Our aims are the exchange of 
information on service, sales 
methods and operating costs,” said 
Felix. 

ok ok * 


MG 


Waste the best way to adver- 
tise an imported sports car 
like the MG? A piece at a time, 
according to Gough Industries, Inc., 
Los Angeles, distributor of MG and 
other British Motor Corp. cars in 
Southern California, Arizona, Ne- 
vada, Utah and Hawaii. 

Gough _ is focusing attention on a 

(Continued on Page 30, Col, 3) 














WESTERN 
SNOWPLOWS 


With Power Hydraulic Lift 
For All Vehicles 
WILLYS, FORD, 
D E, 


CHEVROLET, 
GMC 






from $31 500 complete 


Ready to Install on Your Vehicle 
FOB FACTORY 


Western Snowplow Div., 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St. 





Dept. 9-7AN 


Milwaukee, Wis. 




















AUTOMOTIVE NEWS, SEPTEMBER 7, 1959 





| 
| 





Mercedes-Benz Cars Arrive in Portland— 


hil | 


s are 


ded at Port- 
land (Ore.) after the city was named official Northwest port of entry by Mercedes-Benz 





First shipment of German-made Mercedes-Benz aut 





officials. Portland was added to New York, Baltimore, New Orleans, Los Angeles, 
San Francisco, and Muskegon (Mich.) as a port entry due to increased northwest | 
demand and geographical position of the city as a distribution center, The | 
load of 52 units was sent to dealers in Oregon, Washington, Idaho and Montana. | 


Imported-Car Notes .. . 





Fiat-Abarths Lead 
‘Little Le Mans’ Field 


(Continued from Page 29) 


single MG component in each in- 
stallment of a series of half-page 
ads appearing in Los Angeles, Long 
Beach and San Diego newspapers. 
Smaller versions of these ads are 
being supplied for dealer use in 
local newspapers. 

Gough’s first ad featured the MG 
steering wheel. The second showed 
the gearshift handle, and the third 
was based on the bucket seat. 

Long life is apparently built into 
this series; there are several thou- 
sand components in an MG. 

* * 


7 
Opel 

be owners in the Springfield 

(Ill.) area have formed the| 

Opel Club of America, which they | 

claim is the first organization of its | 

kind in the U, S. Chapters through- | 

out the nation are planned, they) 
said. 

Purposes of the nonprofit group 





are: Promotion of safe and courte- 

ous driving habits, exchange of op- 

eration and maintenance ideas and 

continuation of fair sales and serv- 

ices by dealers and service points. 
* * * 


Borgward 


ARTIN J, KELLY, INC., Chi-| 


cago, reported that its first 
Borgward 19-passenger bus was 
sold to Indiana Auto & Truc 
Rental, Inc., and will be used to 
carry passengers from the airport 
to the downtown section of South 
Bend. 

* ak 


+. 

British Exhibit Set 
RODUCTS of the British auto 
industry will be shown in a 17- 

day British Exhibition of industry, 
technology, science and culture 


next June 10-26 in the New York} 


Coliseum. 
The event will be sponsored by 











“Pll teach you a lesson the hard way!” the pretty schoolteacher threatened. 


Don’t Let Your Service Make This Schoolteacher “Flip Her Chalk” 


by Stony 


+ 


This teacher, like all performance- System®...4 to 1 


Jackson 


favorite over all service traffic 


to absorb overhead .. . 


minded motorists, has learned the 
importance of proper car mainte- 
nance. And she’s especially finicky 
about the service she gets when she 
buys a new car. 

The Pennzoil Program is made to 
order for people like her. Means 
extra profit for you. 

It provides 100% Pennsylvania- 
base motor oils and quality lubri- 
cants that your new-car buyers want 
to keep using. So when you sell them 
on Pennzoil, you sew up their profit- 
able service business—right at the 
time you make the sale! And each 
new customer is worth upward of 
$200 per year to you just in parts 
and customer labor! 

And Pennzoil’s exclusive Kontax 


others with car dealers from coast to 
coast . . . supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: you’ll build greater 


get more repair orders and all needed 
items per R. O. .. . and have extra 
profit for making better trades and 
more money on car sales! 

Your Pennzoil distributor 
show you proof. Call him today. 


can 





This is all you need to know about engine care. 





Find your nearest 
distributor in the 
‘Yellow Pages’ 


MEMBER PENN. GRADE CRUDE OIL ASSN. 
PERMIT NO. 2, OIL CITY, PA. 








| the British Federation of Industries 
with the backing and support of 
the British Government, The fed- 
eration said the auto section would 
be the biggest and most complete 
display of the British automotive 
industry ever shown in the U. S. 
cd ha + 


Ramses 


so has begun producing a 
midget auto called the Ramses, 
named for the pharaoh who ruled 
the land in the 13th Century B. C. 
The car is said to be an exact 
| reproduction of the British Frisky 
| and will be produced in three mod- 
| els—a four-seater, a three-seater 
|and a Jeep-type vehicle. 
| Egypt is the first country in the 
| Middle East to manufacture an au- 
|tomobile. About 150 cars will be 
built this year, and production is 


scheduled to rise to 1,200 in 1960 
|} and 5,000 in 1961. 

* fod + 
Triumph 


vk appointment of Robert D. 
Wilcox as Triumph wholesale 
sales manager has 
been announced 
by John H. Pos- 
selius, president, 
European Motors, 
Inc., Detroit, Tri- 
umph distributor. 

Wilcox former- 
ly was general 
manager of the 
Roosevelt Auto- 
mobile Co., Wash- 
ington. Prior to 
that, he was 


R. D. Wilcox 


Southeastern district manager for 
the English Ford. 


* * «* 


Lloyd 


OUSE OF LLOYD, East Coast 

distributor of the German 
Lloyd auto, has launched an ex- 
tensive advertising campaign in 17 
Eastern states, according to Frank 
Casky, general manager. 

House of Lloyd has named Gas- 
kill & Johnson Advertising, Ltd., 
Newark, N. J., to handle the more 
than $300,000 campaign, Casky 
said, 

A shipment of 24 Lloyd cars 
from Germany has arrived in 
Cleveland via the St. Lawrence 
Seaway. The cars, imported by St. 
Lawrence Import Corp., Cleveland, 
were delivered to dealers in the 


area, 
* * * 


Moskvitch 


|S tema is preparing to sell its 
45-h.p. Moskvitch car in Can- 
ada, according to reliable reports. 
The car was shown at the Calgary 
(Alta,) Stampede in July as part of 
a European sports car show. 

Brochures in color are under- 
stood to have been prepared for 
the invasion of Canada, Canadian 
price, advertising and marketing 

details have not yet been an- 
nounced, awaiting final signing of 
@ new trade agreement between 
Canada and Russia, 

It is understood Russia now pro- 
duces 60,000 Moskvitch cars an- 
nually, plans to step this up next 
year to 100,000 units, of which 30,- 
000 will be for export.—(James 
Montagnes.) 


* * * 


Citroen 


(tncen hopes to boost its U. S. 
sales to 1,000 units per month 
by the end of 1960 and has set a 
goal of 500 dealerships in this coun- 
try, according to Frederick F. 
White, a factory branch represen- 
tative for Citroen Cars Corp., New 
York, 

Achieving those goals will call 
for a tremendous increase in both 
volume and outlets. Citroen cur- 
rently has about 225 dealers, and 
its U. S. registrations totalled 988 
for the first six months of 1959. 

White visited Detroit on a recent 
swing through the East and Mid- 
west to interview applicants for 
franchises. He said he signed 18 
dealers during the first four weeks 
of his tour, an average of about one 
per working day. 

Among the new outlets was Over- 
seas Motor Corp., 2906 E. Jefferson 
the first Citroen dealership in the 
City of Detroit. White said Citroen 
now has dealers in 43 of the 50 
states. The only section not covered 
is the Southeast, and he plans to 
begin working in that area soon. 

White said interest in the car has 
picked up considerably since Cit- 
roen’s victory in this year’s Monte 
Carlo Rallye. 
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Improves Salesmen Attitudes... 





How Incentive Plan Aids Dealer 


By Ruel McDaniel 


Staff Correspondent 


| cluding repairs. The salesman then| ering effect on the average sales- 
| has due him 25 percent of the extra/ man’s attitude toward used-car al- 


BAY CITY, Tex.—July 1 marked | $50 gross profit from the used car.| lowances, Thompson said. Under 


the end of one year’s experience | 
with a plan under which gross 
profit on sales was the basis for 
paying salesmen at Bay City Auto 
& Sales Co. (Ford). The results 
were highly satisfactory, according 
to W. A. Thompson, head of the 
firm. 

The company had four full-time 
salesmen when it initiated the 
plan. The same four are still on 
the job, Every man made more 
money during the year than he 
did in any previous 12 months, 
Thompson said. 

The company’s net also rose ma- 
terially under the plan, Thompson 
added. And sales were far above 
the previous 12 months, although 
the improved local economic situa- 
tion contributed to this, he ad- 
mitted. 

Under the plan, the salesman re- 
ceives 25 percent of the gross prof- 
it, rather than a flat percentage of 
the selling price. 

Gross profit, Thompson said, is 
determined by deducting the de- 
livered cost of the car from the 
selling price, with the trade-in al- 
lowance figured on the basis of 
gross “washout” price for the used 
unit. 

When a salesman sells a new 
car, he receives a credit of $35, 
regardless of model or price. The 
car taken in on the deal then 
goes to his credit, and when it 
ultimately sells, he receives the 
balance, if any, of his 25 percent 
on the new-car sale. 

The company figures the sales- 
man’s earnings in connection with 
a tradein as follows: 

Assume that the customer has an 
allowance of $500 for his old car on 
a trade for a new one. The com- 
pany spends $100 to recondition it, 
and then sells it for $650, 

That means the gross profit on 
the new car was $50 more than the 
original estimate, since the actual 
cost of the used unit was $600, in- 


Truckers Offered 
Kit on Luring 
Industry to Town 


WASHINGTON, D. C—Motor 
carriers are being urged to take 
a more active role in assisting in- 
dustries to locate in their com- 
munity through a project of the 
Customer Relations Council of the 
American Trucking Assns. 

The Council, composed of sales- 
management executives of approxi- 
mately 500 trucking companies, has 
developed and published a “pack- 
age plan” to help the individual 
motor carrier which wishes to co- 
operate with its local industrial 
development group in attracting 
industry to its home city or to cities 
served by the company. 

A. A. Smith, sales vice-president 
of East Texas Motor Freight, Dal- 
las, and chairman of the ATA Cus- 
tomer Relations Council, has an- 
nounced that the plan will be made 
available to the entire trucking 
industry. 

The plan comprises an outline 
of how to develop an industrial 
development program within the 
individual trucking company and 
contains samples of letters, news 
releases and other materials con- 
nected with the launching of such 
a program. 

The folder also contains a success 
story showing the results obtained 
by a St. Paul firm, Murphy Motor 
Freight, which became active in 
local industrial development. 

Copies of the plan can be obtained 
without cost by writing to John P. 
McGill, secretary, ATA Customer 
Relations Council, American Truck- 
ing Assns., 1424 Sixteenth St., N. W., 
Washington 6, D. C. 





Soft-Pedal Use Tax? 


NASHVILLE.—Informed sources 
here believe Nashville will “tread 
softly” in collecting the new $10 
use tax on automobiles. There’s in- 
tense public resentment over it. 
City officials are believed to fear 
strict enforcement will drive resi- 
dents outside the city to do their 
shopping. 





On the other hand, 


should the| the flat commission, he added, the 


used car Sell at a $50 loss, the gross | salesman was inclined to help the 


profit 


in sight from the original| customer squeeze as high an al- 


new-car sale is reduced by $50.| lowance as possible out of the com- 
Therefore the salesman receives| pany because it made his sale eas- 
$12.50 (25 percent of $50) less on| ier and did not affect his earnings. 


the new-car deal than at first ap-| 
peared. 

Salesmen receive checks each 
Saturday on sales during the fore- 
going week. At this time they 
also draw whatever “washout” 
commissions are due on used cars 
cleared during the week, 

“The plan has had a tremen- 
dously favorable effect on used-car 

sales,’ Thompson declared. “Since | 
all four salesmen sell used as well | 
as new cars, and since every car 
represents potential additional re- 
muneration, every man is on his 
toes to move the used cars in or- 
der to draw his washout commis-| 
sions.” 

The plan likewise has had a sob- | 








“Now he realizes that for every 
dollar above actual value of the 
used car the company allows, it 
costs the salesman 25 cents,” 
Thompson said. “And, adversely, 
he knows that for every additional 
dollar profit the company can 
make on the used car, he draws 
25 cents of it.” 

The used-car sales manager 


| draws a flat one percent commis-| 
sion on the gross selling price of all 
| used cars. 

Regular salesmen receive the | 
same 25 percent gross profit on the 
sale of used cars, 
the added incentive of hurrying the 


and he has 











Progress Report— 


W. A. Thompson, right, head of Bay 
City (Tex.) Auto & Sales Co. (Ford), talks 


over the progress of the firm's gross- 
profit program for salesmen with J. L. 
Morrow, used-car manager. Salesmen are 
paid 25 percent of the gross profit on 
each deal. 
.* +48 
used-car sale in order to draw his 
washout commission, 
The salesmen draw 25 percent of 
the gross profit from the sale of 
extras, either factory-installed or 





sold and installed in the dealer’s 
service department. 

After experimenting with two 
or three methods of compensat- 
ing salesmen for selling a cus- 
tomer the company’s recommend- 
ed financing plan, Thompson said 
he recently devised a program he 
believes is the most practical he 
has seen. 

The salesman is allowed 20 per- 
cent of the reserve fund set aside to 
cover his deal, to be paid as the 
reserve is released. 

“Under this payment plan,” 
Thompson emphasized, “every 
salesman is more conscious of the 
necessity of selling cars at a profit. 
Every man has become profit-con- 
scious, which was not the case 
under the old plan. 

“Today he is as interested as we 
are in making a profit from every 
deal, and he is conscious of the 
fact that the greater the gross 
profit from the sale, the greater his 
share of it. 

“Every man is more alert than 
ever to sales as well ag profit pos- 
sibilities, and we recommend the 
plan as a means of making more 
profit for the dealer and for either 
eliminating the sluggards of the 
sales force or making alert sales; 
men of them,” Thompson said, 
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New Anthony Teleramic Twin 
Out-Mount Telescopic Hoists 


New Anthony Teleramic Twin Out-Mount Telescopic 
Hoists — lighter, stronger, faster lift for more payload. 
Eliminates deadweight of cams, links, arms, etc. Mounted 
lower, wider for greater stability. No well necessary be- 
cause of twin out-mount. Simplified design takes less 
power, less maintenance. Ring-trussed telescopic cylin- 
ders eliminate buckle, bulge and bends. . 
their class! Designed for use with Anthony heavy-duty 
dump bodies—balanced strength and ruggedness. Applies 
hoist power toward front end of load for maximum me- 
chanical advantage. 

Illustrated is the heavy-duty dump body built with ex- 
tra margin of quality, strength and ruggedness you expect 
—and get—from Anthony. Have your Anthony distributor 
recommend the hoist and body you need. If you don’t 


. strongest in 








precision cylinders. 


know his name, write us. Anthony Company, Streator, IIl. 


ARNITHORNY 
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DUMP TRAILERS 


DUMP BODIES AND HOISTS 











Another example of Anthony leadership: 
world’s largest honing machine, specially 
built for Anthony, produces .highest quality 


iet GATE TRUCK-CRANE 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 151 OF A SERIES 


® 


FROM RAW 
MATERIAL TO ROAD 

—A FORMULA 

FOR QUALITY 


At Ford Motor Company we make more 
of our own parts than anyone else in the 
industry; we do our own research in 
metal alloys, plastics—practically every 
other material of which our cars are made. 


Glass is made at a plant in Nashville, 
Tenn.; steel is poured at the Rouge plant 
in Dearborn; paint is manufactured at 
Highland Park. 

It is this intimate concern for every detail, 
however small—the Total Car idea—that 
spurs us toward our goal: the highest 
possible quality in every car we build. 


Here a critical eye is 
kept on textiles in the 
industry's only labora- 
tory devoted exclu- 
sively to that purpose. 


It’s new—the indus- 
try’s largest wind 
tunnel, typical of the 
exhaustive test facili- 
ties that enable us 
to build better cars. 


In Ford Motor Com- 
pany’s unique Quality 
Control Center, parts 
are subjected to critical 
inspection with special 


instruments. x 














THE 
TOTAL CAR 


Ford Motor Company’s unique 
concept of car building is aimed 
toward quality never before believed 
possible in a mass-produced car. 





THE TOTAL CAR CONCEPT—WHAT IS IT? 


@ It’s a way of looking at a car, not as 17,000 separate parts, but a single 
unit—as integrated, complete and functional as the human body. 


@ It’s a formula for quality—from raw material to road. It’s why we’re 
the only car builder that makes steel. It’s why we make glass, paint, and 
other basic materials. It’s a way of setting “impossible” standards and 
then proving they can be met by doing the job ourselves. 


@ It’s an attitude toward quality that allows no neglect of details. There 
are no “unimportant” parts. There are no “little” things. There is only 
the total car. Either it is right—or it is wrong. 


@ It’s a means of total control over quality—in every car that comes off 
every assembly line in every Ford Motor Company plant. 


@ It’s the reason for such industry “firsts” as our Structures Committee, 
charged with coordinating design, engineering, manufacture—even shipping 
—from a model’s earliest stages to completion . . . for our Pilot Plants, 
where proving-out of parts and assembly-line techniques begins 20 months 
ahead of actual production . . . for our Quality Audit Program with its teams 
of quality control inspectors monitoring production at unannounced inter- 
vals in plants all over the country. 


@ Finally, it’s a never-ending quest for total quality—a search, calcu- 
lated to keep the Ford Family of Fine Cars permanently ahead on the 
American Road. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD * FALCON * THUNDERBIRD * EDSEL * MERCURY * 
LINCOLN * LINCOLN CONTINENTAL * ENGLISH FORD LINE »* 
TAUNUS * FORD TRUCKS * INDUSTRIAL ENGINES ¢ 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ¢ 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 






Sora 


MOTOR COMPANY 





THE AMERICAN ROAD 
DEARBORN, MICHIGAN 
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Lincoln-Mercury Salesmen Win Awards— 


Winners of the Lincoln-Mercury Inner Circle Award in the Los Angeles district are 
pictured above at the award banquet. From left are George Ll. Boggs, M-E-L Western 
regional sales manager; Kenneth D. Sewell, Downey, Calif.; Chris Cracraft, Palm 
Springs, Calif.; Ken D. Edgar, Mesa, Ariz.; Art Roegner jr., Pasadena; and William H. 
Allen, M-E-L Los Angeles district sales manager. The Inner Circle Award is given to 
the top four salesmen in each of the 21 Mercury and Lincoln sales districts in the 





nation. This is the third successive year Sewell has qualified for the award. 








Auto Personnel 








The appointment of Regis F. 
Wehner as manager of its Syracuse 
(N. Y.) branch was one of five ap- 
pointments announced by Trailmo- 
bile, Inc., Cincinnati, Sales appoint- 
ments are: 

John Calloway, sales staff, Sac- 
ramento, Calif.; Howard N. Rogers, 
sales staff, Los Angeles branch; 
Nathan Cox, sales staff, Charlotte, 
N. C., and Charles A. Robinson, 
sales representative, New Orleans. 

. * cal 


Tichenor Heads AmForge 
Arthur G, Tichenor has been ap- 
pointed president of the AmForge 
division, American Brake Shoe Co., 
Chicago, 
« * * 
Kitterman Named Manager 


Of Ford of Argentina 


Douglas B. Kitterman has been 
appointed general manager of Ford 
Motor Co. of Argentina. 


Jersey City, N. J. He joined Ford 
Motor in 1951 as supply manager of 


Ford of Mexico. 
* 


x * 


|AP Parts Names Noe 


Great Lakes Region Chief 
| Daniel A. Noe has been named 
| Great Lakes regional manager for 
|AP Parts-Corp. He will cover IIli- 
| nois, Indiana, Iowa, Michigan, Min- 
nesota, Montana, North Dakota and 
Wisconsin. 

Noe, who has been West Coast 
|regional manager, came to AP 
from the Air-O-Steer division, Mon- 
|roe Auto Equipment Co. 
} * * * 


\Chevrolet Shifts Three 
On Engineering Staff 


Carl Jakust has been named as- 
sistant chief engineer in charge of 


|all passenger-car body design at 


| Chevrolet, while Harold O. Flynn 


Kitterman formerly was export| assumes broader responsibilities in 
supply manager for Ford Interna-|his field as assistant chief engi- 


tional division’s overseas distribu- 
tors and export supply operations, 


| neer in charge of trucks. 


Jakust, who has served the last 




















Joseph Dermody, President, Dermody White Truck Co., Inc., Grand Rapids, Mich. 


White truck distributor triples business 


quality makes satisfied customers—the 
kind who come back for repeat business.” 


Joe Dermody has been selling trucks 
most of his life. He likes doing it... 
and he knows how to make it pay. 

Since 1952, he’s held the Grand Rapids 
Wuire franchise . . . and in just the past 
five years he’s tripled his sales of WHITE 
and Autocar trucks! 

“Quality is remembered long after 
price is forgotten,” Joe says. ‘‘And WHITE 


Joe knows trucks, 


heavy-duty trucks 


and helps them get exactly the WuiTEs 
they need for their specific hauling jobs. 

In his new, modern building, opened 
in 1957, Joe Dermody offers complete 
factory-authorized service for all WHITE 


knows truckers... 


and for Cummins 





WORLD LEADER IN HEAVY DUTY TRUCKS 


WHITE 


in just five years 


diesel engines. And he’s on WuirTe’s tele- 
type network to provide fast delivery on 
any needed factory part. 

In short: a perfect combination for 
business success! 


THe Wuite Motor Company 
CLEVELAND 1, Oxn10 


Branches, distributors and dealers in all principal cities. 


three years as a staff engineer in 
charge of passenger car bodies, re- 
| places Harold H. Schroeder. Schroe- 
der moves into a newly created 
position as director of car body re- 
search and development. 
* aa * 

Cadillac Names Connor, 
Thomas to New Sales Posts 

Cadillac hag announced the ap- 
pointment of Fred M, Connor as 
Portland district sales manager 
and John M, Thomas as Milwaukee 





J. M. Thomas 


r. M. Connor 
district sales manager. Connor had 
been Milwaukee sales manager. 

Connor joined Cadillac in 1951 as 
a service representative at Cadil- 
lac’s Cleveland Ordnance Plant. 
Thomas came to Cadillac in 1947. 

* * * 

Purolator Products Names 


Porzenheim to Sales Post 

The appointment of Christian J. 
Porzenheim as technical sales engi- 
neer was announced by Jules P. 
Kovacs, vice-president, Purolator 
Products, Inc. 

Porzenheim will be responsible 
for “broadening process applica- 
tions of the company’s highly spe- 
cialized industrial filters,” according 
to Kovacs who is in charge of the 
filter firm’s technical sales group. 

+ x * 
Harrison Names Hawk 
Director of Reliability 


Named to the newly created post 
of divisional director of reliability 
at Harrison Radiator division, is 
Claude V. Hawk, who has been an 
assistant chief engineer in charge 
of heat exchangers and advanced 
design. 

Succeeding Hawk as assistant 
chief engineer will be Robert F. 
Caughill, supervising engineer in 
charge of heat exchanger and air- 
craft section since 1957. 

cs * * 


AP Parts Ups Heaton 

George Heaton has been named 
West Coast regional manager for 
AP Parts Corp. Heaton, who was 
formerly territory manager of 
Northern California and Nevada, 
will be succeeded by Donald Har- 
per. 

. oe 

NHUC Appoints Cavett 
As Representative in South 


The appointment of a National 
Highway Users Conference regional 
representative to serve four South- 
ern states has been announced by 
Arthur C. Butler, director. 

Clark B. Cavett will represent the 
conference in Kentucky, Louisiana, 
Mississippi and Tennessee. He re- 
places Glen B. Dunkle, who will 
become regional representative for 
Arizona, New Mexico and Texas. 

ok He a 


Williams Joins C-W Unit 
The appointment of Clyde C. Wil- 
liams as general sales manager for 
the Utica division of Curtiss-Wright 
Corp. has been announced. Williams 
joins the Utica division after being 
with Chrysler Corp. for 31 years. 
ok * ok 


Signal-Stat Names Evans 
In Eastern New England 


Signal-Stat Corp, Brooklyn, 
N. Y., has announced the appoint- 
ment of Frank Evans as Eastern 
New England sales representative 
for its automotive safety products. 

Evans, who maintains offices in 
Boston, will cover Eastern Massa- 
chusetts, Maine, New Hampshire 
and Rhode Island. 

od + ‘* 
Rozner Is Elected President 


Of Aetna Roller Bearing 


J. J. Rozner has been elected 
president of the Aetna Ball & 
Roller Bearing Co., Chicago. He is 
also a vice-president and director 
of the parent Parkersburg—<Aetna 
Corp., Parkersburg, W. Va. 

As executive vice-president of 
Aetna Ball & Roller Bearing, Roz- 
ner directed the company in an 
enlarged development and diversi- 





fication program. He formerly 
(Continued on Page 35, Col, 1) 
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Homer C, Weiermiller, resident 
comptroller, and Howard T. Gud- 
ritz, assistant resident comptroller. 


Auto Personnel _Tesldent 





Daybrook Appoints Logan 





(Continued fr 


served as chief engineer, works 
manager and operations vice-presi- 
dent. 

* * * 


Galion Allsteel Appoints 


Regional Sales Manager 

James O’Mara, New Milford, 
N. J. has been appointed North- 
western regional sales manager 
by Galion Allsteel Body Co., Ga- 
lion, O. 

O’Mara will headquarter in 
New Milford and represent Ga- 

lion in 11 states, His responsibili- 
ties include the sale and mer- 
chandising of the company’s line 
of dump bodies, hydraulic hoists, 
dump trailers, hydraulic endgates 
and related truck body equip- 
ment. 
* a ae 
Louisiana Woman to Direct 
Division of Safety Foundation 

Mrs. B. V. Todd, Lake Arthur 
and Jennings, La., has been named 
director of the women’s division 
of the Automotive Safety Founda- 
tion. 

Mrs. Todd has been associated 
with and held offices in many local, 
district and state affiliates of vari- 
ous national women’s organizations. 
She served as president of the 
Louisiana Federation of Women’s 
Clubs, and for six years was a 
member of the board of the Gen- 
eral Federation of Women’s Clubs, 
for which she is present chairman 
of the safety division. 


* * oe 
Munro Named Chairman 


Of British Group in Canada 
H. Gordon Munro, president of 
Rover Motor Co. of North Amer- 
ica, Ltd., has been appointed 
chairman of the British Motor 
Industry in Canada, a group of 
11 Canadian subsidiaries of Brit- 
ish auto and car-component man- 
ufacturers, 
He succeeds Geoffrey H. Roost, 
managing director of Joseph 
Lucas (Canada), Ltd. 


* * * 
Walsh, Yerrington to Head 
Chrysler-Imperial Regions 
William C. Walsh has been 
named St. Louis regional manager 


for the Chrysler-Imperial division 
and Carl M. Yerrington has been 





W. C. Walsh o C. M. Yerrington 


appointed regional manager in 
Syracuse, 

Walsh has been regional manager 
in Denver and Kansas City and, 
more recently, has been dealer 
planning and placement manager 
in a number of areas. Yerrington 
has been in the corporation’s 
Dealer Enterprise office since 1957. 

* * * 


Ford Promotes Three 


Robert E. Sechrest has been ap- 
pointed production manager of the 
Ford assembly plant in St. Paul, 
succeeding Edward J. Miles, who 
was promoted to operations man- 
ager at the Ford assembly plant 
in Kansas City. Fred Weigman was 
named general production super- 
intendent, 

om * a 


Carter Carburetor Names 


Mullin Service Manager 

R, J. Mullin hag been named 
service manager of the Carter 
Carburetor division, ACF Indus- 
tries, Inc, 

Mullin had been a service su- 
pervisor. He also taught carbure- 
tion at the car manufacturers’ 
level and prepared programs for 
distributor-conducted service 
schools. 

* * * 


GMAC Promotes Franklin 


Marcus M. Franklin has been 
appointed manager of the Balti- 





Robert L. Logan, Alamo, Calif., 
has been appointed Western zone 
manager for Daybrook hydraulic 


om Page 34) 


more office of General Motors Ac- 
ceptance Corp. He succeeds Arnold| division, Young Spring & Wire 
C. Mortensen, who has retired.|Corp., Bowling Green, O. 
Franklin formerly was assistant | a 
manager of the plans department | : 
in the executive office in New York. Herts Appoints Smalley 
. ©. | Robert A. Smalley has been ap- 
| pointed vice-president and assist- 
Fruehauf Ups Hamm jant general manager of Hertz 


Eugene Hamm has been named|AMerican Express International, 
manager of the Sioux Falls (g,| Ltd., Chicago. Hertz International 
D.) branch of Fruehauf Trailer Tecently announced establishment 
Co. He had been with the Des|°f rent-a-car operations in Scot- 
Moines office. Hamm replaces Tom | land and Denmark. 

Cartee, who was promoted to the! derek 

St. Paul — —_— |Wahl Heads Detroit IH Office 
| Harold E. Wahl has been ap- 

| pointed manager of International 

| Harvester’s Detroit retail branch. 

* * aa 





Chevrolet Appoints Four 


At Framingham Plant 

Four appointments at its Fram-| 
ingham (Mass.) assembly plant) Plymouth-DeSoto Ups Joyce 
have been announced by Chevrolet.! Richard Joyce has been appoint- 
They are: |ed assistant regional manager for 

Emmett B. Adams jr., plant|the Los Angeles Plymouth-DeSoto 
manager; James F. Sinclair, gen-| region. He joined Chrysler Corp. in 
eral superintendent of production; | 1954 and had been a district man- 











Jitney bus service in 1915, fore- 
runner of the taxi, carried pas- 
sengers at the rate of five cents 
per person. 





| 
ager, used-car manager and busi- 


ness-management manager. 
* * ok 


Whiteman Joins Merit 
Avery Whiteman has been ap- 








pointed a territory manager in 
Indiana and Illinois for Merit muf- 
flers. Whiteman, who has some 15 
years of experience in the automo- 
tive field, was previously a sales- 
man for Hasting Mfg. Co. 

* * oe 


Dow’s Chapin Is Appointed 


Assistant to Detroit Chief 
Daniel Chapin, formerly with the 
sales staff of Dow Chemical Co.’s 
Cincinnati office, has been pro- 
moted to assistant to the manager 
of the Detroit office, specializing in 
sales to the auto industry, 
Chapin, who joined Dow in 1950, . 
was on the magnesium sales staff 
at the Cleveland office until 1954, 
when he was assigned to mag- 


|nesium sales with the Cincinnati 
| office, 


+ * * 
Rochester Products Names 


Maher Reliability Director 


Walter G. Maher has been ap- 
pointed to the newly created posi- 


}tion of director of reliability for 
| GM’s Rochester division. 


Maher will coordinate the reli- 
ability program, including all as- 
pects of manufacturing, engineer- 
ing, quality control, purchasing and 
Service as they relate to product 
reliability, the division said. 








BURLINGTON TRUCK LINES SPECIFIES TIMKEN-DETROIT® 


center point” steer front axles 
FOR 50 NEW TRACTORS! 


When a major cross-country trucking firm like Burlington Truck 


assistance! 





7 fnbther Khoi of ROCKWELL-STANDARD 


nt f-Val-yaalt-t-jlolamer-talemy + © 41— 


CORPORATIO 


Division, Detroit 


Lines, Inc., puts its OK on a new type of axle for its vehicles, you can 
be sure that its approval is the result of careful checking. These 
advantages prompted Burlington to specify Timken-Detroit’s new 
“Center Point” Steer Front Axles: 


Easier steering—less weight, lower cost than with power 


Safer operation — better vehicle control and less driver fatigue! 


Same time-proved features which are available in all 
Timken-Detroit front axles. 


With Center Point Design the king pin is placed in a true vertical 
position to eliminate the heavy front end ‘“‘load lifting’’ that is 
normally required when turning the conventional axle. 
resistance is reduced, and you get many of the advantages of power 
steering without the high original cost. Write today for full details. 


Steering 





C-Pe i rotalior-ta) 
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Highways and Safety... 





5 States Take Action 
Affecting Motorists 


Five states have taken legislative| units to apprehend speeders has 


or administrative action relating to) 


been placed in operation on the 


driver training and regulation, and | Ohio Turnpike. The Turnpike Com- 


other aspects of highway safety. 
They are: 

California: Gov. Edmund D. 
Brown signed a bill prohibiting 
driver training in schools for 
those under 15 years old or not 
enrolled in the 10th, 11th or 12th 


grades. 

Frorwa: The Dade County grand 
jury has endorsed a new traffic- 
court system which it said “makes 
the courts corrective and educa- 
tional rather than ‘revenue rais- 
i 19 ” 

“The jury also urged the county 
to establish a traffic-violators 
school and suggested that drivers 
unable to be in court on a sched- 





uled date should be able to request 
an earlier date. | 
Ono: The first of three radar 


mission said 102 vehicles were stop- 
ped in preliminary radar tests at 
14 points in a two-week period. 
Pennsylvania: The House pass- 
ed and sent to the Senate a bill 
to permit State Police to use 
radar in highway speed control. 

The measure would require post- 
ing of signs in advance of radar 
operations, : 

The House also passed bills to 
legalize use of drunkometers, pro- 
vide for standardized brake linings 
and authorize establishment of 
minimum speed limits. 

SoutH Dakota: Speed limits on 
State highways through towns and 
cities soon may be changed, ac- 
cording to R. V. Summerside, re- 
search director and traffic engineer 


| 

for the State Highways Depart- | 
ment. | 
“We discovered some of the speed 
limits have been in effect for over 
25 years,” he said. “The purpose | 
of the change in speed limits with-| 
jin cities and towns is to lessen the 
| chance for accidents. In most cases 
the speed limit is too low and is 
a hazard to traffic and pedestrian 
alike.” 


* * x 


New Safety Chief Asks Aid 
In Cutting Iowa Road Toll 


Donald M. Statton, who took 
over recently as Iowa’s new State 
commissioner of public safety, has 
called for a “united effort” to curb 
a 15 percent increase in traffic 
deaths so far this year. 

Statton succeeds Russell I. 
Brown, who resigned to become 
president of the Insurance Institute 
of Highway Safety of Washington, 
D. C. Statton said he fully supports 
the point system for license sus- 
pension set up by Brown. 

* * * 








Mass. Vehicles to Be Issued 


Plates Every Two Years 
Massachusetts autos and trucks | 





will carry 1959 registration plates’! 


through 1960 under a new ruling 
of the State Department of Correc- 
tions which directs Walpole State 
Prison to turn out plates every two 
years instead of yearly. 

Clement A, Riley, registrar, said 
that as usual car owners must fill 
out the applications for plates and 
put a 1960 sticker on windshields. 
Persons who do not now have 
plates, but who plan to register for 
1960, will receive special “U” plates, 
he said. 

* * * 


Slowpoke Drivers Called 
‘A Real Safety Menace’ 


Slowpokes are a real highway 
menace, said Edward P, Curran, 
safety director of Pennsylvania’s 
Keystone Automobile Club, in a 
special warning to dawdling “sight- 
seers.” 

“We have been receiving numer- 
ous and angry complaints against 
slowpoke drivers,” he declared. 
“Being prudent is absolutely neces- 
sary, of course, but taking things 
slow and easy isn’t always the 
best rule for safe motoring, Often, 
slowpoke driving actually is haz- 
ardous because such tactics delay 
traffic, cause congestion and irri- 





Step In 
Delivery 
Body 


A New Standard of Acceptance 


Boyertown Bakery Delivery Bodies 

















Merchandiser Delivery Body 


Write for full descriptive 
Bakery Delivery Body 
information today. 








Long the makers of quality-built 
delivery bodies for the Baking In- 
dustry, Boyertown offers fourteen 
basic standard production body 
models. Whether you buy or lease 
your trucks, Boyertown’s various 
types and sizes of bodies will fit 
practically all your delivery route 
and materials handling needs. 

A complete line of delivery 
bodies is available for the Baking 
Industry having loadspace dimen- 
sions from 6’ to 18’ long, with ca- 
pacities from 176 to 862 cu. ft. 
and installed on flat back cowl or 
forward control type truck chassis 
of your choice. 

Over 86 years of Boyertown ex- 
perience and craftsmanship as de- 
signers and builders of quality 
delivery vehicles have seen the 
production, in our plant, of horse 
drawn wagons through today’s 
modern truck bodies ‘Better 
Built” of all High Strength Alloy 
Steel. These new model delivery 
bodies, functionally designed for 
the Owner, Driver and Mainte- 
nance Man establish new stand- 
ards of delivery service in the 
Baking Industry. 
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tates others into taking unneces- 
sary risks.” 
ok * ad 


2 New Technical Bulletins 
Issued by Road Builders 


Two new technical bulletins have 
been issued by the American Road 
Builders’ Assn. They are: No. 242, 
“Orange County (Calif.) Experi- 
ences With Soil-Cement Use” and 
“Cement-Treated Subbase for In- 
terstate 30 Pavement at Greenville, 
Tex.” (50 cents), and No. 243, 
“Lime Stabilization Construction 
Manual” ($1). 

Copies of the bulletins may be 
ordered from the American Road 
Builders’ Assn., World Center 
Building, Washington 6, D. C. 


* * * 


Michigan Pays Top Interest 
On $50 Million in Road Bonds 


A $50 million Michigan State 
Highway bond issue to help finance 
615 miles of expressways and 243 
miles of two-lane roads has been 
sold to a syndicate of some 200 
investment bankers headed by 
Blythe & Co., New York City, at 
an interest rate of 4.28 percent. 

The department expects to issue 
an additional $200 million in bonds 
to match Federal aid and complete 
the proposed program. Commis- 
sioner John C. Mackie said the 
rate, highest ever paid by Michigan 
for highway bonds, “. . . clearly 
reflected recent adverse national 
publicity about the State’s cash 
crisis.” 

ok 7 


Free Parking 
400 Downtown Meters 
Idle in Youngstown 


Unlimited free parking in the 
downtown area has become a real- 
ity for Youngstown (O.) motorists. 

Mayor Frank X. Kryzan said the 
free parking will continue at least 
until his traffic experts have had 
a chance to study the effects. 

All curb spaces except those near 
fire hydrants and in taxicab stands 
were thrown open for motorists. 
Normally there are about 400 me- 
tered parking spaces in the down- 
town area for half-hour periods. 

Kryzan believes the free parking 
will bring more shoppers into the 
downtown area. He acted after 
merchants criticized his 4 to 6 p.m. 
no-parking ban in order to ease the 
afternoon traffic rush. Merchants 
said the ban hurt business and 
drove motorists from town. 


Court Upgrading, 
No ‘Fixes’ Urged 
To Cut Accidents 


“No-fix” tickets and upgrading of 
traffic courts have been proposed 
by Erwin D. Canham, president of 
the U. S. Chamber of Commerce, as 
major steps toward accident re- 
duction, 

Canham, who also is editor of the 
Christian Science Monitor, added 
that “ideally, everyone charged 
with moving (traffic) violations 
ought to be hailed into court.” 

He made his suggestions before 
the American Bar Assn, in Miami 
Beach. 

Commending the uniform or “no- 
fix” ticket system developed by the 
association, Canham noted that the 
Massachusetts Safety Council esti- 
mates that its use would eliminate 
25,000 accidents a year in that 
state. 

The system provides for quar- 
terly reports on the issuance and 
distribution of all traffic tickets to 
prevent fixing and recommends use 
of the power of contempt by the 
judge to discipline anyone tinkering 
with the court process. 

Canham drew a sharp contract 
between the dignity of courts of 
major jurisdiction and the “dirty, 
dingy” atmosphere of many traffic 
courts where, he said, unrobed 
judges may be political choices 
serving only part-time on the 
bench. 

He recommended that traffic 
judges be members of the bar with 
specialized training or aptitude for 
their work, and that wherever pos- 
sible they serve full-time and with 
adequate pay. Election of judges, 
he said, should be on a nonpartisan 





basis. 
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Pittsburgh Plate Glass has re- 
ported that sales were at a record 
high during the second quarter of 
1959 and earnings were second only 
to the record three-month period 
established during the second quar- 
ter of 1955. 

The company reported second- 
quarter sales of $169,613,521, com- 
pared with $132,256,539 for the 
comparable period of 1958. Net 
earnings for the second quarter 
were $16,285,700, compared with 
$7,686,123 a year ago. 

For the first half, the firm said, 
sales increased 12 percent to $279,- 
880,181 from $249,562,690 in 1958. 
Net earnings were $20,015,936, com- 
pared with $12,754,459 a year ago. 

+ * a 


Ford Common Stock Cut 


From D. C. Investment List 


Ford Motor Co. common stock 
and the stocks of 16 other firms 
have been taken off the list of legal 
investments for District of Colum- 
bia trust funds. 

State and district authorities 
generally have the power to select 
investments which they consider 
prudent and to ban trust-fund pur- 
chases of other stocks. Ford was 
removed for paying $2 in dividends 
in 1958 while earning $1.75 a share. 

. os oe 


New S-P ‘When-Issued’ 
Traded on N. Y. Exchange 


A new automotive stock is being 
traded on the New York Stock Ex- 
change. The Studebaker-Packard 
common that can be obtained by 
converting the firm’s preferred 
stock is being traded on a “when- 
issued” basis. 

The preferred was issued as part 
of S-P’s refinancing in 1958, One 
preferred share may be converted 
into 33%; shares of common after 
Jan. 1, 1961. The “when-issued” 
common is being traded at a price 
slightly below that of the regular 
common. 

- A * 
Minnesota Mining 

Minnesota Mining & Mfg. Co., 
first-half report, 1959 vs. 1958: 
Sales: $210,701,892 and $176,261,592; 
earnings, $27,437,746 and $17,646,665. 
Second-quarter report, 1959 vs 


1958: Sales, $108,339,894 and $91,- 
054,230; earnings, $14,246,327 and 
$9,747,291. 


* * * 


Western Auto Supply 
Western Auto Supply Co., six- 
month report, 1959 and 1958: Net 
income, $3,928,873 and $2,452,432; 
sales, $128,378,351 and $101,389,790. 
* * oa 


Seiberling Sales, Profit 


Set Records in First Half 


Seiberling Rubber Co, this year| 
had the highest production, sales 
and earnings for any first-half pe- 
riod in its history. President J. P. 
Seiberling told -stockholders. 

Net sales for the half were $26,- 
968,925, an increase of 26 percent 
over the $21,411,670 reported for 
first half 1958. Net income was 
$754,953, a new high for the com- 
pany and more than 15 times 
greater than the $48,729 shown a 


year ago. 
* * 


McLouth Steel 


McLouth Steel Corp., six-month 
report, 1959 vs. 1958: Net income, 
$10,657,133 and $2,316,837; net sales, 
$128,888,657 and $64,497,129. 

of o* ae 


Houdaille Industries Reports 
Increased Profit for Half 


Houdaille Industries, Ine., re- 
ported a profit of $1,499,378 on sales 
of $41,119,716, compared to earn- 
ings of $545,884 on sales of $27,- 
456,230 in the like period of last 
year. 

The second quarter showed a 
profit of $1,391,183 on sales of $23,- 
802,342, compared with $728,570 in 
earnings on sales of $14,590,845 in 
the like period of 1958. 

+ * OF 


Gabriel Reports Increases 


In Profit, Sales for Half 


Gabriel Co. sales in the first half 
amounted to $14,553,456, up from 
the $10,129,931 in the like period of 
last year, First-half profit was 
$472,815 this year and $125,130 in 





1958. 
Second-quarter results showed a 


profit of $252,024 on sales of $7,838,- 
708, compared to earnings of $109,- 
090 on sales of $5,819,458 in the 
like period of last year. 

a * * 


Associated Spring 
Associated Spring Corp., Bristol, 
Conn., first-half report, 1959 vs. 
1958: Sales: $25,454,996 and $19,159,- 
003; earnings, $1,081,870 and $2,833. 
* * ca 


Pacific Finance 


Earnings of Pacific Finance 
Corp., Los Angeles, for the first 
half of 1959 were 16 percent higher 
than for the first six months of 
1958, according to Maxwell C. King, 
president. Net income for the pe- 
riod, subject to final audit, was 
$3,463,000, equal to $2.64 per share 
of common stock after provision 
for preferred dividends, 

* ok 


American Metal Products 


Reports Sales, Profits Gains 
Net sales of American Metal 


| 

|Products Co. and its subsidiaries | 
| during the first six months of 1959 
amounted to $31,353,188, a gain of | 


30 percent over the $24,131,388 re-| . } 


ported for the corresponding period 
|of 1958, according to Andrew M. 
| Mras, president. 
| Net income during the period 
|amounted to $1,296,754, compared 
| with $1,095,438 a year ago, Mras 
| said. 
* + ok 


Tung-Sol 


Tung-Sol Electric, Inc., Newark, 
|N. J., first-half report, 1959 vs. 
| 1958; Profit, $1,406,610 and $979,750; 
| sales, $35,048,196 and $27,962,992. 

+ a a 


Sales Boost Turns Loss 


To Profit at Sheller Mfg. 


Sheller Mfg. Co. reported a profit 
of $869,431 in the first half, com- 
pared to a loss of $163,832 in the 
comparable period of 1958. First- 
half sales were $22,458,196 this year 
and $12,852,521 last year. 

The second-quarter profit was 
$487,496, compared to a loss of 
$169,727 in the like period of last 
year. Second-quarter sales were 
$11,128,025, compared to $6,101,162 
in the like quarter of last year. 
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Buick Dealer Honored— 


Robert L. Ingersoll (extreme left), assistant Boston zone manager for Buick, con- 
gratulates President Raymond D. Taylor, Taylor Buick Co., Lawrence, Mass., for post- 
ing the top sales total in April in the Boston and Northern New England area. Look- 
ing on are (left from Taylor, first row) Joseph Joubert, Gilbert Adams, Fred Germana, 
Harold Gordon and Leo Flannagan, all Taylor salesmen; (second row) Nathaniel Smith, 
used-car manager; Basil Kaine, Buick district manager, and Frank Quaglietta, new- 
car manager. 





HOW TO BRING ‘EM IN ALIVE! + VALVOLINE 





THATS WHAT BROUGHT ME IN! 
| HAD TO FIND OUT HOW YOU 


CAN POSSIBLY 
GUARANTEE A CAR 


FOR 40,000 MILES! 
_ 











NO MYSTERY ABOUT IT! VALVOLINE 
OIL ADDS ITS GUARANTY To THE CAR 
MANUFACTURER'S WARRANTY _-— 
FOR YOUR PROTECTION,/ ==) 
ALL THE WAY! S 
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ANOTHER NEW CAR SALE... THANKS To 
THE VALVOLINE GUARANTEE. HE'LL BE 
BACK, KEEPING HIS GUARANTY IN FORCE 
WE'LL GIVE HIM GOOD SERVICE AND 
SELL HIM HIS NEXT CAR,TOO! 
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*Plus the manufacturer's 4,000-Mile 





Find out how thousands of Automobile Dealers are using 


VALVOLINE’S 36,000-MILE GUARANTY* 


to — * SELL MORE NEW CARS! 
% BOOST SERVICE DEPT. PROFITS! 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 


Warranty 


% MAKE MORE NEW CAR REPEAT SALES! 
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July totalled $8,589,047, compared 


| with the $7,919,529 collected in the 


News to Note... 


Auto News in Brief 


| 
WAYNESBORO, Va.— Dawbarn| piston-ring divisions have moved to 
Brothers, Inc., which manufactures | 17500 W. Eight Mile Rd., in subur- | 
plastic yarns used for auto seat| ban Southfield. 
covers and similar type fabrics, will| The office formerly was located 
expand its facilities by 50 percent, | at 2211 Fisher Building, Detroit. W. 
according to H, D, Dawbarn, presi-| F. Saefkow is district manager and | 
dent. |R. A. Minke and D. H. Pierce, as- 
He said a new building is sched- | sistant district managers. 
uled to be ready for occupancy the} * ¢ ¢ 
first of 1960. It will provide ap-|Russian Journal Abstracts 
proximately 50,000 square feet of ° 
floor space, he said. Offered to the Public 
oe WASHINGTON.—A listing of 
Name Is Changed Russian technical journals cur- 


GRAND HAVEN, Mich.—Ander- rently available by subscription has 
son Bolling Mfg. Co, has announc-| een Published by the Office of 
ed a change in the name of its Technical Services, Department of 


‘ ; er .|Commerce, Washington 25, D. C. 
differential wheel division to Boll The listing includes abstracts of 


M-E-L Rewards Contest Winners— ing wheel and axle division. ; 4 
; : articles on automation and the 

Top winners in the Los Angeles district ‘“Mercury-Edsel-Lincoln Prize Parlay Pay-Oft"’ salts: Russian automobile industry, A 

ote receive congratulations from William H. Alen, center, M-E-L Los Angeles Thompson Products Offices copy of the listing can be ordered 
strict sales manager. From left are, Leonard Pinnix, Wilson Motors, Casa Grande, ° i 

Ariz., most Edsel sales; Chris Cracraft, Palm Springs Lincoln-Mercury, most M-E-L In Detroit Move to Suburb eae oe — an 

sales; Alen; Gerald Webster, Palm Springs Lincoln-Mercury, most Mercury sales, and CLEVELAND.—Thompson Ramo ° ° 

William Smith, Palm Springs Lincoln-Mercury, most Lincoln sales. The four top win-| Wooldridge, Inc. has announced Gasoline Revenue Climbs 

ners, plus 21 zone winners and their wives were guests of M-E-L for a weekend in| that the Detroit district office of} RALEIGH, N, C.—State gasoline 

Los Angeles. its Thompson Products valve and/tax collections for the month of 
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Showroom 


It e2ance 


dramatic styling attracts 


customer attention, inspires 
confidence in your service 


CEILING LUBREELS’ 


LINCOLN ENGINEERING COMPANY 


Ve Via € Engine g Company 


LOW AVENUE ° ST Couis. 2oO MISS OU Ri 


| commissioner. 
| + 


|same month a year ago, according 


to James S. Curris, state revenue 
* + 


Gasket Firm Moves 


BRIDGEPORT, Conn.— Associ- 
ated Gaskets, Inc., has moved into 
its new plant here, according to 
Victor J. Castaldo, president. 

* 


+ aa 
Hertz Rental Service 


Available in Portugal 

CHICAGO. — Hertz International 
has established rent-a-car service 
in Portugal. 

Robley H. Evans, executive vice- 
president, Hertz American Express 
International, Ltd., said service is 
offered through company represen- 
tatives in Lisbon, Porto and Coim- 
bra, Portugal’s three key tourist 
centers. Both foreign and Ameri- 
can-made automobiles will be 
available. 

+ * * 


McCormick Steel to Handle 


More Olin Aluminum Lines 

HOUSTON.—McCormick Steel 
Co., has been appointed a distri- 
butor for Olin Aluminum alloy, pig 
and ingot, according to Hollis B. 
Cranmer, manager of aluminum 
distributor sales, metals division, 
Olin Mathieson Chemica] Corp. 

McCormick has been a general 
line distributor for Olin Aluminum 
since September, 1958. The com- 
pany distributes Olin Aluminum in 
Texas, Louisiana, New Mexico, Ok- 
lahoma, Kansas and parts of Ar- 
kansas, 

* + * 
Dynatron Builds in Miami 


MIAMI.—D ynatron Corp. has 
built a plant at 2545 N. W. Seven- 
ty-Fifth St., to produce DC-3 Plas- 
tic Filler for auto-body mainten- 
ance work and DC-3 Repair Kits 
for specialized applications. 

A * + 


Burned Youth Gets $1,200 


In Suit Against Dealer 


READING, Pa. — The Berks 
County Court has approved settle- 
ment for $1,200 of a suit filed 
against Wolk Oldsmobile, Inc., 
Boyertown, Pa., by Mr. and Mrs. 
John J, Hojecki, also of Boyer- 
town. 

The suit was filed on behalf of 
their son, John J. Hojecki jr., 17, 
who was burned July 13, 1958, by 
flaming gasoline, ignited by a back- 
firing motor on the auto dealer- 
ship’s property. 

a * 


Leece-Neville to Produce 


Motors in Gainesville, Ga. 


CLEVELAND.—Production facil- 
ities for Leece-Neville Co.’s newly 
acquired line of a.c. motors will be 
located in Gainesville, Ga., accord- 
ing to P. H. Neville, president. The 
company purchased this line re- 
cently from O, A. Sutton Co., Wich- 
ita. 

According to present plans, limit- 
ed production will be flowing from 
the Gainesville division by early 
fall. Ellis B. Gitchell has been 
named manager of the new divi- 
sion. He formerly was manager 
of the company’s three Cleveland 
plants. 

Eo * * 


Hoover Appoints Ebey 


To Head New Ball Unit 


ANN ARBOR, Mich.—H. L, Sch- 
rock jr., president of the Hoover 
Ball & Bearing Co., announced the 
formation of a new ball division 
and appointment of Robert W. 
Ebey as general manager. Robert 
C. Ressler, vice-president and gen- 
eral manager of the former ball 
and bearing division, continues as 
general manager of Hoover Bear- 
ing division. 

Ebey joined Hoover in 1957. He 
was advertising manager of the 
ball and bearing division and man- 
ager of ball sales prior to his new 
appointment. 

* 5 ca 
Pennsylvania Tire Gets 


All State Business in Ga. 


ATLANTA.—The State of Geor- 
gia will save $300,000 this year if 
its tire purchases match those of a 
year ago, according to W. R. Bow- 
doin, supervisor of purchases. 

Bowdoin said the savings are 
anticipated as a result of a con- 
tract the State signed with Penn- 
sylvania Tire Co., giving that com- 
pany all the State’s tire business at 
a discount of 29.93 percent on list 
prices. 
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What's New... 








In Parts and Accessory Distribution 








Continued Rise Predicted 
For Paint in Aerosol Cans 


CLEVELAND.—Aerosol paint 
sales have been growing at the 
rate of 50 percent a year for the 
past several years, and growth will 
continue steady and rapid, accord- 
ing to Herbert D. Fine, president, 
Plasti-Kote, Inc. He estimated a 
250-million-car market by 1970. 

He said sales of aerosol paints 
still represent a small percentage 
of the entire market, and, he noted 
that the spray can is not intended 
to replace the five-gallon conven- 
tional paint can, Fine predicted 
that by 1961, paint will be the best- 
selling non-food aerosol product on 
the market. ‘ 

* 


Emerol Offers Display Kit 


PORT CHESTER, N. Y.—A new 
service-station and auto-supply- 
store display designed to focus cus- 
tomer attention on the Marvel Oiler 
is being introduced by Emerol Mfg. 
Co., Inc., producer of Marvel Mys- 
tery Oil and other specialized en- 
gine lubricants. The merchandiser 
holds a full-size two-quart Marvel 
Oiler. Two compartments on the 
display carry free literature de- 
scribing the oiler and Marvel Mys- 
tery Oil. 

* * 


Dealers Offered Sales Aid 


NEW YORK.—A clipboard or a 
headlamp display with window 
streamer are being offered at no 
additional cost to dealers with each 
order of a case of new “Everready” 
“Suburban” headlamps, according 
to National Carbon Co., division of 
Union Carbide Corp. 

a ca 


* 





Pyro Salesmen 
Used as Models 
In Fall Ads 


BALTIMORE —If automotive 
jobbers feel there’s something 
familiar about Olin Mathieson’s 
Pyro antifreeze consumer advertis- 
ing starting in September, the rea- 
son will be the models—they are 
Pyro salesmen. The salesmen got 
into the antifreeze campaign for a 
good reason. 

“One of the toughest jobs facing 
many of today’s advertisers is the 
basic act of arousing their own 
sales force’s enthusiasm for the 
company’s advertising programs,” 
says Frank Wheeler of VanSant- 
Dugdale, Pyro’s agency. “This is 
often overlooked, but it can mean 
the difference between so-so results 
and top performance.” 

To carry through on this point, 
the agency decided that since the 
model types required for Pyro’s ads 
should look like the guy next door, 
why not pick them from Pyro’s 
sales force. This they did. 

Results? According to Richard C. 
Carr, advertising manager of Olin 
Mathieson’s chemicals division, 
“Using our own men as models 
proved to be one of the highlights 
of our spring sales meeting. But, 
even more important, we found it 
helped our salesmen warm up their 
own presentations to distributors. 
This twist has been a real asset to 
our program.” 

The ads are appearing in News- 
week, U. 8. News & World Report, 
Sports Illustrated, Holiday and 
Outdoor Life magazines. 

* * * 


AWDA Accepts 
6 New Members, 


Seven Associates 


KANSAS CITY.—Six distributors 
have been admitted to the Automo- 
tive Warehouse Distributors Assn., 
and seven manufacturers and an- 
other distributor have been named 
associate members. 

The new distributor members 
are: 

Fogg Brothers, Ltd., Winnipeg, 
Canada; Gardner Distributing Co., 
Seattle; Halco Automotive Ware- 
house, Inc., Kansas City; Motor 
Masters Warehouse, Inc., Philadel- 








phia; Sterling Co. of New England, | selection has been published by the | 


Brighton, Mass, and Western|automotive division of Martin-| 

Warehouse Distributors, Ltd., Van- Senour Co. 

couver, Canada. The directory contains more than | 
Warehousing Distributing, Inc., 


membership. | manufacturers, according to J. R.| 


Other new associate members| Degnan, sales vice-president. It is | 3895 Forest St. 
|available through jobbers of the | lease. 


are: 
Acme Air Appliance Co., Hacken- | National Automotive Parts Assn. 
sack, N. J.; DL Products, Inc., Buf- | a 


falo; Gard Products Co., Kansas | 
City: Link-Belt Co., Indianapolis; | 
McQuay-Norris Mfg. Co., St. Louis; 
Neapco Products, Inc., Pottstown, 


Prothero in New Home 


headquarters here. 


Pa. and the Blackhawk Hand} 
Tools division, New Britain Ma-| Aa sl 
chine Co., New Britain, Conn. | Bowes Distributors Add 


Trico, Wayne Products 


Automotive Color Directory 
| INDIANAPOLIS.—Bowes 


Issued by Martin-Senour 


CHICAGO, — An all-in-one car|tributors have added Trico and 
color manual that simplifies color! Wayne products, according to 


“Seal 


Fast” Corp.’s franchised truck dis- | 


'1,200 color samples and has colors| Tire Co., 
Detroit, was accepted for associate |for every car catalogued by most| ber products, will occupy a 19,000- 


| 
| 
| 
| 
| 


VANCOUVER, Wash. — Prothero| Automotive Co., 
|Auto Parts has opened its new| Second Ave., has been incorporated sales staff of 20, travelling the 


| 





| 
| Robert M, Bowes II, executive vice- of Rack Jobbers (Gale Research 


3414 Book Tower, Detroit 26, 


president and general manager. | Co., 
notes the extent to 


Trico windshield-wiper blades,| Mich., $15) 
arms and accessories include Arctic) which non-food items now are 
Blades with automatic deicing and) being sold in supermarkets, The 
an adjustable wiper arm for im-| book lists 850 rack jobbers, up 25 


| ported cars. Wayne products in-| percent from the 1957 edition. 


clude pressure radiator caps, gaso-| The publication said more than 
line tank caps and oil breather; 40 percent of the firms surveyed 
caps. | plan to add new lines. “Even auto- 
S -=..& | motive accessories are being added 


Firm Gets Warehouse by a few West Coast rack jobbers,” 
DENVER, Colo.—Western States the directory declared. 
distributor for Fisk rub- . 
Herbrand Appoints Burk 
Southwest Representative 
FREMONT, O.—Appointment of 
|B. B, Burk Co., Dallas, as Herbrand 


: . : representatives in the Southwest 
Empire Automotive Formed |has been announced by Herbrand 


WHEAT RIDGE, Colo.—Empire  givision, Bingham-Herbrand Corp. 
5451 W. Thirty-| The Burk organization has a 


| square-foot warehouse building at 
on a long-term 


* * * 


as a retail and wholesale dealer in states of Texas, Louisiana, Arkan- 
auto accessories and parts. Direc-| sas and Oklahoma, 
'tors include wy Wells, Conrad * * & 


Cc. Si and Bert B. J 
ee ee Parts Outlet Remodeled 


‘Some Western Food Marts | ALBANY, Ore.—Harlan Hawkins 

and Burt Hoenselaar, owners of Al- 

Adding Auto Accessories |bany Auto Parts, have reopened 

DETROIT.—The third revised) their parts headquarters following 
edition of the National Directory! extensive remodeling. 


| 
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eet operators want facts before they buy dump 

trucks. The dealer who comes up with a specific 
proposal on complete dump truck units has a real 
sales advantage. 

Your Heil distributor can work out the best 
combination for any truck chassis — axle weights 
and load distribution, body capacity and overhang 
— to deliver the biggest possible legal payload in 
any area. 

A proposal that eliminates guesswork — that 
unmistakably pinpoints the hauling ability of each 
truck unit — is bound to appeal to the shrewdest 
fleet prospects in your territory. And here’s a 
closing angle: fast delivery! Your Heil distribu- 
tor has body and hoist units in stock, and he’ll 
furnish speedy mounting service, too. 

Team up with this expert for real help on fleet 
sales. He represents HEIL — a manufacturer 
contractors and fleet owners know and trust for 
dependable quality in truck equipment. 


THe HEIL co. 











LEETS... 


MILWAUKEE 1, 
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YOUR HEIL DISTRIBUTOR 


Flake alae alae lala ala alah lalallala 


FREE SERVICE! 


Use coupon for specific facts 
that help sell dump trucks! 


Fill out and mail coupon to the Heil Co., Mil- 
waukee 1, Wis., for free recommendation of best 
payload combination of dump body and hoist 
with your truck chassis for your state load laws. 
Weight distribution chart will be furnished by 
your authorized Heil distributor. 
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AIR COMPRESSORS—A line of general 
purpose air compressors which are said 
to offer improved portability and utility 
is now available from Emglo Products 
Corp., 116 DuPont St., Johnstown, Pa. 
Uses are for paint spraying, cleaning, air 
tool operation or any other application 
requiring a rugged dependable source 
of compressed air. In this line, known as 
the M3 series, five sizes ore offered from 
¥% to 1% horsepower in electric motor 
and gas engine driven models. Pressure 
ratings are to 100 psi. Control-is of the 
constant speed type with intake valve un- 
loaders in the compressor head. A heavy 
steel deck encloses the air receiver which 
is acceptable to all state codes. Standard 
equipment includes intake filter, gauge, 
relief valve, shut off valve, and tank 
drain valve. 





SUSPENSION SYSTEM—Western Unit 
Corp., 17747 E. Railroad St., City of In- 
dustry, Calif., has introduced a suspension 
for van type trailers. Known as the 
“Stabilride,"” the pension combi 
chrome vanadium steel leaf springs and 
neoprene O-rings. Under no-load to 4,000- 
6,00 pounds, the leaf springs take the 
load. When carrying a payload, the 
“Stabilride" becomes effective with 4,000- 
6,000 pounds of cargo. The leaf springs 
and O-rings team up to carry the full 
load, it is sold. | 








AERIAL LADDER—A line of aerial lad- 
ders has been announced by Truck Equip- 
ment Co., 3963 Walnut St., Denver 5, 
Colo. Features. are said to include upper 
ladder section handrails built into fiber- 
glass to insulate workers from high volt- 
age contact, a tri-plane basket to give 
workers a flat surface regardless of ladder 
angle, a check valve in the hydraulic 
raise system to slaw descent of the ladder 
if the hydraulic system is damaged and 
ladder heights from 24 to 45 feet. The 
Truco hydraulic-electric aerial ladder (TEL 
Series) is raised by hydraulic-electric 
power furnished by a 12-volt DC motor 
operated from the truck battery. Integral 
low-friction bearings, heavy-duty worm 
gear box and a hand wheel provide ro- 
tation through 360 degrees, it is said. 

» * 
Cordovan to Market 
Low-Profile Tires 


Low profile jet tires by Cordovan 





aluminum trailer body. 








TRUCK NEW PRODUCTS 








Associates, Dayton, O., will be sold | 
by 19 auto supply chain store or-| 


ganizations. 


The tire features a wider, flatter 
shape for greater stability and 
safety and better handling at turn- 
pike speeds, according to Irve Bis- 


brouch, Cordovan general manager. 
* * ak 





LIGHTS DISPLAY—At the touch of a 
button this display demonstrates thirteen 
different safety lighting products for 
trucks. Designed by R. E, Dietz Co., 225 
Wilkinson St., Syracuse, N. Y., it is said 
to serve two important promotional pur- 
poses: As a jobber show room display or 
as a selling tool for jobber salesmen, Built 
to be either portable or permanently 
displayed, it has a plastic-covered carry- 
ing handle and a hinged, easel-style 
wooden display leg. The aluminum-cov- 
ered display simulates the side of an 
Its weight is 13 
pounds and size is 14%, by 24 inches. 
Equipped with a transformer that reduces 
regular 110-volt A.C. to six-volts D.C. 

* 





TRUCK HOIST—All Star Truck Hoist has 
been marketed by Lundell Mfg. Co., Inc., 


Cherokee, lowa. Easily installed on all 
trucks, the hoist offers capacity up to 10 
ton. It is built with % plate steel frame, 
heavy-duty sill mounts made of heavy 
gauge angle iron and boasts ground and 
polished, hard chrome plated cylinder 
shafts. The cup seal used on the piston 
in conjunction with the backup plate is 
said to assure the longest trouble-free 
cylinder life. Heavy-duty \%-inch cylinder 
walls are made from “select smooth |. D." 
premium grade tubing. The four piston 
controlled pressure pump with built-in 
safety relief valve rotates in either direc- 
tion. It will fit all: trucks and bodies with 
over 46-inch C.A. 

“se i 





INSTRUMENT LIGHTS — Dietz 


license 
plate, instrument or compartment lights 
are available as No. 104 with mounting 
plate or No. 103 without mounting plate. 
Made of plated finish steel, the bulb 
housing of each fixture measures 2-inches 
long, 1 and 9/32-inches in diameter and 
the mounting plate, 2 and %-inches long 
and 1'%-inches wide. Clear plastic lens 
is protected by steel housing. Rubber 
compression grommet waterproofs pigtail 
wiring. R. E. Dietz Co., 225 Wilkinson St., 
Syracuse 1, N. Y. 








RELAY EMERGENCY VALVE—A relay 
emergency valve for trailers that is said 
to offer outstanding sofety features, pro- 
vides faster application and release and 
is simple to maintain has been announced 
by Bendix-Westinghouse Automotive Air 
Brake Co., Elyria, O. Known as the RE-4 
valve, it is a piston-type operated relay 
emergency valve. A relay piston is used 
instead of a diaphragm to provide con- 


stant output over a wide temperature 
range and assure immediate pressure 
balance of the tractor and trailer = air 


brake systems‘to within 1 psi, it is said. 
: ©« «4 





HOIST AND TRUCK BODY—A “pack- 
aged" dump body and hoist has been 
added to the line of truck equipment 
offered by Daybrook Hydraulic Division, 
Young Spring & Wire Corp., Bowling 
Green, O. The dump body is built to 
handle five-ton load capacity and to be 
installed on a one-ton truck. The body 
features structural steel underbody con- 
struction and a full-length sub-frame for 
chassis support. Full width rub rails cover 
and protect the tires, it is said. Double- 
acting tail gate is equipped with spreader 
chains, and heavy-duty steel hardware. 
The overall dimensions of the body is 
8 feet-2 inches long inside dimension by 
full six-foot width. The standard under- 
body hoist provides for full 45 degree 
dumping. The body can be stopped, 
raised or lowered from gny position. 


Rubber Lubricant 


Stoner’s Ink Co., Quarryville, Pa., 
has announced that Waterproof 
Lubricant A423 Silicone for auto- 
mobile rubber parts is now avail- 
able in a 16-ounce pressure pack 
can. 





REFLECTIVE MATERIALS—A _ pegboard 
assortment which provides a_ unified 
counter display of three different types 
of reflective products has been announced 
by Minnesota Mining & Mfg. Co., 900 
Bush Ave., St. Paul 6, Minn. Available 
from 3M distributors, display assortment 
S-102 contains 18 packages (six of each 
of the three types) which are suspended 
in even rows on the rack. Reflecto-Lite 
brand reflective coating, Chromelite brand 
reflective trim and Scotchlite brand safety 
tape are displayed in pegboard packages 
which illustrates their applications to 


customers, 
* * * 


Label Adhesive Offered 


For. Silicone-Coated Tires 
Rubbastix, a noninflammable ad- 


|hesive for adhering labels to sili-| 
| cone-coated rubber tires, has been 


|173rd St., New York, N. Y. 





developed by Rubba, Inc., 1015 E. 


Rubbastix is a quick-drying ad- 
hesive which will adhere labels to 
any surface, and is applied easily 
by brush, spray or labeling ma- 
chines, the firm said. 

* + * 








TIRE BALANCER—A “‘self-loading" bal- 
ancer that is said to whisk 200-pound 
truck or bus tires into position for pre- 
cision balancing has been announced by 
Monarch Mfg. Co., 1218 Santa Fe Ave., 
Berkeley, Calif. Called “Monarch Mile Mas- 
ter," the manufacturer claims users receive 
up to 30 percent more mileage by balancing 
tires as large as 11:00 by 22 to within 
Ya-0z. accuracies. The balancing head 
features ‘‘pivotal action" to give a con- 
trolled center of gravity opposite the 
center tire tread, and balance is achieved 
quickly and economically, it is said. 

: ss & 





LAMPS—Five different safety devices 
required by law, combined in a single 
unit, is said to be the major economy 
benefit offered by J. W. Speaker Corp., 
3059 North Weil St., Milwaukee 12, Wis., 
in its 6000 series turn signal lamps. These 
lamps are said to function as Class A, 
type one turn signals, stop lamps, tail 
lights, emergency disability flares, and 
as Class A reflectors. Five different mount- 
ing styles—base, stud, pedestal, pipe or 
flush—allow permanent installation on 
any vehicle. Lamps are available double 
face for front fender mounting, or single 
face for either front or rear mounting. 
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MILEAGE SCALE—A highway safety de- 
vice, a calibration scale that converts 
truck speedometer readings from miles- 
per-hour to feet-per-second, has been 
introduced by Speedo Tach Service, Inc., | 
1926 East Seventh St., Los Angeles, Calif. | 
Marketed under the name “‘Saf-T-Strip,” 
the scale mounts on the face of the 
speedometer or tachograph dial, At any 
given speed the driver of the vehicle 
is constantly aware of the feet per second 
his vehicle is travelling, it is said. 





CARBURETION SYSTEM—A method for 
the installation of LP-gas carburetion sys- 
tems has been perfected by Beam Prod- 
ucts Mfg. Co., 3042 Rosslyn St., Los An- 
geles 57, Calif. Known as the Beam Wa- 
ter-Runner System, installations are said 
to be simplified, compact and economi- 
cal. The water-runner is installed between 
the thermostat housing and the engine 
head. This is said to eliminate a long 
water hose and the mounting plate used 
in other systems. A Beam installation in- 
cludes a vaporizor-regulator in one of 
several models, the Beam Filterlock and 


the Microvac vacuum safety switch. 
. £.@ 


Whitewall Conditioner 


“Bleche-Wite” whitewall tire con- 
ditioner and cleaner is available in 
a 16-ounce aerosol can containing 
enough for 50 tires as well as in 
the 20-ounce dispenser with plun- 
ger, according to Westley Indus- 
tries, Inc., 1898 Scranton Rd., Cleve- 
land 13, O. 













—_ 





MATS—Lightweight, non-slip safety 
mats for use on automotive and transpor- 
tation equipment have been announced 
by Bustin Steel Products, Inc., S. Salem 
St., Dover, N. J. Known as Firm-Grip, the 
mats feature a non-slip serrated edge 
that will not pierce footwear and will pro- 
vide perfect traction in any direction, it 
is claimed. Modern honycomb design 
affords maximum comfort and complete 
assembly remains sturdy eveh under abu- 
sive treatment, it is said, Firm-Grip is of- 
fered in standardized running board units, 
auxiliary step assemblies and fifth wheel 
deck platforms. 





has 


winches 
been marketed by Tulsa Winch division, 


WINCHES—A series of 
Vickers Inc., 815 E. First St., Tulsa 20, 
Okla.’ The Series 11 winches are designed 
for rear-of-cab mounting on pickups and 
larger trucks. These winches can also be 
installed on loading platforms, docks or 
other stationary locations and driven by 
an electric or hydraulic motor or by other 
means, it is said. This series offers in- 
creased cable capacity, optional nigger- 
heads and a drum band brake plus utility 
models with an optional bayonet nigger- 
head. Two of the models can be furnished 
with lever or cable controls for the clutch 
and/or band brake. The model is rated 
at 12,000 pounds line pull with a break- 


ing point of approximately 30,500 
pounds, it is said. 
a | 


Hand Cleaner 


Charles Products Co., Hutchin- 
son, Kans, has announced a water- 
less-type paste hand cleaner, This 
hand cleaner is packed in alumi- 
num foil-lined and foil-covered 
throw-away tubes, each tube con- 
taining approximately 14 ounces or 
about 150 hand cleanings. 
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Seeks to Cut Costs, Hike Output... 





India Studies Auto Setup 


NEW DELHI, India.—The devel- 
opment council for automobiles and 
related industries is seeking ways 
to reduce costs and increase pro- 
duction of cars and trucks in this 
country. 

The Government feels that in- 
tensive efforts to raise produc- 
tivity per man-hour and per unit 
of investment would help reduce 
costs considerably. Standardiza- 
tion of parts and components 
also could cut expenditures to a 
great extent. 

It is reported that the Govern- 
ment’s automobile committee also 
is examining the possibility of pro- 
ducing a low-cost car here, perhaps 
in the $1,000-$1,500 range. Question- 
naires have been sent to manufac- 
turers amd others concerned with 
the industries, soliciting their sug- 

gestions. 

Foreign manufacturers, whose 
small cars meet India’s needs, also 
have been contacted through In- 
dian embassies, and several manu- 





Book Tells Story 
Of the Model A 


LOS ANGELES.—“Henry’s Fab- 
ulous Model A,” a 112-page volume 
of facts, figures and pictures (over 
100 of them) of the much-loved 
antique, has been published by 
Floyd Clymer Publications, 1268 S. 
Alvarado, Los Angeles 4, Calif. 

Written by Leslie R. Henry, of 
Newton, Pa., the book includes pro- 
duction figures and much informa- 
tion about restoring a Model A. 
There is a list of .parts dealers and 
suppliers. 

The book also presents the story 
of Edsel Ford’s influence on the 
design and preparation of the 
Mode] A, The 8%-by-11-inch volume 
is $4 postpaid. There also is a de- 
luxe edition at $6. 


facturers have contacted the com- 
mittee. 

Prior to 1953, the Indian auto 
industry was hampered by a multi- 
plicity of makes and models, To- 
day, only three passenger cars, 
three medium trucks, one light 
truck and the Jeep are built here. 
This year’s production is expected 
to reach a record 34,500 units. 





Auto employment is about 25,- 
000, and perhaps another 125,000 
are employed in distribution and | 
maintenance work. Some $80 mil- | 


| between 80 and 85 percent by the 


lion is invested in the industry, 
and this is expected to rise to 
$100 million within two years, 

India is striving to increase the 
indigenous content (or “made-in- 
India content”) of its vehicles. In 
1953, auto manufacture consisted 
almost entirely of the assembly of 
imported components. Today, the 
indigenous content is as follows: 

Standard Ten, 49.4 percent; Fiat 
1100, 56.6 percent; Hindustan Am- 
bassador, 73.4 percent; Jeep, 66.1 
percent; Dodge truck (three-ton, 
165-inch wheelbase), 62 percent; 
Mercedes-Benz truck (165-inch 
wheelbase), 64.4 percent, and Ley-| 
land Comet truck (163-inch wheel- 
base), 52 percent. 

India hopes the figure will be 





end of 1960. 
According to some observers, the | 


most important thing the automo- | 


| bile council has been called to do 
|is to establish a code of ethics for 
| the industry so it can function “to| 
| the full satisfaction of the public.” 


Speakers Named 
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“. . . And at no extra charge, 


you have your choice of one of | 
these essential accessories.” | 





Bearings Maker 


Charged by FTC 


WASHINGTON.—The Federal 
Trade Commission has charged the 
manufacturers of “A.B.C, bearings” 
with discriminating in price among 
their customers. 

Cited in the commission’s formal 
complaint were American Ball 
Bearing Corp., Leo L. Lowy, trad- 
ing as American Ball Bearing Co., 
and Al Parker, sales representative 
for both concerns, All: respondents 
have their ‘offices in Brooklyn, N. Y. 

The complaint alleges, for ex- 
ample, that since 1955 in many 
areas — including Denver, Dallas 
and Los Angeles—respondents have 
classified purchasers of their auto- 
motive bearings into three cate- 
gories—jobbers, distributors and 
warehouse distributors—and charg- 
ed them different prices. 











For 40th Meeting 
Of Minn. Dealers 


ST. PAUL, — The program for 
the 40th annual convention of the 
Minnesota Automobile Dealers 
Assn. at the St, Paul Hotel Sept. 
14-15 has been announced by Bill 
Buerkle (Buick), chairman, 

He said the speakers will in-| 
clude: 

NADA President H, L. Galles jr.,| 
whose topic will be “NADA and| 
You in 1959.” 

Warren A. King, Life magazine 
automotive merchandising man- 
ager, who will give the Life pres-| 
entation, “What’s In It for You?” | 

Robert J. Fenlon, labor counsel | 
for Twin Cities dealer groups, who 
will discuss “Major Development in | 
Labor Relations in 1959.” 

Dave Reese, Drexel] Hill (Pa.) | 
Oldsmobile dealer, who will speak | 
on “Formula for Profit.” | 


Buerkle also said the State’s mo-| 


| 


| 


tor vehicle, banking, insurance and 
business development departments 
will present a “State Services 
Workshop.” 

A program of entertainment for 
the dealers and their wives has 
been planned, he added. 


iJ. 


Elsewhere, the industry has | 
marked the completion of the 
first three-ton military vehicle to | 
be produced at the Gun Carriage 
Factory, Jabalpur, under the con- | 
trol of the Ministry of Defense. 
The step was hailed by Prime 
Minister Jawaharlal Nehru. 

The vehicle is called “Shakti-| 
man,” which means “the powerful | 


one.” The project has been under-| 
| taken in collaboration with Masch- | 


inenfabrik Augsburg-Nurenburd, a 


German firm. 


The truck has a multifuel engine 
developed by MAN, and the makers 


|claim it has “many strategic and 


operational advantages over the 
conventional petrol or diesel en- 
gine.” 

More than 30 percent of the com- | 
ponents are of Indian manufacture, 


| and it is anticipated that indige- 


nous components will constitute 90 
percent in the fifth year of produc- 
tion. 





Quamme Sells Ford Garage 
WANAMINGO, Minn. —™Maurice 
Island and Leslie Reviand are the 
new owners of the Ford Garage | 
here, formerly owned by Thomas | 
Quamme. 


|ers have organized 


| Automobile Dealers Assn., who had 
|served, as acting chairman of the) 
| group since a charter meeting held 


Pennsylvania Independents 
Elect Officers, Directors 


secretary, and Don Lee Reeves, 
Charleroi, treasurer. 

The five regional directors in- 
clude Pittsburgh — William EL 
Wharton, Pittsburgh; Erie-Meade- 
ville — Richard J. Crotty, Erie; 
Philadelphia — Milton Berr, Phila- 
delphia; Harrisburg—Jacob Ruhl, 
Manheim, and Scranton — William 
Rinaldi, Scranton. 

Anne Perry, Philadelphia, named 
as executive secretary, and Samuel 
Rosenzweig, Pittsburgh attorney, 
appointed as legal counsel at the 
charter meeting, were retained in 
the posts. Temporary headquarters 
of the PIADA are located at 1546 
Pratt St., Philadelphia. 

Schwartz said the organization 
plans to appoint an executive 
manager in the near future to 
help in a statewide membership 
drive, to set up the organizational 
phases of the group, and to es- 
tablish additional services and 
programs. 


By George E. Shelley 
Staff Correspondent 

HARRISBURG, Pa. — (UTPS). — 
State independent automobile deal- 
r in an allout 
effort to bring about improvements 
in the industry and to help in 
overcoming mutual problems con- 

fronting dealers in the field. 

Alan Gottlieb, McKeesport, was 
elected as the first president of 
the Pennsylvania Independent 
Automobile Dealers Assn, at a 
one-day general meeting here. 

A, H. Schwartz, Pitssburgh, pres- 
ident of the National Independent 





in January, was in charge. 

Other dealers elected to office! 
included: Joseph Emmi jr., Scran-! 
ton, first vice-president; Roy T.| 
Rossey, Mountville, second vice-| 
president; Phil Shupe, Norristown, ' 











QUESTIONS YOU MAY BE ASKED ABOUT ALUMINUM RADIATORS 


know you will able to count on its dependability all the 


1. What’s good about aluminum radiators? 

a. Let’s start with weight reduction. An aluminum 
radiator is 30 to 40 per cent lighter than a conventional 
radiator. That adds up to a considerable’ saving in 
front-end weight. 


2. Asa driver, how does that affect me? 

a. For one thing, it will mean your car won’t “dive” 
as much when you apply the brakes. You’ll find steer- 
ing will be easier. And the load will be reduced on 
springs and shock absorbers. 

3. Won't aluminum radiators corrode and clog up? 
a. Corrosion ‘resistance is one of aluminum’s big ad- 
vantages. Salt spray, high humidity or harsh atmos- 
pheric conditions won’t clog an aluminum radiator, 
which means you don’t have to worry about reduced 


engine efficiency and potentially dangerous engine 
overheating. 


4. How about cooling efficiency? 

a. Another of aluminum’s big advantages is its excel- 
lent ability to dissipate heat. Aluminum doesn’t trap 
heat, it throws it off. Today’s high-powered engines 
put greater demands on radiators than ever before; 
your radiator must be dependable or you are out of 
business. You can depend on an aluminum radiator. 


5. How new is the aluminum radiator? 

a. Aluminum radiators aren’t really new, but they 
aren’t in widespread use as yet. Alcoa has spent 12 
years perfecting the aluminum radiator which has 
been tested on late model cars for five years. When a 
product has been tested as thoroughly as this one, you 


way. 
6. Won't an aluminum radiator be expensive? 

a. No, an aluminum radiator costs ‘less to fabricate 
than a conventional product. That means manufac- 
turers can build more value into your car. 

7. Where can | get more information? 

a. Aluminum Company of America, 1810-J Alcoa 
Building, Pittsburgh 19, Pa. 


X ALCOA ALUMINUM 


GIVES EVERY CAR MORE GLEAM and GO! 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* * * 
DETROIT 
Motor City Auto Auction. Sale every 
Monday and Thursday. Prices are for 
sale of August 24. 
BUICK—’57 RM conv., $1,500*; Century 
4-dr. Riviera, $1,395* (ps), $1,335*. 
56 Century Estate Wagon, $1,300* (ps); 
Super 4-dr. Riviera, $1,025* (ps); 4- 
dr., $875* (ps); Special 2-dr., $925*; 


2-dr. Riviera, $775*; RM 4-dr., $735*. 
’55 Special 4-dr., $830, $675*, $525; 2-dr. 
Riviera, $705* (ps), $700*, $700* (ps), 


$640*, $575, $560* (ps), $540* (ps); 
Century 4-dr. Riviera, $790*. 

"54 Special 4-dr., $365. 

CADILLAC—’59 de Ville 2-dr. hardtop, 

$4,200* (ps). 

"58 (62) conv., $3,450*%; 2-dr. hardtop, 
$3,275* (ps). 

"57 (62) conv., $2,625°. 

"56 (62) conv., $1,800*; 2-dr., $1,800*. 


54 (60) Special 4-dr., $1,050*. 
CHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $2,400* (ps); 4-dr., $2,400* (ps); 
conv., 
’58 Impala 


$2,395°. 


(8) 2-dr. hardtop, $1,900* 





(ps), $1,850*; Yeoman (8) 2-dr., §$1,- 
480". 


'57 Two-ten (8) station wagon, $1,410*; 


Two-ten (6) 2-dr., $615; Bel Air (8) 
4-dr., $1,400*; conv., $1,400* (ps); 2- 
dr., $1,240". 

’56 Bel Air (8) 4-dr., $1,240*, $1,000*, 
$975, $904, $880*; conv., $1,075*; 2- 
dr., $1,025, $1,010, $800; Two-ten (8) 
station wagon, $960; 4-dr., $855", 


$880*, $570*; Two-ten (6) 4-dr., $860, 
$575*, $540. 

‘55 Bel Air (8) conv., $925*; 2-dr. hard- 
ton, $770*; 2-dr., $615*; 4-dr., $645*, 
$585; Two-ten (8) 2-dr., $600*, $575, 
$565, $520, $465; 4-dr., $530, $525*. 

’54 Bel Air 2-dr., $400; One-fifty 2-dr., 


$360; Two-ten station wagon, $305. 

53 Bel Air conv., $430; 4-dr., $325; 2- 
dr., $215; Two-ten 4-dr., $250. 

DeSOTO—'59 Firesweep 2-dr., $2,600* 

(ps). 

’57 Firesweep 4-dr. hardtop, $1,175* | 
(ps). 

’55 Firedome 2-dr., $680*. 


DODGE—'57 Coronet (8) 4-dr., $1,010*. 
'56 Royal (8) 4-dr., $1,000*. 
EDSEL—’58 Citation 2-dr. hardtop, $1,- 
635*; Pacer 4-dr. hardtop, $1,470*. 
FORD—’58 Ranch Wagon (8) 4-dr., $1,- 
800* (ps); 2-dr., $1,800* (ps); Fair- 
lane 500 (8) conv., $1,675* (ps); 4- 
dr., $1,605? (ps), $1,325". 
’57 Country Sedan (8) 4-dr., 
(ps), $1,350*; Fairlane 500 


$1,450*° 
(8) 2-dr. 


Victoria, $1,380, $1,300* (ps), $1,155*; 


conv., $1,375*; Custom 300 (8) 4-dr., 
$1,155*; 2-dr., $1,050*, $1,000, $990, 
$925, $900*. 

‘56 Fairlane (8) 4-dr, Victoria, $1,070* 
(ps); 4-dr., $905*, $780* (ps); 2-dr. 
Victoria, 2 at $1,000*; 2-dr., $800*, 
$775*; Cotntry Squire (8) 4-dr., $1,- 
050*; Country Sedan (8) 4-dr., $1,- 
040* (ps), $920*; Ranch Wagon (8) 
2-dr., $860*, $850*, $715*, $700; Cus- 
tom (8) 4-dr., $825*, §$715*, $705*, 
$675, $655*, $575. 

’55 Fairlane (8) 2-dr, Victoria, $760*, 


$600; Country Sedan (8) 4-dr., $740*; 
Custom (8) 4-dr., $680*, $545, $500*, 
2 at $450, $435, $395, $230*; Main 
(6) 2-dr., $310. 

’54 Crest (8) 2-dr. Victoria, $585*; 
conv., $520*, $475*; Ranch Wagon (6) 
2-dr., $400; Custom (8) 2-dr., $350*. 

’53 Custom (8) 2-dr., $525*, $160; 4-dr., 
$310; Crest (8) 2-dr. Victoria, $465*; 

| Ranch Wagon (6) 2-dr., $320. 

’52 Custom (8) 2-dr, Victoria, $260. 


| IMPERIAL—’56 Imperial 4-dr., $1,160*. 
LINCOLN—’56 Premiere 4-dr., $1,350* 





(ps). 
MERCURY—’58 Montclair 4-dr. hardtop, 
$1,750* (ps). 


’57 Voyager 2-dr., $1,550* (ps); Mon- 
terey 4-dr. hardtop, $1,250*; Mont- 
clair 2-dr., $1,200. 

"56 Monterey 4-dr, hardtop, $900* (ps). 


’54 Monterey 2-dr. hardtop, $400*. 


’52 2-dr., $150. 
NASH—’'55 Custom 
OLDSMOBILE— 59 

$2,650* (ps). 

’58 (98) conv., $2,450* (ps), 
(ps); 2-dr. Holiday, $2,400* 

"57 (98) 4-dr., $1,650* (ps); 
day, $1,615*; (88) 2-dr. 
600* (ps). 

’56 (88) Super 2-dr., $1,300* (ps); (88) 
4-dr., $950*; 2-dr. Holiday, $750*; 
(98) 2-dr. Holiday, $1,275. 

’55 «=4(88) Super 4-dr. Holiday, 
(88) 4-dr., $575*; (98) 2-dr. 
$925* (ps). 

PACKARD—’'55 (400) 2-dr. hardtop, 
$625*; Clipper 4-dr., $420*. 

PLYMOUTH—’58 Belvedere (8) conv., $1,- 
690* (ps); Savoy (6) 2-dr., $1,250*. 

"57 Belvedere (8) 2-dr. hardtop, $1,150* 
(ps); 4-dr., $1,125* (ps), $1,075* (ps); 


(6) 2-dr., $480. 
(88) 2-dr. Holiday, 


$2,200* 
(ps). 
4-dr. Holi- 
Holiday, $1,- 


$930*; 
Holiday, 


Savoy (6) 4-dr., $800*; 2-dr., $440; 
Plaza (8) 2-dr., $725. 

’56 Savoy (6) 2-dr., $525. 

’55 Belvedere (8) 2-dr. hardtop, $565* 
(ps); 4-dr., $345; conv., $175; Savoy 
(8) 2-dr., $475; Plaza (6) 2-dr., $425; 
2-dr. hardtop, $195; Plaza (8) 4-dr., 


$375. 
PONTIAC—’59 Catalina conv., $2,950* 
(ps). 
"58 Chieftain 4-dr. Catalina, $1,800* 
(ps); Star Chief 4-dr., $1,775* (ps). 
’57 Chieftain 2-dr. Catalina, $1,400. 
’56 Chieftain 2-dr. Catalina, $800*. 





'55 Chieftain 2-dr., $680*; 2-dr, Cata- 
lina, $625*; 4-dr., $625*; Star Chief 
conv., $630* (ps). 

’53 Chieftain 2-dr., $150*. 

RAMBLER—’58 Super (8) 4-dr., $1,400. 
’57 Custom (8) 4-dr., $1,350* (ps). 
MISCELLANEOUS—’55 GMC %-Ton pick- 

up, $350. ‘ 
FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of August 26, Sold 
168 cars from 288 consignments. 


BUICK—’59 LeSabre 4-dr., $2,600* (ps), 
$2,595* (ps), $2,595*, $2,450*. 

’5S Special 2-dr, Riviera, $1,830". 

’57 Special 4-dr. Riviera, $1,550* (ps), 
$1,365* (ps), $1,265*; 4-dr., $1,435*, 
$1,410* (ps); Century 2-dr, Riviera, 
$1,455* (ps); Super 2-dr. Riviera, $1,- 
305* (ps). 


’56 RM 2-dr. Riviera, $865* (ps); Special 
2-dr. Riviera, $845*, $805*; 4-dr, Rivi- 


era, $830*. 

"55 Century 2-dr. Riviera, $915* (ps), 
$755* (ps), $600*, $560*; Super 2-dr. 
Riviera, $630* (ps); Special 4-dr., 
$585; 2-dr. Riviera, $575*, $550, $550* 
(ps); conv., $430*. 

’54 Special 2-dr. Riviera, $175* (ps). 

’53 Special 4-dr., $120*. 

’52 RM 2-dr, Riviera, $225*. 

CADILLAC—’'58 (62) 4-dr., $3,130* (ps). 

’57 (62) 4-dr., $2,425* (ps). 

CHEVROLET—’59 Impala (8) 2-dr., $2,- 
350". 

’58 Brookwood (8) 4-dr., $1,880; Im- 

pala (8) 2-dr., $1,810*; 4-dr., $1,805* 


(ps); Biscayne (8) 4-dr., $1,800* (ps), 


$1,620* (ps); Yeoman (8) 4-dr., $1,- 
510; Delray (6)° 2-dr., $1,450*. 

’57 Two-ten (8) 2-dr., $1,355*, $1,080; 
4-dr., $1,125*; One-fifty (6) station 
wagon, $1,150, $1,100*. 

’56 Bel Air (8) 4-dr., $1,125*, $760°; 
Two-ten (8) station wagon, $910; 2- 
dr., $780, $720*; 4-dr., $645; One-fifty 
(6) 2-dr., $710; One-fifty (8) 2-dr., 
$695. 

’55 Bel Air (8) 4-dr., $625*, $625* (ps), 
$600*, $520*; 2-dr., $585; 2-dr, hard- 
top, $570*; Two-ten (6) 2-dr., $565*; 
4-dr., $490; Two-ten (8) 2-dr., $360*. 


’54 Two-ten 2-dr., 
’53 Bel Air conv., 
wagon, $365; 2-dr., 
105*. 
CHRYSLER—’58 Saratoga 4-dr., $1,470* 


; Two-ten station 
$180; 4-dr., $150, 


ps). 
’57 Saratoga 4-dr., $1,635* (ps); Wind- 
sor 4-dr., $1,100* (ps). 

DeSOTO—’'57 Firedome 4-dr., $1,405*. 
55 Firedome 2-dr, hardtop, $475* (ps). 
’54 Firedome 4-dr., $350* (ps). 

DODGE—’ 57 Coronet (8) 2-dr., $1,150*. 
’55 Royal (8) 2-dr., $495* (ps). 

"54 Sierra (6) 2-dr., $355. 
’52 Sierra (6) 2-dr., $105. 


FORD—’'59 Galaxie (8) 2-dr., $2,290* (ps). 
’58 Thunderbird (8) 2-dr., $2,720* (ps); 
Fairlane 500 (8) conv., $1,825* (ps); 
4-dr., $1,655* (ps); 2-dr., $1,630*; 
Fairlane (8) 2-dr., $1,300; Country 
Sedan (8) 4-dr., $1,705*; Custom 300 
(6) 2-dr., $1,100. 
‘57 Fairlane 500 (8) Skyliner, $1,475*; 
2-dr., $1,340* (ps); Fairlane (8) 4- 





(Continued on Page 43, Col, 1) 





COLORADO 


MARYLAND 





NEW JERSEY 


NEW YORK 





PENNSYLVANIA 








Denver Auto Auction 
6% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 








INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Weds 11:00 
A.M. Dual Ring. CHapel 4-9546. 








MISSOURI 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
** Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
Twin Ring Selling 





BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday aft Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


Send for free copy of next 
week's Aptco Auction Report 











Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
© Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers, 

Fair management, 


MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar ?. 








North-East-South-West 
Automotive News' 
“Leading Used-Car Auction Direc- 
tory" gives directions to top U. S. 

Auto Auctions EVERY WEEK. 














Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 





GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 





CORRY AUTO AUCTION 
Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 


tion.” For reserved numbers call ay 
36-391. Auctioneers: Ray Austin, C 
Cummings, Odi Adcock. Owner: George 


Hartley. 








TENNESSEE 











NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
on Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 














NORTH CAROLINA 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Iinsured—No Registration Fee 








TEXAS 








RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 











OVER 500 CARS EVERY WEEK 
NO HOUSE CARS! 


r\ an Gal = @1 ges-3-1aey-1el-me) mi dal ie t= 1-3 


t a A Auct ie 


Every WEDNESDAY, 11 A. M. 


NATIONAL AUTO 
DEALERS EXCHANGE 











as FAFA 


COME TO o-/ 
Manheim Auto. Auction’s ; 


$15,000 
. 14TH ANNIVERSARY } 
> (CELEBRATION 


%& Big CASH PRIZES 
) Free CHICKEN BARBEQUE DINNERS 2? 


} PLUS 2 BIG SALES DAYS 
SEPTEMBER 17-18 


) 
Manheim Auto Auction, Inc. 
) 


Route 72, Manheim, Pa. 
Telephone MOhawk 5-2401 


~~ 














LU CA D, the Dealers’ Directory 
to Leading Auto Auctions. 








AMARILLO AUTO 
AUCTION, INC. 


3202 E. 10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued 


SALE EVERY FRIDAY 
Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 

















WASHINGTON 











SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Bob McConkey 
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= anen sedee tna} $700*; Super ae tae, teen (8) sport se- 
-dr. viera, ps). an, 1,080*, 1,050*; 2-dr., $960*; 
U ® * es be a ny ar ach oat Model Breakdown Be (8) 2-dr., $820*. 
r viera, ps); Special 4-dr., e . el Air (8) sport coupe, $1,120, 
sed- ar Auction Pr ces $278. Of Auction Averages $590°; conv. $1,030 (ps); | 
; *s ° ps); Corvette 
—we i ’53 RM 2-dr. Riviera, $270* (ps); Super 9 (8) conv., $985*; Two-ten (8) 4-dr., 
2-dr. Riviera, $230* Sept., 1959 Aug., July, $865*; Two-ten (6) 4-dr., $690; Del- 
CADILLAC—'58 (62) conv., $5,000* (ps); Model To Date 1959 1959 ray, $690; One-fifty (6) 4-dr., $600. 
Coupe de Ville, $3,775* (ps); Sedan| 4959 14 618 "54 Bel Air station wagon (9 pass.), 
(Continued from Page 42) de. Ville, 9$3,635° (ps): (60) Special a ene bey ee $700° (pe); Two-ten 4ir,, $370 
-dr., $4,290° (ps), $4,175*% (ps). | BODGerrreceeeeeeee ’ ’ ’53 Two-ten station wagon 4-dr. (9 
dr., $1,430° (ps); conv., $1,340°, $1,- 2-dr., $560*. "57 (62) Sedan de Ville, $3,075* (ps),| 19657.............. 1,321 1 1,300 pass.), $510* (ps), $445*; 4-dr., $335, 
, . ’ 
240*; Country Sedan (8) 4-dr., $1,025*; 53 Chieftain 2-dr., $260*. $3,025* (ps), $2,750" (ps); conv.,| 4956 888 915 910 $320*; Bel Air 4-dr., $375*; One-fifty 
Custom 300 (8) 4-dr., $1,100*, $1,075*, | RAMBLER—’57 Custom (8) Cross Coun- $3,070* (ps), $2,995* (ps); Coupe de| ,,.. ~~ delivery sedan, a 
__ $1,005; Custom (6) 2-dr., $855. __ try, $1,500*. Ville, $2,800* (ps); 4-dr., $2,725*| 1956.............. 685 689 674 ’52 Deluxe 4-dr., $195 
56 Custom (8) 4-dr., $710; 2-dr., $670, 56 Custom Cross Country, $900*; De- (ps); (60) Special 4-dr., $2,820* (ps). ES 401 436 427 ’51 Deluxe 2-dr., $225*, $175*; 4-dr., 
,_ 3645; Fairlane (8) 4-dr., $605. __Juxe 4-dr., $640*. "56 (62) 2-dr., $2,125* (ps). 1953 249 297 286 $150. ; 
= Fairlane (8) 2-dr., $825: conv., $675; ’55 Custom Cross Country, $760, $500*. °55 (60) Special 4-dr., $1,765° (ps). | sa. "49 Deluxe 2-dr., $115. 
4-dr., $410°; Country Squire (8) 4-dr.,| °52 Custom 2-dr., $140; Super station| °54 (62) 2-dr., $1,325* (ps): conv., $1,-| 1952.............. 210 215 192 | CHRYSLER—'57 (300) 2-dr., $2,550* (ps); 
sese". F al ee eee ‘4. wagon, $120. 270* (ps); (60) Special 4-dr., $1,300* Overall NY 2-dr. hardtop, $2,160* (ps). 
$515. Main (8) aioe $380 ; ” ea (ps). a Average $1,023 $1,028 $1,031 "56 Windsor Town & Country, $1,500*. 
{ r 5; ” : LOS ANGELES 53 (62) conv., $675 og Renna Special 55 NY 2-dr. hardtop, $1,140* (ps). 
*54 Custom (8) 2-dr., $425; 4-dr., $200. 4-dr., $630* (ps), $510* (ps). ’53 NY 4-dr., $200* (ps). 
,53 Custom (8) 2-dr., $250. Harold Henry’s Los Angeles Dealer Auto "52 (62) 4-dr., $440* (ps). 485: Del (8) 2-d 1,500* ’50 Windsor 4-dr., $150*. 
52 Custom (8) 2-dr., $125. , | Auction. Sale every Tuesday. Prices are| ‘50 (62) 4-dr., $340*. , }; Delray (8) 2-dr., $1, . DeSOTO—’'57 Firesweep 4-dr., $1,095*. 
IMPERIAL — '57 Imperial 4-dr., $1,825*| for sale of Aug. 25. CHEVROLET—’59 Impala (8) sport sedan, 57 Corvette (8) conv., $2,505°, $2,300;| +52 Firedome 4-dr., $100. 
(ps). BUICK-—~’57 Special Estate Wagon, $1,900* $2,590* (ps); conv., $2,550* (ps); Bel Two-ten (8) 4-dr, (9 pass.), $1,840* | nODGE — '58 Coronet (8) 4-dr, hardtop, 
LINCOLN—’58 Continental Mark III 4-dr., (ps); Century 4-dr., $1,330* (ps). Air (6) 4-dr., $2,150*. (ps); (6 pass.), $1,525*; 4-dr., $1,- $1,805* (ps); Custom Royal (8) 4-dr., 
$3,000. oe ’56 Century 2-dr. Riviera, $1,090*; Spe-| ‘58 Impala (8) sport coupe, 2 at $2,200* 390°, $1,350°, $1,300°; Bel Air (8) $1,795* (ps). 
MERCURY—'56 Montclair 2-dr., $795*. cial 2-dr, Riviera, $955*; 2-dr., $925* (ps), $2,150* (ps), $2,090* (ps); conv., $1,585*; sport coupe, $1,550*,/ +57 Coronet (8) 4-dr. hardtop, $1,525* 
55 Montclair conv., $555*; Monterey (ps). conv., $2,130* (ps), $2,065; Bel Air $1,530*; One-fifty (6) utility sedan, (ps); 2-dr. hardtop, $1,330*; 2-dr., 
. 4-dr., $380*. "55 Century 2-dr, Riviera, $1,070* (ps), (8) sport coupe, $1,930; Biscayne (8) $840. $1,185*, $1,060*. 
54 Monterey 4-dr., $450*. $820*; 4-dr. Riviera, $875* (ps); Spe- 4-dr., $1,620*, $1,550*%, $1,495*, $1,- "56 Bel Air (8) 4-dr., $1,200*; sport (Continued on Page 45, Col, 1) 


NASH—’54 Statesman (8) 2-dr., $125. 
| OLDSMOBILE — '59 (88) 2-dr. Holiday, 
$2,100* (ps); (98) 4-dr., $2,230* (ps). 
"58 (88) 2-dr., $2,010* (ps). 
"57 (88) 4-dr., $1,355°*; 2-dr., $1,170", 
$1,130*. 
"56 (98) conv., $1,180* (ps); 4-dr., 
$980*; 2-dr., $525*; (88) 2-dr., $880* 


(ps). 
"55 (88) 2-dr. Holiday, $815*, $600* 
(ps); 2-dr., $590*; 4-dr., $670*, $630*, 
540*; (98) 4-dr., $630* (ps). 
"54 (88) 2-dr. Holiday, $455*; 2-dr., 
$455*, $240*. 
| "53 (88) 2-dr., $170*. 
| PACKARD—’55 Clipper 4-dr., $165*. 
| PLYMOUTH—’58 Savoy (8) 4-dr., $1,020. 
‘57 Belvedere (8) 4-dr., $1,135* (ps); 
Savoy (8) 4-dr., $770. 
"56 Belvedere (8) 4-dr., $645* (ps); 
conv., $550*; Suburban (6) 2-dr., $390, 
| $385. 
i "54 Plaza (6) 4-dr., $150. 
/ PONTIAC—'57 Super Chief 2-dr. Catalina, 
$1,375°*. 

’56 Star Chief 2-dr, Catalina, $900* (ps). 

*55 Chieftain 4-dr., $605* (ps). 

*54 Star Chief 4-dr., $330*. 
RAMBLER—’59 Custom (8) 4-dr., $1,800. 
STU DEBAKER—’54 Commander (8) 2-dr., 

| $390*. 

| MISCELLANEOUS—’57 Ford Express \%- 
ton, $745; (8) %-ton pickup, $745. 

56 Ford %-ton, $620. 

’48 International 1%-ton stake, $185. 


\ ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Aug. 
24. Although selling was brisk up to a 
certain price at our auction here today, the 
car market declined moderately despite the 
light volume of offerings. The bidding 
seemed to dry up in an atmosphere of 
supreme caution regardless of the quality 
of the car. Sold 120 cars from 157 con- 
signments. 
BUICK—’'58 RM conv., $1,400* (ps) 2-dr. 
Riviera, $1,350* (ps); 4-dr. Riviera, 
$1,300*. 
*56 Special Estate Wagon, $1,020* (ps); 
Century 4-dr, Riviera, $900*. 

"55 Century 4-dr., $685*; Special 2-dr. 
Riviera, $650°*. 

54 Super conv., $550*; 4-dr., $425*. 

’53 Special 4-dr., $300, $180; Super 2-dr. 
Riviera, $200°*. 

CADILLAC—’'57 (62) 4-dr., $2,600*° (ps), 
$2,375* (ps), $2,350* (ps); (60) Spe- 
cial 4-dr., $2,550* (ps). 

"56 (62) 4-dr., $2,350° (ps), $1,550°. 

"55 (62) 4-dr., $1,350° (ps). 

*54 (62) 2-dr., $1,060* (ps). 

"52 (62) conv., $170*. 

"49 (62) Coupe de Ville, $235*. 
CHEVROLET—’58 Brookwood (6) 4-dr., 

$1,730*; Biscayne (8) 4-dr., $1,400*. 

"57 Bel Air (8) 4-dr., $1,400°; station 

wagon 4-dr., $1,390*; Two-ten (8) 
4-dr., $1,100*. 

’56 Bel Air (8) 2-dr., $1,020*, $975°*. 

"55 Two-ten (8) station wagon 4-dr., 

$850; Two-ten (6) station wagon 4-dr., 
$780; 2-dr., $660*; Bel Air (8) 4-dr., 
$665*. 

’54 Bel Air station wagon 4-dr., $450; 

4-dr., $380*; One-fifty station wagon 
| 4-dr., $420; Two-ten 2-dr., $390. 

53 Two-ten 2-dr., $390; Bel Air 2-dr., 

$380*, $260*, $260. 

CHRYSLER—’57 Windsor 2-dr. hardtop, 
$1,400* (ps). 

DeSOTO —’'56 Adventurer 2-dr. hardtop, 
$1,100*. 

DODGE—’57 Suburban (8) 2-dr., $1,300*. 

EDSEL—’58 Pacer 4-dr. hardtop, $1,380* 





(ps). 

FORD—'59 Custom 300 (8) 4-dr., $1,770. 

"58 Fairlane 500 (8) Skyliner, $1,875* 
(ps). 

’57 Country Squire (8) 4-dr., $1,550*; 
Country Sedan (8) 4-dr., $1,375*; 
Fairlane (8) 2-dr., $1,250*; Del Rio 
(8) 2-dr., $1,225%; ‘Custom 300 (8) 
4-dr., $1,080*; 2-dr., $890, $880; Cus- 
tom 300 (6) 4-dr., $590; Custom (8) 
2-dr., $910. 

’56 Fairlane (8) conv., $795*. 

“55 Country Sedan (8) 4-dr., $790*, $710; 
Fairlane (8) 4-dr., $740*; Custom (6) 
2-dr., $560*; Custom (8) 2-dr., $540. 

°54 Crest (8) conv., $625; Ranch Wagon 

(8) 2-dr., $425; Custom (8) 2-dr., 

$410*, $380; Main (6) 4-dr., $275. 

"52 Custom (6) 4-dr., $120. 

LINCOLN—’ 54 Capri 2-dr. hardtop, $310*. 
MERCURY—’57 Montclair 4-dr. hardtop, 
$1,150*. 
{ °55 Montclair 2-dr. hardtop, $800*. 
| ’54 Montclair 2-dr, hardtop, $480; Mon- 
terey 4-dr., $310. 
*53 Custom 4- ‘dr. ° $170°. 
52 Monterey 2-dr. hardtop, $220* 

OLDSMOBILE — '57 (88) 2-dr., $1, 350* 

(ps). 

56 (88) 4-dr., $975* (ps), $775*. 

*55 (88) Super 4-dr., $800*; 2-dr., $770*, 
$710*; conv., $720* (ps). 

"54 (88) Super 2-dr. Holiday, $250° (ps). 

PACKARD—'56 Clipper 4-dr., $700* (ps). 

* PLYMOUTH—’ 57 Belvedere (8) 2-dr. hard- 
top, $1,325* (ps); Belvedere (6) 4-dr., 
$980*; Savoy (6) 4-dr., $950*. 

°56 Suburban (8) 2-dr., $690, $670*; 
Plaza (6) 4-dr., $680°: 2-dr., $540*. 

°55 Savoy (6) 4-dr., $450*, $430*. 

°54 Savoy 4-dr., $210. 

PONTIAC—’57 Star Chief 4-dr. Catalina, 
$1,350* (ps); Super 4-dr. Catalina, 
$1,260* (ps); Chieftain 4-dr., $1,180*, 

s 





56 ‘Star Chief conv., $1,000*; 4-dr., 
$635*; Chieftain 4-dr., $750*; 2-dr. 
Catalina, $700°. 





55 Star Chief conv., $670*; Chieftain 



























If trucks are the tools of your business, profitable operation depends on your 
choice of the right trucks for your job. In the new Brockway Huskie, every 
major part is specifically selected to fit your exact requirements. It is your 
assurance of custom-built efficiency and economy that no mass-produced truck 
can equal. Call your Brockwoy representative. Let him show you how Brockway 
can point your way to higher profits. 


A few of the NEW 
Brockway Huskie features: 


@ Wider choice of power—gasoline or 
diesel @ Larger cooling capacity 

@ improved power steering @ All steel 
Safety-View cab @ Dual headlights 

@ Step-Aside fenders @ Easy-Access 
maintenance 






© —— 
Bnochway ‘ 





























iving Legend 
of the Highway for more 
than 45 years. 







Division of Mack Truck 








AUTOMOTIVE NEWS, SEPTEMBER 7, 1959 











44 

The following prices include the sug- 036; 2-dr. hardtop, $2,958; conv., $3,286; 
gested base factory list prices, Federal 4-dr. 2-seat stat, wag., $3,365, Super 88— 
excise tax amounts and suggested dealer e 4-dr, sed., agg fae na tist ate 
delivery-and-handling charges. Not in- T p U S 2-dr, hardtop, $3,328; conv., $3,595; 4-dr. 
cluded variable items passed on to C e Oo C 2-seat stat. wag., $3,669, Series 98—4-dr. 
the vetall buyer, such as State and local u r r e n r ! Cc Ss n a - a r Ss sed., $3,890; 4-ar. hardtop, $4;162; 2-dr. 

charges and op- hardtop, $4,086; conv., $4,366. (¢ 


(Copyright, 1959, by Automotive News) 
re—4-dr. sed., $2,804; 2- 
4-dr. hardtop, $2,925; 


; $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,541. Electra — 4-dr. sed., 
$3,856; — hardtop, $3. $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(Cwmmiow “hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. ( rbine Dyna- 
flow standard on Invicta, 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 











$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 


dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
$7,401; Biarritz conv., $7,401. Sixty 


top, 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—S8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 
CHEVROLET — (Prices are for six- 
cylinder models, For V-S8s, add $118.) 
-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr, hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 





Helps Sell Own Car, Dealer Aide Says . _ 





‘Know Rival’s Product’ 


By L. H. Houck 
Staff Correspondent 

KEOKUK, Ia.— “You must not 
only know all about the cars you 
are selling but as much about the 
competitors cars as well,” said 
Paul Mahannah, manager of Tigue 
Motors (DeSoto-Plymouth), which 
consistently turns in increasing 
volume. 

“That’s because it is most. im- 
portant that you sell the advan- 
tage of your car over other cars,” 
Mahannah continued. 

Recently one of Tigue’s new 
Plymouth owners made a long trip 
and kept an accurate record of the 
gas mileage. When he returned he 
came in and reported 24 miles per 
gallon. 

This made fine ammunition for 
Tigue salesmen, But since the man 
was a slow driver, they had one 
of their salesmen keep an accurate 
check on a trip he made, He re- 
ported 20 m.p.g. at an average of 
60 m.p.h. 

Thus the firm had economy 
records that would fit almost all 
classes of. drivers. Further am- 
munition was added by a Plym- 
outh V-8 which averaged 21.15 
m™.p.g. in the Mobilgas economy 
run. 


Economy is only one part of the 
Tigue sales angle. More than 75 
percent of sales include power 
steering. Mahannah-has a special 
stretch of road which he uses -to 
demonstrate power steering. 

The shoulder runs to rough, 
Sandy and even muddy. After the 
prospect has driven the demonstra- 
tor, Mahannah takes. him to this 
particular stretch of road. 

prospect is told to drive 
with two wheels on the shoulder 
and two wheels on the pavement 
and steer with one finger at 40 
to 50 m.p.h. This also affords a 
‘splendid demonstration of the 
Torsion-Aire suspension system 
in front. 

Mahannah then shows the pros- 
pect how easy the car steers back 
onto the pavement, He also points 
out that if the driver has to make 
a dive for the shoulder to avoid 


7 Mortgaged Cars 
‘Lost’ in Collapse 
Of Used-Car Firm 


CLEVELAND.—Seven used cars 
mortgaged to Metropolitan Finance 
Co. could not be accounted for. dur- 
ing a bankruptcy hearing involving 
Super Auto Sales, Inc. 

Carlton C. Helbig jr., who said 
his wife, Rosemary, headed- the 
firm, told the finance firm’s attor- 
ney, “I didn’t sell the autos and I 
don’t know where they are.” 

He said all title work on cars 
was handled by Emi] Durand, a 
former vice-president of the used- 
car firm, Durand was arrested two 
months ago by the FBI ona 
charge of transporting a stolen car 
across a state line. 

Helbig also denied knowing of a 
deal in which money was borrowed 
from Metropolitan Finance .on a 
car sold several years earlier. Met- 
ropolitan’s lawyer.later said the. 
" ialeper was borrowed on a. car 

per Auto Sales didn’t even own. 

“Meanwhile, Mrs, Helbig was be- 
ing held on a charge of failing to 
deliver a title to the purchaser of 
a@ 1953 Cadillac. 











an accident, he is safer with 
power steering and the Torsion- 
Aire suspension system, 

Salesmen use regular test routes 
to show customers how the cars 
handle, For instance, the salesman 
takes a particular corner too fast 
with the statement that all drivers 
sometimes find themselves going 
too fast into a curve. 

The salesman then invites the 
prospect to take the corner at 
even higher speed, showing him 
he has the car that can get him 
out of the situation, He then in- 
vites the customer to try the 
same corner at the same speed 
with his own car. Nobody takes 
the salesman up on this request. 

Since DeSotos and Plymouths 
ordinarily run from $40 to $60 
higher than comparable cars, Ma- 
hannah said his salesmen make 
sure that the customer understands 
they cost more because more is 
put into these cars. 

Then the salesman points out 
some of their exclusive features, 
such as safety-rim wheels, baked 
enamel finishes, torsion front sus- 
pension with the remark that these 
things cost more. 

They also are stressing the new 
fast factory service and the fact 
that the factory is set to do every- 
thing possible to insure customer 

satisfaction. 

The prospect then is told about 
the factory-trained men in the 
service department and those 
who have taken refresher courses 
at the new Chrysler Corp. train- 
ing center in Skokie, Il, 

Tigue also stresses the fact that 
for any unusual condition or any 
unsatisfied customer complaint, the 
factory can place a highly trained 

technician in the dealer’s service 
department in from an hour to not 
more than three hours. 

In the order of general use, the 
Tigue selling points are economy, 
quality warranty, warranty service 
to customer, factory technical serv- 
ice, styling and ride. 

Joseph E. Tigue, who heads 
Tigue Motors, recently celebrated 
25 years as a DeSoto dealer.. He 
established his company in 1923 
with Hudson-Essex. 


Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897, Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr, hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueF lite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (T ur b o-Drive, 
power steering, power brakes standard on 
all models.) 

DeSOTO—Firesweep—4-dr, sed., $2,904; 
4-dr, hardtop, $3,038; 2-dr, hardtop, $2,- 
967; conv., $3, 315; 4-dr, 2-seat stat. wag., 
$3,366; 4-dr, 3-seat stat. wag., 
Firedome—4-dr. sed., $3,234; 4-dr. 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Fireflite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358, Ad- 
venturer—2-dr, hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 

DODGE—Coronet Six—4-dr.  sed., 
586.50; 2-dr. sed., $2,515.50; 2-dr, hard- 
top, $2, 643.50. Coronet V-8—4-dr._ sed., 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
2-dr, hardtop, $2,764; conv., 

yal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop $2,990. 
Custom Royal—4- -dr, sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons——4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr, 3-seat Custom Sierra. $3,438.50. 

EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 


$2,- 


Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Vinager, $2,971; 4-dr., 3- 
seat Villager, $3,054 

FORD—( Prices ~~ ‘ae six-cylinder mod- 
els, For V-8s, add $118.) Custom 300— 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr, sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, $2,654; 2-dr, hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr, 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, hardtop, 
$3,696; conv., $3,979. 

IMPERIAL—Custom—4-dr. sed., 
4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. Le -dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, "$5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 

MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Monteclair—4-dr. sed., $3,308; 4- 
dr, hardtop, $3,437; 2-dr. hardtop, §$3,- 
356.50. Park Lane—4-dr, hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr,. 2-seat Commuter, 
$3,144.50; 4-dr, 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Merc-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Merc-O-Matic, power steer- 
ing, power brakes standard on Park Lane.) 

OLDSMOBILE—Series 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 


$5,016; 








Matic, power steering, power brakes stand- 
ard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2, 142. 75. 
Belvedere Six—4-dr, sed., $2,439.75; 2-dr 


sed., $2,389.25; 4-dr. hardtop, $2, bo. 75; 
2-dr. hardtop, $2,461.25, Station Wagon 
Six—2-dr, 2-seat Deluxe, $2,574.25; 4-dr. 


2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth ‘v-8— 8—(On the follow- 
ing models, a V-8 engine is standard and 
a six- cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2- dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2- -dr, 2- seat Custom, §$2,- 
$14.25; 4-dr, 3-seat Custom, $2,990. 75; 4- 


dr, 2-seat Sport, $3,020.75; 4-dr, 3-seat 
Sport, $3,130.50. 
PONTIAC—Catalina—4-dr. sed., $2,704; 


2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, $2, 768; conv., $3,080; 4-dr. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Chiet—4- dr, sed., $3,- 
005; 2-dr, sed., $2,934; 4-dr. hardtop, $3,- 
138. Bonneville—4-dr. hardtop, $3,433; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr. ’2-seat 
stat. wag., $3,532. 

BLER—American—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2,562. Custom Six—4-dr, sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V- 8—Super—4- -dr. sed., $2, 398; 4-dr, 2-seat 
stat. wag., $2,692; Custom—4- ‘dr, sed., $2,- 
513; 4-dr, hardtop, $2,588; 4-dr. 
stat. wag., $2,807: Ambassador—Super— 
4-dr, sed., $2,587; 4-dr, 2-seat stat. wag., 
$2,881. Custom—4- dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 
$3,026; 4-dr. 2-seat hardtop stat. wag., 
$3,116. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $1,995; 2-dr. sed., $1,925; 2-dr, 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr. 
sed., $2,175; 2-dr, hardtop, $2,275; 2-dr. 
2-seat stat. wag., $2,455. Lark Regal V-8— 
4-dr, sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr., 2-seat stat. wag., $2,590. Silver 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 





New Commercial-Car Registrations, 
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Truck istrations ~~ states are 
Ly RL, Polk representatives ta | Brock-| Chev. mend M. |nation- TO. 
cagubenahalbets nm . na | 
state capitals. way | rolet | 7 | Dodge! Ford 9 al | Mack White | Willys | Misc. | TAL 
24 States Previously Reported 59| 34) 8986) 126) 1392) 7884; 2154, 3825; 512 195' 388, = 923) —sNN2|«-27531 
For July 58 34, 7237) 139] +1288) 6200; 1585; 2831; 520 144 305, 541) 856] 21700 
Arkansas *59| | 686. 6} 56) 510) 101} 166 7 8 5 9 16 1570 
58 | | 694 S| 52| 477 149; ‘172! 20 5 9 13 7) 1603 
Colorado "59| 594) 4| | 525, 116) 182, TT 9 15 112 20; 1683 
‘58 | i502 2| 69; 303) ~—s«101 101 1 i i 93 19, 1223 
Connecticut 59) mand l 21; «126 34) 67 i 5 16 45) 41| 483 
58 | ' 149} 1| 31} 104) 29) 90 18 | 24| 31) 64) 543 
Florida 59 1 786| 15| 73|  +776| + ~ +«20'| ~+«273 38, 20 43, (117| +224, +2577 
58 | | 643] 5 38) 385} = 104j_—S 21 33 6 30 46 110} 1521 
lowa 59 542| 16| 70; 545| 87| 325 é 10 13) 22] 42, 1678 
58 | | 481 | 23| 61; 360! 78} 207 7 7 | 15| 38| 1288 
Maine "59| | 118) l 21; —«*114| 30) 84) 4) 4 1| 26) 19) 421 
58 | 99| 15| 82| 28) 84 7 2| 4 21| 13} 359 
Maryland 59] 5] 286) 9| 46| 254) %5| «+137! 15 | 2| 16| 37) 53) 955 
'58| 3 254| 2| 32} 184) 40) 78 28) 4 1 21) 16| 673 
New Mexico 59) | 463| 2| 51; 267! 9 77 3 5 1] 34) 16) 1024 
'58| | 345] 2| 30| +187) 85 | 68! 15) 5 8| 12| 11] 768 
Oklahoma 59) | 1079] | 87; 769, +146) +224) 24 8 16) | 20/2396 
58 | | 703} 1| 43|  486/ 97; 150] 7 13] 8| 14) 1533 
South Dakota 59) | t72I 1 42 165! 50; ‘132| 2 1 1| 20) 10; 5% 
58 | | 194} 3] 30} —s‘183| 27\ ~—« 109) 4 8 5 | 3/578 
Washington 59] | 494| 1) tat; 489) ~—SO77|~—S—«WN'92| 9) 13) 29) 43] 99| 1667 
"58 404| 61| 249} N91 744 16) 6| 10! 27) 931 1159 
35 States Reported "591 40| 14323) 1181/2075) 12424! 3296, 5684) 642) 280) 554) 1410) 1672] 42581 
To Date for July ‘58 | 38} 11705} 183) 1750) 9200! 2442] 4185) 690) 212)  436| 863) 1244] 32948 
Year "59 593| 181875 1455! 29665! 149355| 38431| 54931| 7762] 3455| 8285 14187| 21928) 511922 
To Date 58 434| 134328} 1583] 20664) 107832| 28041] 47377] 6300| 2474) 6364) + 9891| 15581! 380869 
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New Passenger-Car Registrations, 34 States for July, 1959-1958. 






















































































































































































Car registrations by| AMC | cp | D. PI CHRYS M FORD Cadil-| Ch Olds-| P G.M.|_S-P |Miscel- 

states as compiled Ram- od gah Hae ay *- | Dodge yy | LER | Ford | Edset |Lincoln 4 Buick | ~jre sa a 299 TAL| Stude-| lan- [TOTAL 
y R. L. Polk &-Co. ler ler rial Soto outh TOTAL cury TOTAL lac rolet |mobile} tiac | TOTAL Schur | Gee 

23 States Previously ‘59 10837 19} 401 1354; 4175) 11014| 18855; 40096) I1I9 584) 4145| 45944, 6288) sual 41849; 9201; 10629| 71179; 3517| 12936| 163268 
Reported for July ‘58 5686 1694] 302 1207 3400}. 11134| 17737| 26379) 83 447| 3750} 31407} 5905) 2944} 35781 7478| 5584; 57692 1476| 7727) 121425 
Arizona ‘5? 222 3% 8 13 73 2 341 769| 23 | 112) 924) 115} 87) 904| 194) 262! 1562) 81| 427; 3557 
‘58 91 33 8 16 55 214 326 425 32 20 94) 571) 84 66! 686 | 155] 88; — 1079| 10 287| 2364 
Arkansas ‘59) 276| 35| 3 23 i 272 444 1290 26 9 B | 1457 148 68; 1458 271 299 2244 101 273 4795 
‘58| 90} 20) 5 18 80 229 352 742 20 9 79 850 136 54! 1066 203 155 1614 29 137} 3072 
Colorado "5? 470 66 23 35 184 307 615 1530 44 26 146| 1746 211, 103; 155! 303 388 2556 146 651 6184 
‘58 258 53 13 31 152 294 543 849 27 13 149| 1038} 155| 84| 1300 219 159; 1917 20 448| 4224 
Connecticut *59| 578 9 18 59 165 618 959 1562 24 rH 157| 1767} 180) 165| 1408} 373) 445| 2571} 186 1031 7092 
‘58 387} 89 18 57 189 630 983 1328 54 30 172; _ 1584} 162 147| 1640} 376| 291 2616 71 1039 6680 
Florida "59 1017) 159 63 116 355 916 1609 3812 77 112] 390 4391 | 582 548|. 4053 863 958 7004 231 4459| = 18711 
‘58 312) 123 28 49 172 713 1085 2064 40 69| 278| 2451 | 383 361} 2326 534] 323 3927 51 1402 9228 
lowa ‘59 631 93 17 51 248 575 9784 2361 58| 17) 246; 2682 316 110 2444 480 549 3899 174 481 885! 
‘58 338 65 12 38 “179 535 829 1556 49| 17 248| 1870 319) 137 2062 456 382 3356 65 202| 6660 
Maine ‘59 185 20 3 il 7 207 316 603 21 4 cad 677 65 32 536 80 126 839 72 316 2405 
‘58 110 10) i 14 49 146 219 394 8 4 30 436 54 34 417 67 84 656 24 208 1653 
Maryland *59| 639 127) 21 93 261 788 1310) 2391 42 34 167| 2634 262 153 2689 440 512| 4056 208 1009; 9856 
‘58 293 93 12 78 234 841 1258 1401 26 26 183 1636 285 143 2469 390 294 358! 49 586 7403 
New Jersey ‘5? 1336 374 4 195 553 1518] 2700' 4629 86 86) 451 5252 624 618) 4612 1151 1483 8488 513 2166| 20455 
"58 684 335 70 227 $37 1821 2990|. 2792 109 100/ 504 3505 614] 531 4542 1112 738 7537 140 1468) 16324 
New Mexico ‘5? 166 33) 10} 20 80 162 305 721 18 15 77 831 | 127 59/ 782 153 178 1299| 76| 430| 3107 
‘58 91 22| 9) 25 56 157 269 500 31 i % 638] i 45) 665 126 100} 1047 Hl 156 2212 
South Dakota ‘59 122 39 6| 23 88 147 303 607 22 4 78) 711} 99 34 632 165 121 1051 4l 124| 2352 
‘58| 103 33 7| 20 76 186 322 488 13 6 50} 557| 91 28 573 121 105 918 32 72| 2004 
34 States Reported ‘59 16479! = 2992! 633 1993| 6388| 16735! 28741| 60371 1560) 935 6150| 69016; 9017; 5189) 62918| 13674) 15950) 106748) 5346| 24303| 250633 
To Date for July ‘58 8443 2570) 484 1780; 5179] 16900) 26913| 38918 1240} 752] 5633| 46543 8299|  4574| 53527/ 11237] 8303) 985940 1678| 13732] 183249 
Year ‘5? 193083|. 34910! 9700! 24993| 78975| 211944) 360522) 794317| 25780! 15965!  83041| 919103| 143769 6| 818546| 208345| 216888 1468524| 73767| 316515/3331514 
To Date ‘58 87029; 35028| 8933} 28306| 73928] 218845| 365040] 539783| 23297| 16241| 76585) 655906} 149876! 72662] 713540] 179378] 130711|1246167| 22652] 176644| 2553438 
he registrations 
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the report is published. i 
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56 Royal (8) Sierra, $1,190* (ps); Cus- 
tom Royal (8) 4-dr., $830*; 2-dr. 
hardtop, $815*. 

’55 Royal (8) 2-dr. hardtop, $765* (ps). 

"54 Coronet (8) 2-dr., $540*; 4-dr., 
$375*; Royal (8) 2-dr., $425*. 

53 Coronet (8) 2-dr. hardtop, $375; 
2-dr., $195. 

FORD—’59 Thunderbird (8), $4,100* (ps), 
$3,700* (ps), $3,600* (ps), $3,450; 
Fairlane (8) 4-dr., $2,100*%; Ranch 
Wagon (6) 2-dr., $1, 930; Custom (6) 
300 2-dr., $1,895 

"58 Thunderbird (8), $3,385* (ps), 2 at 
$3,250* (ps), $3,075* (ps), $3,050* 
(ps), $3,025* (ps); Country Squire (8) 
4-dr., $2,025* (ps); Country Sedan (8) 
4-dr. (9 pass.), $1,960*%; (6 pass.), 

i $1,950* (ps); Fairlane 500 (8) 2-dr. 

A Victoria, $1,875* (ps), $1,860* (ps), 

| $1,840* (ps), $1,700* (ps); 4-dr., $1,- 

' 750* (ps). 

j 57 Fairlane 500 (8) conv., $1,675* (ps); 

4-dr, Victoria, $1,650* (ps), $1,350*; 

4-dr., $1,225* (ps); Country Sedan (8) 
| 4-dr., $1,650* (ps), $1,315; (9 pass.), 
$1,650* (ps), $1,500; Fairlane (8) 2- 

i dr, Victoria, $1,385* (ps); 4-dr. Vic- 
} toria, $1,275* (ps). 

56 Country Sedan (8) 4-dr., $1,300* 
anaitiis (ps); Fairlane (8) 2-dr, Victoria, $1,- 

f 100* (ps), $980* (ps); Crown Vic- 

toria, $1,075* (ps); conv., $970* (ps), 
$900*; 2-dr., $735*; Country Squire 
(8) 4-dr., $1,040*%; Ranch Wagon (8) 

















/ FORD—’59 Country Sedan (8) 4-dr., $2,- $490. 
335; Custom (8) 4-dr., $1,795", PONTIAC—’59 Catalina 2-dr. hardtop, $2,- 
* . ’58 Country Sedan (8) 4-dr. (9 pass.), 575* (ps). 
$1,890*; (6 pass.), $1,825*; Fairlane 58 Chieftain 2-dr. Catalina, $1,805* 
se - ar uC ion rices 500 (8) 4-dr. Victoria, $1,745* (ps), (ps). 
—— $1,605*; 4-dr., $1,535*; Ranch Wagon ’57 Super Chief Safari, $1,650* (ps); 
{ (8) 4-dr., $1,690". Chieftain 4-dr, Catalina, $1,290*. 
‘57 Country Sedan (8) 4-dr., $1,550* ’56 Star Chief 2-dr. Catalina, $1, 190*. 
(ps), $1,455*, $1,445*, $1,425*, $1,- ’55 Chieftain conv., $600* (ps). 
(Continued from Page 43) 345*, $1,205* (ps); Country Sedan (6) ’53 Chieftain 2-dr., $270*. 
4-dr., $1,425*; Fairlane 500 (8) conv., RAMBLER — '58 Ambassador (8) 4-dr., 
hardtop, $1,745* (ps); Yeoman (8) 4- $1,500* (ps), $1,395* (ps); Custom $1,825* (ps); Super (6) 4-dr., $1,735*. 
dr., $1,550*; Biscayne (8) 4-dr., $1,- 300 (8) 4-dr., $1,265*, $1, 210°, $1,- ’55 Custom Cross Country, $950*. 
580°, $1, 505°, $1,485; 2-dr., $1,490; 150*; 2-dr., $1,240*, $1,150*; Custom ‘52 station wagon, $285*. 
Biscayne (6) 4-dr., $1,585%, $1,525°, (8) 4-dr., $1,050*. MISCELLANEOUS — '59 Ford (8) 2-ton, 
$1,495, $1,485; 2-dr., $1,545, $1,495, ’56 Thunderbird (8) conv., $1,870*; Fair- , b 
$1,350. lane (8) 4-dr. Victoria, $1, 085° (ps); ’57 Chevrolet (8) %-ton pickup, $1,150*. 
’57 Two-ten (8) station wagon, $1,590", Custom (8) 2-dr. Victoria, $1,010*; ’56 Ford (8) %-ton pickup, $775; Dodge 
$1,425*, $1,245; 4-dr., $1,155; Two-ten 4-dr., $910*; Main (6) 4-dr., $650. (8) %-ton pickup, $770* 
(6) sport coupe, $1,430, $1,335*; Bel 55 Fairlane (8) 2-dr. Victoria, $890* 55 Chevrolet (6) %-ton pickup, $815. 
Air (8) conv., $1,495* (ps); One-fifty (ps), $860*; 4-dr., $870*%; Custom (8) ’53 Chevrolet %-ton pickup, $570. 
(8) station wagon, $1,475. 4-dr., $760, $725, $720. ’52 Chevrolet panel, $425, 
566 Nomad (8) 2-dr., $1,485* (ps); Bel ‘54 Country Sedan (8) 4-dr. (9 pass.), PA { 
Air (8) 4-dr. hardtop, $1,430* (ps); $520*. i , 
Two-ten (8) station wagon, $1,300; 53 Custom (8) 4-dr., $390*, $315*. EBENSBURG, : 
4-dr., $970. ’52 Custom (8) 4-dr., $225*, $145*. Ebensburg Auto Auction, Sale every 
’55 Bel Air (8) sport coupe, $985*; Bel| LINCOLN — '57 Premiere 2-dr. hardtop, Thursday, Prices are for sale of Aug, 27. 
Air (6) 4-dr., $845*; Two-ten (8) Del- $2,045* (ps). Vast turnover at today’s sale, Sold 66 
ray, $670*; Two-ten (6) 4-dr., $825*,| MERCURY — '58 Monterey 4-dr. hardtop, < x: cars from 90 consignments, 
$720; 2-dr., $710, $675, $665. $1,900* (ps). pn A luminous auto, coated with a eee Ht hy 2-dr. Riviera, $865* 
54 Bel Air 2-dr., $655, $555*, $425*; ’57 Monterey 4-dr. hardtop, 1,650* ; 1 uld (ps) * (ps). 
4-dr., $650*%, $520*; One-fifty 2-dr., conv., $1,625" (ps). SS aaa ak Gu ter Sa % ’55 Special 4-dr. Riviera, $690*. 
$420. 56 Monterey sport coupe, $850* (ps). e seen at night for half ¢ ’ 53 Super 4-dr. $255* (ps); 2-dr, Riviera, 
53 Bel Air 2-dr., $450. ’55 Monterey sport coupe, $1,080*, was introduced in Europe in 1935. $200", $170*. 
"52 Deluxe 2-dr., $330, $170. ’54 Monterey 4-dr., $550°; sport coupe, ’52 Super 4-dr., $105*. 
"51 Deluxe 2-dr., $235, $215*. $510". CADILLAC—’59 (62) 2-dr. hardtop, $4,- 
CHRYSLER—’57 NY Town & Country, $2,- NASH—'55 Ambassador (8) 2-dr. hardtop, "53 (98) 4-dr., $445°*. 150* (ps). 
225* (ps). $730* ’52 (88) Super 4-dr., $145*. ’53 (62) 4-dr., $610*. 
’55 Windsor 4-dr., $550*. 53 Statesman (6) 4-dr., $195*. PACKARD—’52 Clipper 2-dr., $180*. CHEVROLET—’58 Impala (8) conv., $1,- 
DeSOTO — '57 Firesweep 4-dr., $1,395*| OLDSMOBILE—’58 (88) Super 2-dr. Holi- | PLYMOUTH—’58 Savoy = 2-dr., $1,255; 925* (ps); Bel Air (8) 4-dr., $1,575*. 
(ps); 2-dr. hardtop, $1,330*. day, $2,250* (ps). Plaza (8) 4-dr., $1,22 ‘57 Bel Air (8) 2-dr. hardtop, $1,460; 
’56 Firedome 4-dr., $1,025* (ps). ’57 (88) 4-dr, Holiday, $1,425*; 2-dr. '57 Belvedere (8) "4-dr. napeten, $1,320*; Two-ten (8) 4-dr., $1,225, $1,165; 2- 
’55 Firedome 2-dr. hardtop, $805* (ps), Holiday, $1,100*. Plaza (8) 4-dr., $1,065*; Savoy (8) dr., $1,200*; Two-ten (6) 2-dr., $975. 
$800*; 4-dr., $740*. 56 (88) Super 4-dr. Holiday, $1,230* 4-dr., $1,010°*; Savoy (6) "2- dr., $945°*. *56 Two-ten (6) 4-dr., $925. 
“54 Firedrome 4-dr., $325* (ps). (ps); (98) conv., $1,065* (ps). '56 Suburban (8) 2-dr., $780°; Savoy 55 Bel Air (6) 2-dr. hardtop, $695; 4- 
DODGE—'57 Royal (8) 4-dr., $1,365*. ’55 (88) 2-dr. Holiday, $935*. (8) 4-dr., $710* dr., $650*; One-fifty (6) 2-dr., $475, 
EDSEL—’58 Pacer 4-dr. hardtop, $1,445*. "54 (88) 4-dr., $480° (ps). "54 Belvedere Suburban, $620*; 4-dr., (Continued on Page 46, Col, 1) 


2-dr., $950*. 
’55 Fairlane (8) 2-dr. Victoria, $710*; 
conv., $535* (ps), $510*; Custom (8) 
4-dr., $695*, $540, $525*; 2-dr., $740; 
Ranch Wagon (6) 2-dr., $675; Main 
j (6) 2-dr., $530; business coupe, $430. 
| 54 Ranch Wagon (8) 2-dr., $510*, 
| $435", dl Custom (8) 4-dr., $385*; 
i 2-dr., $185 
| 53 Custom (6) 2-dr., $400*; Custom (8) 
2-dr., $375*, $510*; 4-dr., 2 at $250. 
"51 Deluxe (8) 2-dr., $100. 
| HUDSON—’54 Hornet 4-dr., $315*; Wasp 
i 2-dr., $275°*. 
i IMPERIAL—’57 Imperial 2-dr. hardtop, 
$2,500* (ps). 
| "55 Imperial 4-dr., $1,295* (ps). 
LINCOLN—’58 Capri 4-dr. hardtop, $2,- 
300* (ps). 
’57 Premiere 4-dr, hardtop, $2,250* (ps). 

’56 Premiere 4-dr., $1,385* (ps). 

’55 Capri 4-dr., $600. 

"54 Cosmopolitan 4-dr., $545*. 

MERCURY—’57 Montclair 4-dr. hardtop, 
$1,505* (ps). 

’56 Custom station wagon 4-dr. (9 
pass.), $1,175*; Monterey 2-dr., $995*. 

"55 Monterey 2-dr., $905* (ps); station 
wagon 4-dr. (9 pass.), $885* (ps); 
Montclair conv., $835* (ps). 

’54 Monterey 2-dr., $630*; 4-dr., $455*; 
| conv., $425* (ps). 

’53 Monterey 2-dr., $400*; station wag- 
on 4-dr. (8 pass.), $320*. 
’52 Monterey station wagon 4-dr, (8 
pass.), $300*; 4-dr., $160. 
NASH—’51 Statesman 4-dr., $115. 
OLDSMOBILE—’59 (88) Fiesta, $4,230* 
(ps). 
K an = <4 “ar Holiday, $1,485*. 
: (88) -dr, oliday, $1,460* (ps), 
ea $1,215* (ps); 4-dr., $830" (ps); (88) 
Super 2-dr, Holiday, $1,220* (ps); (98) 
2-dr. Holiday, $1,200* (ps). 

"55 (98) 4-dr. Holiday, $1,110* (ps); 
(88) Super 2-dr. Holiday, $875* (ps). 

"54 (98) 2-dr. Holiday, $625* (ps); (88) 
Super 4-dr., $490*. 

’53 (88) 2-dr. Holiday, $550*; (98) 2-dr. 
Holiday, $325* (ps), $265*; (88) Super 
2-dr., $290* (ps). 

’49 (76) 2-dr., $115. 

PACKARD—’55 Clipper 4-dr., $550*. 
PLYMOUTH—’5S8 Belvedere (8) 2-dr. hard- 
top, $1,715* (ps). 

’57 Suburban (8) 4-dr, (9 pass.), $1,- 
825*; Belvedere (8) 2-dr, hardtop, $1,- 
450*; 4-dr., $1,390* (ps); Savoy (8) 
4-dr., $1,060" (ps); 2-dr., $1,005*; 
Savoy (6) 4-dr., $875*. 

’56 Suburban (8) 4-dr., $1,135*; Subur- 
ban (6) 2-dr., $850; Belvedere (8) 
2-dr, hardtop, $800*; Plaza (6) 2-dr., 
$575, $525. 

’55 Belvedere (6) Suburban 4-dr., $850*, 
$785*; Belvedere (8) 4-dr., $655 

"54 Plaza Suburban, $435; Belvedere 2- 
dr, hardtop, $415*. 

’53 Cambridge Suburban, $365, $265; 
Cranbrook 4-drz, $200; Belvedere, 





$150. 
PONTIAC—’59 Bonneville 2-dr. hardtop, 
$2,850* (ps). 

’58 Super Chief 4-dr., $1,600*. 

’56 Star Chief 2-dr. Catalina, $1,085*; 
Chieftain Safari 2-dr., $1,005*; 2-dr. 
Catalina, $805*, $800*. 

’55 Chieftain 2-dr. Catalina, $700*. 

’53 Chieftain conv., $250* 

’51 Deluxe 2-dr, Catalina, $210*. 

= American (6) 2-dr., $1,- 
50. 

’57 Custom (8) Cross Country, $1,645* 
(ps). 

’52 Cross Country, $280. 

STUDEBAKER—’59 Lark (8) station wag- 
on 2-dr., $1,900. 

’55 President (8) 2-dr, hardtop, $785* 
us); Champion (6) station wagon 

dr 
MISCELLANEOUS —'59 Ford (8) Ran- 
chero, $2,125* (ps). 

*58 Ford (6) Ranchero, $1,475; Chevro- 
let (6) %-ton pickup, $1,230. 

*57 Ford (8) Ranchero, $1,300*. 

’55 Ford (8) %-ton, $825. 

"54 Chevrolet %-ton pickup, $570. 

’53 Kaiser Manhattan 2-dr., $190*, 

’51 Ford (8) %-ton pickup, $280. 

’50 International %-ton pickup, $235. 

’48 Ford (8) %-ton pickup, $275. 

46 Ford (8) tow truck, $485. 

*42 GMC (6) %-ton pickup, $135. 


SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 26. 
| Best sale this month with lots of buyers. 
| Sold 176 cars from 369 consignments. 
| BUICK—’57 Super 4-dr. Riviera, $1,525* 
| (ps). 

’56 Special 2-dr., $800*. 
} ’55 Special 2-dr. Riviera, $800*, 
'54 Special 2-dr. Riviera, $520*. 
| CADILLAC—’55 (62) 2- dr. $$1,590* (ps); 
| (60) Special 4-dr., $1,450° (ps). 

"54 (62) 4-dr., $1,275* (ps). 

CHEVROLET ——"59 Impala (8) conv., $2,- 





"58 Impala. (8) sport coupe, $2,135* 
(ps); conv., $2,105* (ps); Brookwood 
(8) 4-dr., $1,820*; Bel Air (8) 4-dr. 











Only Eaton 2-Speed Axles Have 
these Cost-Saving Features | 































FORCED-FLOW 
LUBRICATION 


—supplies positive lubrica- 
tion to all moving axle 
parts, even at slowest ve- 
hicle speeds. Reduces wear; 
cuts repair bills. 


PLANETARY 
GEARING 


—distributes wear over four 
rugged, slow-moving plan- 
etary gears, resulting in 
lower unit stress, reduced 
maintenance, and longer 
axle life. 


SELF- 
CONTAINED 
AIR BRAKE 


—makes quicker, safer 
stops. Simple design with 
fewer parts cuts relining 
time. Available on Eaton 
air brake models. 


POWER SHIFT ) 
CONTROL 


—provides quick, easy 
shifts. Drivers use right 
ratio for road and load; i 
take full advantage of 2- 

Speed benefits. 


EXTRA-RUGGED 
CONSTRUCTION 


—of housing and all moving 
parts eliminates the possi- 
bility of harmful distortion 
or misalignment under full 
load; holds maintenance to 
a minimum. 


INDUCTALLOY 
AXLE SHAFTS 


—made of alloy steel, with 
Eaton's exclusive method of 
dval-hardening truck shafts; 
last up to 10-times longer; 
keep trucks on the road. 


More Than 2-Million Eaton 
Axles in Trucks Today 






The Right Gear for Every Road and Load 


EATO 





AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 
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Used-Car Auction Prices 
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"54 Bel Air 4-dr., $400*; One-fifty 2-dr., 


"63 Bel Air 2-dr., $395; 2-dr. hardtop, 
yaad Two-ten 4-dr., $285; 2-dr, $235, 
220. 
"52 Deluxe 2-dr., $185. 
*51 Deluxe 4-dr., $100*. 
CHRYSLER—'54 Windsor 2-dr., $240. 
DODGE—’54 Coronet (6) 4-dr., $325. 


FORD—’'57 Country Sedan (8) 4-dr., $1,- 
405°; Custom 300 (8) 2-dr., $915. 
"56 Custom (8) 2-dr. Victoria, $815*; 

Custom (6) 4-dr., $645*. 
"54 Main (8) 4-dr., $280 
"53 Crest (8) 2- dr, Victoria, $365, ate 
IN—'56 Hornet (8) 4-dr., $575. 
IMPERIAL—'48 Crown 4-dr., $210. 
MERCURY—’'51 Monterey 2-dr., $195. 
OLDSMOBILE—’53 (98) conv., $165* (ps). 
PLYMOUTH—’'55 Savoy (6) 4-dr., $615. 
*54 Savoy 2-dr., $280. 
"53 eo 4-dr., $235; Cambridge 4- 
$540° (ps). 


dr., $105 
PONTIAC—'55 Chieftain 4- dr., 
*653 Chieftain 2-dr. Catalina, $310°*. 
RAMBLER—’57 Rebel (6) station wagon 


4-dr., $1,195°*, 
*53 station wagon, $320*. 
EOUS — °54 Chevrolet %-ton 
pickup, $355. 


"53 International %-ton, $255. 
*46 Ford %-ton pickup, $115. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Aug. 26. 








$2,200*; Galaxie (8) 2-dr., $2,150* 
(ps). 

‘58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
615, $1,450° (ps); Fairlane (8) 4-dr., 
$1,400"; Custom 300 (6) 2-dr., $1,- 
200°. 

’57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
340° (ps), $1,275*, $1,205*; conv., 
$1,300* (ps); 4-dr. Victoria, $1,135*; 
Fairlane (8) 4-dr., $1,065*; 2-dr. Vic- 
toria, $1,050*; 2-dr., $940; Custom 300 

BUICK—’57 Super 2-dr., $1,475* (ps); (6) 2-dr., 2 at $950*. 
Century 2-dr. Riviera, $1,425* (ps); ’56 Fairlane (8) 2-dr. Victoria, $950* 
4-dr., $1,250*. (ps), $890*; 4-dr., $915*; 2-dr., $795*; 

*53 Special 2-dr., $335*. Custom (8) 2-dr., $775*. 
OCADILLAC—' 57 (62) Coupe de Ville, $2,- ’55 Fairlane (8) 4-dr., $675*; 2-dr. 

570° (ps). Victoria, eee conv., $585*; Custom 

"56 (62) 4-dr., $1,850*. (8) 4-dr., 
pm save de Ville, $1,520* (ps). *36 4-dr., $155. 

EVROLET—’58 Impala (8) conv., $2,- all bs 
000°; 2-dr. hardtop, $1,900* (ps); Bel | MPERISE (59 Imperial 4-dr. hardtop, 

” *. “ ’ ° 
Ab g B, ye Sa te —_—o Continental Mark III 2-dr., 
530°; Biscayne (8) 2-dr., $1,500° : (ps). 

56 Bel Air 718) ade, si ose", $825; *57 Capri 2-dr. hardtop, $1,760° (ps). 
4-dr, hardtop, $600*; Bel Air (6) 2-| MERCURY — '57 Turnpike Cruiser 2-dr., 
dr., $910*; One-fifty (6) 2-dr., $765; $1,550* (ps); Commuter 4-dr., $1,- 
Two-ten (6) 2-dr., $720*, $705*. 275; Monterey 2-dr., $1,175*, $i, 150*. 

"565 Nomad (8) 2-dr., $875*; Bel Air (8) '55 Montclair conv., $665°: Monterey 4- 
2-dr, hardtop, $825*; Two-ten (8) sta- dr., $525*. 
com wagon, $820*; Two-ten (6) 2-dr., | OLDSMOBILE—’59 (88) 4-dr., $2,430* 

25. (ps). 

’54 Bel Air 2-dr., $250; Two-ten 2-dr., ’58 (98) 4-dr., $2,100* (ps). 

190°. "57 (88) conv., $1,515*. 

53 Bel Air 2- dr., $190*. "56 (88) Super 4-dr., $1,310* (ps); (88) 
CHRYSLER—’55 NY 2-dr. » $750*. 2-dr, Holiday, $965*; 4-dr, Holiday, 
DeSOTO—’'56 Firedome 4-dr., $700*. $950°; 2-dr., $900*. 

DODGE—’57 Coronet (8) 4-dr. hardtop, PACKARD — '55 Clipper 2-dr. hardtop, 
$1,135* (ps); 2-dr., $1,110*; Coronet 
(6) 4-dr., $1,080*. "5 Cipper 4-dr., $325*. 

"56 Royal (8) 2-dr, hardtop, $825*. PLYMOUTH—’ 59 Belvedere (8) 2-dr. hard- 

"55 Royal (8) 2-dr., $640°; 4-dr., $365°*; top, $1,905. 

Custom Royal (8) 4- dr., $535°*. ’58 Belvedere (8) 2-dr. hardtop, $1,380*. 
EDSEL—’58 Corsair 4-dr., $1, 680°. ’57 Belvedere (8) 4-dr, hardtop, $1,195*; 

"57 Corsair 4-dr., $1,020* (ps). 2-dr., $1,100*; 2-dr. hardtop, $1,090; 

FORD—'59 Thunderbird (8) 2-dr. Victoria, 4-dr., $1,085* (ps), $950; Surburan (8) 
$3,340* (ps); Country Sedan (8) 4-dr., 2-dr., $1,030*; Savoy (8) 2-dr., 2 at 
$2,365; Fairlane (8) 2-dr. Victoria. $765*; Savoy (6) 2-dr., $690; Plaza 

















DELIVER THE ACCURATE BALANCED TIRE 
PRESSURE THAT'S A ““MUST”’ BEFORE 
ACCURATE WHEEL ALIGNMENTS 

CAN BE PERFORMED. 


Eco tireflators bring tires up to exact pressure 
desired in seconds. Precision-made automatic 
mechanism speeds up shop operation and improves 
front-end service standards. 


Accurate tire inflation is a one-step job with 

Eco Tireflators. No time-wasting “inflate and 
check” routine. No hunting for misplaced gauges, 
because there are no gauges to be lost. 


Let us show you how an Eco Remote Control or 
Wall Tireflator can modernize service in your 
alignment department. It will save you time, 
money and space, too! 














(6) 2-dr., $705. 
’56 Savoy (8) Suburban, $690 
’55 Belvedere (8) 4-dr., $45, 3400: Plaza 
(8) 4-dr., $360*. 
"53 Cranbrook 4- dr., 


$210*. 
PONTIAC—’55 Star Chief conv., $750*, 
$650°. 
*53 Chieftain 2-dr., $100*. 
RAMBLER—’59 Super (8) 4-dr., $1,875*. 


"58 Custom (6) Cross Country, $1,825, 
$1,750; Super (8) 4-dr., $1,375°*. 
56 Custom Cross Country, $1,000*. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
Aug. 27. Clean cars in demand, but con- 
tinue to be hard to get. Sale was good with 
73 percent sold. Retail market slow ac- 
cording to dealers who were attending sale. 
Truck sell good. 

BUICK—’ 57 Century 4-dr. Riviera, $1,240*. 

"56 Special Estate Wagon 4-dr., $950* 

(ps); Super 2-dr, Riviera, $815* (ps); 
RM 4-dr. Riviera, $675*. 

"55 Super 4-dr., $735* (ps), $635*; 

Riviera, $675* (ps); RM 4-dr., 


2-dr. 
$675* 


(ps). 
’53 Special 2-dr. Riviera, $300*. 
CADILLAC—’59 (62) conv., $4,575* (ps). 

"58 (62) conv., $3,300* (ps), $3,200* 

(ps); 4-dr., $3,250* (ps); hardtop 4- 
r., $3,200* (ps). 

"56 (60) Special 4-dr., $1,675* (ps); (62) 
conv., $1,650* (ps); 2-dr. hardtop, $1,- 
150* (ps). 

’55 (62) conv., $1,385* (ps). 

"53 (60) Special 4-dr., 
conv., $300*, 

CHEVROLET—’59 Corvette sedan, $3,200; 
Brookwood (6) 4-dr., $1,920*. 

"58 Impala (8) conv., $1,690, $1,675*; 
Bel Air (6) 2-dr., $1,390; Yeoman (8) 
4-dr., $1,340*. 

*57 Townsman (8) 4-dr., $1,175*. 

"56 Two-ten (6) station wagon 4-dr., 
$900; One-fifty (6) 4-dr., $445. 

"55 One- “fifty (6) 2-dr., $300, 

’54 Bel Air 2-dr., $515; One-fifty 2-dr., 
$335. 

"53 Two-ten 2-dr., $330. 

"52 Bel Air 2-dr. hardtop, 

"51 Two-ten 4-dr., $110*. 

CHRYSLER—’55 Windsor 2- dr., 
conv., $710* (ps). 

DeSOTO—’53 Firedome conv., $115* (ps). 

DODGE—’56 Coronet (8) conv., $335*. 

FORD—'59 Thunderbird roadster, $3,385* 
(ps); Fairlane 500 (8) conv., $2,195*; 
Fairlane (8) 4-dr., $1,680*%; Ranch 
Wagon (6) 4- =. $2,170* (ps); Custom 
(6) 2-dr., $1,4 

"58 Thunderbird "2- dr., $2,775* (ps); 
Ranch Wagon (8) 2-dr., $1,275; Cus- 
tom (6) 2-dr., $1,070. 

"57 Fairlane 500 (8) conv., $1,300* (ps); 
2-dr. Victoria, $975; Custom (6) 2- 
dr., 

56 Fairlane (8) conv., $865*, $720°*, 
sagt 2-dr. Victoria, $860* (ps); 2- 

$645°; Main (8) 2-dr., $625; Cus- 
ont (8) 4- ‘dr. , $650 

°55 Thunderbird conv., $1,325* 
Ranch Wagon (8) 2-dr., $670*; 
lane (8) conv., $650*. 

’54 Ranch Wagon (8) 2-dr., $410; Cus- 
tom (6) 4-dr., $400; Custom (8) 4-dr., 
$310, $250, $190; Main (6) 2-dr., $290. 

"53 Custom (8) 2-dr. Victoria, $360, 
$335; station wagon 4-dr., $160* 

HUDSON—’52 Hornet 4-dr., $160*. 

LINCOLN—’58 Continental conv., $3,250* 
(ps); Premiere 2-dr. hardtop, $2,650* 
(ps). 

’57 Premiere 2-dr. hardtop, $2,110* (ps). 

"56 Premiere coupe, $1,835* (ps). 

53 Capri conv., $380* (ps). 

MERCURY—’58 Monterey conv., 


$305*; (62) 


$320. 


$725*; NY 


(ps) ; 
Fair- 


$1,675* 


(ps). 
"56 Monterey 2-dr. hardtop, $750*; Cus- 
tom 2-dr. hardtop, $710*; conv., $675*. 
*54 Monterey station wagon 4-dr., $520; 
2-dr. hardtop, $290*. 
*52 Custom 4-dr., $200°*. 
NASH—’53 es 2-dr. hardtop, 
$160*; 4-dr., $100*. 
OLDSMOBILE—’56 


(98) 2-dr. Holiday, 
80*. 
"54 (88) 4-dr., $400*; 2-dr. Holiday, 
$300* (ps). 
PLYMOUTH—’59 Fury (8) 4-dr., $2,165* 
(ps). 
$455*; Belvedere (8) 


"55 Savoy (6) 4-dr., 
conv., $285 

"53 Belvedere (6) 2-dr. hardtop, $265. 
PONTIAC—’58 Chieftain conv., $1,650* 


(ps). 
*57 Star Chief conv., $1,420* (ps). 
*55 Star Chief 2-dr. Catalina, $560*. 
RAMBLER—’54. Custom 2-dr., $445. 
’52 Custom station wagon, $200; conv., 
$200; 2-dr. hardtop, $195. 
STUDEBAKER—’59 Silver Hawk 2-dr., 
1,750. 


$ 

'58 Silver Hawk 2-dr., $1,450. 

eer oy eee 57 Ford Courier 2- 
, $680*. 

56 "GMC (6) walk in, $720*; 
ier panel truck, $380 

"55 Ford (6) %-ton pickup, 
(8) %-ton pickup, $420. 

52 Ford Courier (8), $130, 


SACRAMENTO 


Sacramento Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 27. 
BUICK—'59 Invicta 2-dr. Riviera, $2,775* 


Ford Cour- 


$465; Ford 


(ps). 

"57 "Gentery 2-dr. Riviera, $1,725* (ps); 
RM 4-dr. Riviera, $1,300* (ps); conv., 
$1,285* (ps); Special 4-dr., $1,250°. 

*56 RM 4-dr. Riviera, $900* (ps). 

*55 Century 2-dr. Riviera, $900"; $575°; 
conv., $630° (ps). 

*54 Special 2-dr. Riviera, $620*, $550, 
ae a 4-dr., $480*, $250°; RM 


4-dr., ‘0* (ps). 

"53 Super 2-dr. Riviera, $320* (ps), 
$230°; RM eres $230* (ps); Special 
4-dr., $200° ( 


"52 Super 2-dr. Riviera, $130°. 
"51 Special 4-dr., $135 
— (62) ieee de Ville, $3,- 


oT tea) 4-dr, hardtop, $2,900* (ps). 
"49 (62) 4-dr., $280°*. 

CHEVROLET—'58 Bel Air (8) sport coupe. 
$1,900°; sport sedan, $1,700*; $1, e70°: 
4-dr., $1,640°; Biscayne«(8) 4-dr., $1,- 

: DelRay (8) 2-dr., $1,465. 


sport sedan, $1,530* (ps); Two-ten (8) 
station wagon, $1,620*, $1,550°; 2-dr., 
$1,310°; One- -fitty (6) 4-dr., 

"56 Bel Air (8) 4-dr., $1,200*; Two-ten 
(8) station wagon, $1 

"SS Bel Air (8) sport coupe, $1,130* 
(ps); conv., $1,030*; 2-dr., ; Tw 
ten (6) station wagon, $935; Two-ten 
(8) 4-dr., $760°. 

"53 Two-ten sport coupe, $450*; 2-dr., 


$325°; 4-dr., $260; Bel Air 4-dr., $435; 
One-fifty station wagon, $175, 

‘52 Deluxe 4-dr., $240*. 

"51 Deluxe 2-dr., $265; 4-dr., $155. 

"50 Deluxe 4-dr., $105. 





CHRYSLER—’57 Saratoga 4-dr., 
(ps). 
’53 NY 4-dr., $180*. 
DeSOTO—’ 57 Firedome 4-dr., 
$1,110*. 
"55 Firedome 2-dr, hardtop, $800*, 


$1,900* 


$1,310* (ps), 


DODGE—’56 Sierra (8) 4-dr., $940* (ps); 
Coronet (8) 4-dr., $910°; 2-dr., $640°. 
’55 Royal (8) 2-dr., '$835° 
’54 Meadowbrook (6) 4- dr., $350. 


’51 Coronet (6) 4-dr., $120. 


FORD—’59 Thunderbird (8) conv., $3,675* 
(ps); Galaxie (8) conv., $2,105; Cus- 
tom (8) 2-dr., $1,750*. 


58 Thunderbird (8) conv., 2 at $3,290* 


(ps), $3,195* (ps); Country Sedan (8) 
4-dr., $1,700* (ps); Ranch Wagon (8) 
4-dr., $1,650*; Fairlane (8) 4-dr, Vic- 


toria, $1,570*: Custom (6) 2-dr., $1,- 
185. 

’57 Fairlane 500 (8) 2-dr., 
2-dr, Victoria, $1,575* (ps); 4-dr., 
$1,340* (ps); 2-dr., $1,170* (ps); 
Ranch Wagon (8) 2-dr., $1,410; Cus- 
tom (6) 4-dr., $920*; 2-dr., $890; Cus- 
tom (8) 4-dr., $865*. 

’56 Fairlane (8) 2-dr., 


$1,610° (ps); 


$850; 2-dr. Vic- 


toria, $650; Custom (8) 2-dr., $835. 
*55 Country Squire (8) 4-dr., $1,090; 
Country Sedan (8) 4-dr., $915, $900; 


Fairlane (8) Crown Victoria, $840*; 2- 
dr. Victoria, $780; conv., $655; Ranch 
Wagon (8) 2-dr., $765; Custom (8) 4- 
r., $530*; 2-dr., $715, $570. 

’54 Custom (8) 4-dr., $485; 2-dr., $390, 
$285; Custom (6) An dr., $200 


*53 Custom (6) 4-dr., $335; 4- dr., $205; 
Custom (8) 2-dr., $300; 4-dr., $270. 
*52 Custom (8) 2- dr., $185. 


*50 Custom (8) conv., $115. 
LINCOLN—’58 Continental Mark III sport 
sedan, $3,550* (ps). 


57 Premiere sport sedan, $2,250* (ps). 
MERCURY—’57 Commuter 4-dr., $1,600* 
(ps). 

*55 Commuter 4-dr., $995* (ps); Mon- 
terey sport coupe, $825* (ps); 4-dr., 
$805*, $600*. 

"54 Monterey sport coupe, $620*; 4-dr., 


$390* (ps); Montclair sport coupe, 
$585*; Custom 2-dr., $395. 

°53 Monterey sport coupe, $500*; Mont- 
clair 4-dr., 40. 

"52 Monterey 2-dr., $220*; 4-dr., $200. 

OLDSMOBILE—’58 (98) conv., $2,315* 

(ps). 

"56 (98) 4-dr. Holiday, $1,290* (ps); 
(88) 2-dr, Holiday, $1,105 

’53 (98) 2-dr. Holiday, $a75° (ps); 4-dr., 


$230; (88) 2-dr., $110*. 
PLYMOUTH—’57 Suburban (8) 4-dr., $1,- 
550* (ps); Belvedere (8) 4-dr, hardtop, 
$1,340*, $1,270* (ps); Savoy (8) 4-dr., 
$990*; 2-dr., $1,020*. . 
56 Suburban (8) 2-dr., $1,000*; Sub- 
urban (6) 2-dr., $825; Belvedere (8) 
4-dr., $795*; Plaza (6) 2-dr., $490. 
’55 Belvedere (8) 4-dr., $620* (ps), $440; 
Plaza (6) 4-dr., $595. 
'54 Belvedere 4-dr., $325*; 
$300°. 
"53 Cranbrook 4-dr., $180. 
PONTIAC—’'57 Chieftain 2-dr. 
$980". 
’55 Safari 2-dr., $1,185* (ps); 


4-dr., $650*. 

54 Star Chief 4-dr., $420*; Chieftain 4- 
dr., $300. 

"53 Chieftain 4-dr., $290, $190*; 
Catalina, $260*. 

’52 Chieftain 2-dr. Catalina, $230*. 

RAMBLER—’57 Custom (6) Cross Coun- 

try, $1,570*. 

*56 Custom (6) Cross Country, $1,100, 
$1,070*; Deluxe (6) 4-dr, hardtop, $1,- 


Savoy 2-dr., 


Catalina,, 


Chieftain 


2-dr. 


005. 
STUDEBAKER—’57 Statesman (6) 2-dr., 
$715. 


54 Commander (8) 2-dr., $375. 
"53 Champion (8) 4-dr., $350; Com- 
mander (8) 4-dr., $200. 
MISCELLANEOUS—’58 Ford (8) Ranch- 


ero,, $1,495; International (6) 1%-Ton 
pickup, $930. 

’57 Ford (8) Ranchero, $1,350, $1,130; 
(8) %-Ton pickup, $775; (6) Courier, 
$725; Dodge (8) é Ton pickup, $1,- 
110; GMC (6) $1,000 

"56 GMC (6) %-Ton pickup, $815, $705; 
Chevrolet (6) %-Ton pickup, $780. 

55 GMC (6) %-Ton pickup, $620; ‘Ford 
(8) %-Ton pickup, $495; Studebaker 
(8) %-Ton pickup, $495 

"54 Dodge (8) %-Ton pickup, $500; Ford 
(8) %-Ton pickup, $475. 

’51 Willys (8) %-Ton pickup, $145. 

*49 Hudson (6) %-Ton pickup, $225. 

’47 Ford (8) %-Ton panel, $175. 

*46 Chevrolet (6) panel, $215. 

’41 Dodge (6) pickup, $140; Ford (8) 
Flat Bed, $130. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of Aug. 25. Sharp cars 
bring top dollar, Sold 364 cars from 609 
consignments. 

BUICK—’59 Electra 4-dr. hardtop, $2,860* 
(ps); LeSabre 4-dr., $2,400* (ps). 
’58 Special conv., $1, 795° (ps); RM 4-dr. 
Riviera, $1, 550° (ps 

°57 Super 2-dr., $1, Base (ps); RM 4-dr., 

$1,360* (ps); Special 4-dr., $1,350* 


(ps). 

’56 RM 4-dr., $1,200* (ps); 4-dr. Rivi- 
era, $905* (ps); Super 4-dr., Riviera, 
$1,005* (ps); Special Estate Wagon, 
$975* (ps), $650*; 4-dr., $945*; 2-dr. 
Riviera, $750°*. 

’55 Special Estate Wagon, $760*; 

s 


$470*; 


4-dr., 

"hs Super ite Special conv., 
$350° (ps 

*53 Super Totate Wagon, 


$300°. 
CADILLAC—'59 (62) Coupe de Ville, $4,- 


775* (ps); 4-dr., $4,675* (ps);" conv., 
$4,605* (ps); 2-dr., $4,360* (ps), $4,- 
245° (ps). 


*58 (62) conv., $3,450° (ps). 
"57 (62) 4-dr., $2,620° (ps). 
"56 (62) Coupe de Ville, $1, T75* (ps). 
*55 (62) Coupe de Ville, $1,525% (ps); 4- 
dr., $1,300° (ps). 
CHEVROLET—’59 Impala (8) conv., $2,- 
, $2,390° (ps); 4-dr. hardtop, 
$2,285* ; 
Kingswood (8) 4-dr., 
; Bel Air (8) 2-dr., 
4-dr., 


"58 Corvette (8) conv., $2,750*; Impala 
(8) 2-dr. hardtop, $1, 990* (ps); conv., 
$1,940° (ps), $1,810° (ps); Bel Air (8) 

hardtop, $1,800* (ps), $1,720, 

$1,640° $1,585* (ps), 

; Brookwood (8) 

$1,675*, $1,600° 

(ps); Biscayne (8) 4-dr., $1,495*°, $1,- 

340; 2-dr., $1,460°; Delray (8) 4-dr., 


$1, 450°. 
57 Bel Air (8) 4-dr. hardtop, $1,555*, 
» $1,490° (ps), $1,445*, $1,405°, 


$2, 100° ; 


4-dr. hardtop, $1,000*; 
fifty (8) 4-dr., $1,090. 
"56 Bel Air (8) 4-dr. hardtop, $1,275*, 
(Continued on Page 47, Col, 1) 
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$1,51$* (ps), $1,300* (ps), $1,280* wagon, $775*, $650*; 2-dr., $290*. 4-dr., $600. 
(ps); 4-dr., $1,350*; Monterey 2-dr. ’55 Star Chief 2-dr, Catalina, $745*, 53 Bel Air 2-dr, hardtop, $380; Two-ten 
® e hardtop, $1,170*. $690* (ps), $600*; 4-dr., $635* (ps); (6) conv., $285* 
Used- or Auction Prices *56 Monterey station wagon, $970*; 4- Chieftain 2-dr. Catalina, $670*, $650*°; | CHRYSLER—’55 Windsor 4-dr., $795". 
a dr., $755". 2 4-dr., $410*, $380". DODGE—’56 Royal (8) 2-dr, hardtop, $1,- 
55 Monterey 4-dr., $750*; 2-dr. hardtop. | RAMBLER—'59 American (6) station 100°. 
? $455*; Montclair 2-dr. hardtop, $695*. wagon, $1,610". ’55 Coronet (8) 4-dr., $750* (ps). 
. ofits 4-dr., $475*. ae *55 Custom Cross Country, $645. FORD—'59 Galaxie (8) 2-dr. Victoria, $2,- 
NASH—'56 Ambassador (8) 4-dr., $810*. 350*; 4-dr., $2,305*; 4-dr, Victoria, 
(Continued: Sreun Fuge 46) ’54 Statesman 4-dr., $320*; Ambassador NASHVILLE TENN $2, 105* (ps); Country Sedan (8) 4-dr., 
* . . * 2-dr, hardtop, $310*, 9 = $2,305". 

$1,065*; station wagon 4-dr. (9 pass.), 525* (ps); Pacer conv., $1,400* (ps). i , 

$1.200* (ps); 4-dr., $1,115", $895; Bel| FORD—'59 Thunderbird (8), $3,550* (ps), |OLDSMOBILE — '58 (98) 4-dr. Holiday,| Nashville Auto Auction. Sale every 58 Thunderbird (8) 2-dr, Victoria, $2,- 

Air (6) 4-dr., $910; Two-ten (8) sta- $3,485* (ps); Country Sedan (8) 4-dr., $2,385* (ps), $2,265* (ps); (88) Super| Wednesday. Prices are for sale of Aug, 26. 905* (ps); Fairlane (8) 4-dr., $1, 575*; 

tion wagon, $1,000"; 4-dr., $875*; $2,465*; Country Squire (8), $2,310*, 4-dr. Holiday, $2,250* (ps), Sold 141 cars from 215 consignments, = Ranch Wagon (8) 4-dr., $1,400 

Two-ten (6) 4-dr., $845; 2-dr., $790, $2,940* (ps); Fairlane 500 (8) Sky-| ‘57 (88) Super conv., $1,675* (ps); (88) | BUICK—'59 LeSabre 4-dr. hardtop, §2,- 57 Fairlane 500 (8) 2-dr., $1,395"; 4- 

$785, $735. liner, $2,115* (ps), $1,920* (ps); 2-dr., 2-dr, Holiday, $1,450* (ps). ‘a i pote $1,355". 

’55 Bel Air (8) 2-dr. hardtop, $860*; Bel $1,860; conv., $1,760* (ps); 4-dr, Vic- ’56 (88) Super 4-dr, Holiday, $1,200* '58 Special 4-dr., $1,900*. . 56 Fairlane (8) 4-dr., $1,040, $730*; 2- 
Air (6) 4-dr., $735*, $580; Two-ten (8) toria, $1,700, $1,570* (ps), $1,485*; (ps); 4-dr., $910* (ps); (88) 4-dr. 57 Century aa Riviera, $1,420 (ps). dr., $900, $855; Custom (8) 4-dr., 
4-dr., $815*; Twe-ten (6) 4-dr., $425; 4-dr., $1,430* (ps), $1,400; Country Holiday, $1,105* (ps). "56 Special 2-dr. Riviera, $1,135". j : $675, $655. 

One-fifty (8) 2-dr., $490. Sedan (8) 4-dr., $1,800* (ps); Custom "55 (98) conv., $1,025* (ps); (88) 4-dr. 55 Special 2-dr, Riviera, $715* (ps); 4- 55 Thunderbird (8) conv., $1,750; Fair- 
54 Bel Air conv., $670*; 2-dr. hardtop, 300 (8) 4-dr., $1,305*; 2-dr., $1,175; Holiday, $815* (ps), $780* (ps). ; dr., $650*. lane | (8) 4-dr. Victoria, $885, $860, 

$565*; 2-dr., $495*; 4-dr., $465, Two- Fairlane (8) 2-dr, Victoria, $1,230*; ’54 (98) 2-dr. Holiday, $800* (ps); (88) 54 Special 2-dr., $400* (ps). $810*, $695*; 4-dr., $810°, $795; Fair- 

ten 2-dr., $510*. Custom (6) 4-dr., $1,095. 4-dr., $625*, $470*. CABLAC— ’58 (62) Sedan de Ville, $3,- jane (6) 2-dr., $730*, $725. 

53 Bel Air 2-dr., $330*. ’57 Thunderbird (8) conv., $2,040*; Fair-| °53 (88) 4-dr., $305. e80° (ps); Coupe de Ville, $3,475* 54 Crest (8) 2-dr., $705, $600; Custom 

CHRYSLER—’57 NY 4-dr. hardtop, $1,- lane 500 (8) Skyliner, $1,640* (ps); 4- | PLYMOUTH—’58 Suburban (8) 4-dr., $1,- (ps). (6) 4-dr., 5445, $420, $395; Main (6) 

600* (ps), $1,185* (ps). dr. Victoria, $1,425* (ps), $1,280* 600*, $1,545*%; Belvedere (8) 4-dr. 57 (60) Special 4-dr., $2,750* (ps); 2-| ,_2-dr., $365*. 

56 Windsor 4-dr., $680* (ps). (ps), $1,225*, $1,220*; conv., $1,350*; hardtop, $1,495* (ps); Savoy (8) 2- dr., $2,500* (ps). 53 Crest (8) 2-dr., $405; Custom (6) 

55 NY 2-dr, hardtop, $900*; Windsor 2- 4-dr., $1,200* (ps); Country Sedan (8) dr., $1,350* (ps); 4-dr., $1,290*; Plaza| °56 (62) Sedan de Ville, $1,745* (ps). 2-dr., $375; 4-dr., $275*. 
dr. hardtop, $630* (ps). 4-dr., $1,285* (ps); Ranch Wagon (8) (6) 2-dr., $1,205 5S (62) 4-dr., $1,400* (ps), $980* (ps). IMPERIAL — 54 Crown Imperial 4-dr., 

DeSOTO—’57 Firedome 4-dr., $1,180* (ps). 2-dr., $1,185*; Ranch Wagon (6) 2-dr., 57 Belvedere (8) 4-dr, hardtop, $1,275*| CHEVROLET—’59 Impala (8) 4-dr., $2,- honk (ps). 
55 Firedome 4-dr., $535*. $1,025; Custom 300 (8) 2-dr., $1,070*, (ps), $1,055*; 4-dr., $1,075*; 2-dr., 350°; 2-dr, hardtop, $2,265*; Biscayne | U-INCOLN—’5S Premiere 2-dr. hardtop, 
DODGE—’57 Royal (8) 4-dr. hardtop, $1,- $1,020* (ps), $965*; Custom (8) 2-dr., $850*; Plaza (8) 4-dr., $865*. (6) 2-dr., $1,530. _.$2,700* (ps). 

195* (ps); 4-dr., $1,130*. $920. ’56 Suburban (8) 2-dr., $730*; Suburban ’58 Corvette (8) conv., $2,375*; Impala} MERCURY—'57 Montclair 4-dr., $1,455*. 
56 Coronet a> Sen, '$650°. ’56 Fairlane (8) 2-dr. Victoria, $990*, (6) 2-dr., $675*; Savoy (6) 4-dr., (8) conv., $1,885*, $1,860*; Bel Air 56 Montclair 2-dr, hardtop, $1,015, 
‘55 Royal (8) 4-dr., $560; Coronet (8) $925*; 4-dr., $800*, $755; 2-dr., $725* $575*. (8) 4-dr., $1,470; Biscayne (8) 2-dr., ,_ 3930*; Monterey 2-dr. hardtop, $875*. 

Suburban, $470*. (ps); Fairlane (6) conv., $695*; Cus-| '55 Belvedere (6) 2-dr, hardtop, $550*; $1,400*, $1,390*, $1,385"; 4-dr., $1,360, 55 Monterey 4-dr., $600°*. 

EDSEL—'58 Corsair 4-dr. hardtop, $1,- tom (8) 4-dr., $785*; 2-dr., $740*, Plaza (6) 4-dr., $525 $1,350. OLDSMOBILE—’56 (88) 4-dr., $1,315* 

530* (ps), $1,445* (ps); 4-dr., $1,- $645. PONTIAC—’59 Bonneville conv., $3,165* ’57 Bel Air (8) 2-dr., $1,580*, $1,575*, ' (ps), $1,300* (ps), $1,065* (ps). 

’55 Fairlane (8) Crown Victoria, $830*; (ps); 4-dr. hardtop, $2,925* (ps); Ca- 2 at $1,550*; 2-dr. hardtop, $1,405*, "55 (88) 2-dr, Holiday, $1,055*, $1,030*. 
2-dr. Victoria, $800*, $710*; conv., talina 4-dr, hardtop, $2,325* (ps). $1,395"; 4-dr., $1,570*, $1,330, $1,205; 54 (98) 4-dr., $495* (ps). 
$700* (ps), $685*; Ranch Wagon (8) ‘58 Star Chief 4-dr, Catalina, $2,025* conv., $1,530* (ps); Two-ten (8) hard- PLYMOUTH— 56 Belvedere (8) 4-dr., 
2-dr., $550*; Main (8) 2-dr., $495. (ps), $1,815*. top, $1,385*, $1,360*. $755*, $735*; Savoy (8) 2-dr., $640, 
54 Custom (8) 4-dr., $400*. 57 Star Chief 4-dr., $1,550* (ps), $1,-| ’56 Two-ten (8) station wagon, $1,090;| ,_ $605. 
Ky 77 IMPERIAL—'55 Imperial 2-dr. hardtop, 315*; conv., $1,545* (ps), $1,395* (ps); 4-dr., $855; Two-ten (6) 4-dr., $860;| ‘55 Belvedere (8) 2-dr. hardtop, $790*, 
$900* (ps). 4-dr. Catalina, $1,500* (ps), $1,385* Bel Air (8) 4-dr., $995*. $775"; Savoy (6) 4-dr., $440*, $385. 
MERCURY—'58 Parklane 4-dr. hardtop, (ps); 2-dr, Catalina, $1,170* (ps);| °55 Two-ten (6) 2-dr., $655; 4-dr., $595;| PONTIAC — '58 Chieftain 2-dr., $1,735** 
$2,220* (ps); Monterey 4-dr., $1,200*. Chieftain 4-dr., $1,000*. Two-ten (8) 2-dr., $600*; 4-dr., $540*; ‘ (ps). 
Ors ’57 Turnpike Cruiser 4-dr, hardtop, $1,-| °'56 Star Chief 4-dr, Catalina, $955*; One-fifty (8) 2-dr., $605. 57 Chieftain 4-dr., $1,265*, 
750* (ps); Montclair 4-dr, hardtop, Chieftain 4-dr., $935* (ps); station 54 Bel Air 4-dr., $680; Two-ten (6) (Continued on Page 48, Col, 3) 





























ALBANY 
Volkswagen—’'55 2-dr., $735. 
Wartburg—’'58 4-dr., $410. 

DETROIT 
Hillman—’55 2-dr. hardtop, $395. 
Renault—’57 4-dr., $800. 

FLINT 


Ford (English)—’58 station wagon, $800. 
Metropolitan—’57 2-dr., $745. 
Volkswagen—’'56 station wagon, $720. 


LOS ANGELES 
Borgward—’56 2-dr., $925. 
DKW—'58 station wagon 

’56 2-dr. hardtop, $595. 
Ford (English)—’53 Zephyr 4-dr., 
Isetta—'59 sunroof, $405. 
MG—’54 roadster, $850. 

’53 roadster, $650. 

’51 roadster, $275. 
Mercedes—’'55 Benz, $2,000. 
Metropolitan—’'57 2-dr., $965, 
Renault—’'59 Dauphine 4-dr., 
Simca—'57 Aronde 4-dr., $785. 

’56 Aronde 4-dr., $575. 
Triumph—’59 roadster, $2,200. 

’58 station wagon, $1,050. 
Volkswagen-——’55 2-dr., $800. 


MANHEIM, PA. 
Alfa-Romeo—’58 conv., $2,325 
Austin Healey—'59, $2,375, $2, 250. 

"58 conv., $1,360. 
Berkeley—’59 roadster, $520. 
Borgward—’59 sport coupe, $2,510. 
Fiat—’58, $1,100; 4-dr., $800 
Ford (E 
fect 4-dr., 
Goliath—'59 2-dr., 
"58, $710. 
Lancia—'59 Appia, $1,910. 
MG—’59, $2,125; Deluxe, $2,000. 
’58 conv., $1,575; $1,500. 
Mercedes—’'59 Benz 4-dr., $3,575. 
"54 4-dr., $985. 
’52 conv., $985. 
Metropolitan—’'59 2-dr. 
’58 2-dr., $875. 
Renault—’59 Dauphine, 
185. 
*58, $860. 
"57, $790. 
Simca—’58 


2-dr., $975. 


$290. 


$835. 
$1,325. 


‘onsul, $1,315; Pre- 





$1, 290. 
$1,325. 


$1,250, 
$1,- 


hardtop, 
$1,287; 4-dr., 
4-dr., $1,250, $800, $530. 


$1,200. 
$1,- 


Triumph ~59 station wagon 4-dr., 
Volkswagen—’59, $1,645; 2-dr., $1, 610, 
500, $1,450, 

’58 Karmann-Ghia, 
"57 2-dr., $1,005; 
"55 2-dr., $820, 
Volvo—’'59 station wagon, $1,900. 


NASHVILLE, TENN. 
Renault—'57 Dauphine, $730. 
Triumph—’'58 roadster, $1,715. 
Volkswagen—’'59 2-dr., $1,705. 


PORTLAND, ORE. 
"59 roadster, $2,790. 
$890. 
$560. 


$1,800; 
Microbus, 


2-dr., $1,350. 


$96: 


Austin— 
Fiat—’59 2-dr., 
Goliath-—’57 2-dr., 


SACRAMENTO 
Borgward—'58 2-dr., $1,450. 
Ford (English)—’'59 Escort station 
2-dr., $1,090, 

"57 Escort station wagon, 
Hillman—’'56 conv., $705. 
MG—’57 roadster, $1,395. 
Metropolitan—' 57 hardtop, 

'56 hardtop, $660. 
Morris Minor—’58 2-dr., $700. 
Renault—'58 Dauphine 4-dr., 

"57 4-dr., $830. 
Triumph—’58 4-dr., $815. 
Volkswagen—'57 2-dr., $1,210. 

’56 Karmann-Ghia, $1,610. 
Volvo—’57 2-dr., $1,125. 


SEATTLE 
Renault—’58 Dauphine 4-dr., 
Volkswagen—’'58 2-dr., $1,445. 
’57 Karmann-Ghia, $1,445; sunroof 2-dr., 
$1,155; 2-dr., $1,150. 
’56 2-dr., $1,025, $810. 


WEST PALM BEACH, FLA. 
Fiat—’'59 2-dr., $850. 
Goliath—’59 station wagon 

2-dr., $1,075. 
Hillman—’54 4-dr., $330. 
Mercedes Benz—'59, $2,700. 
Morris Minor—’58 conv., $550. | 
Opel—'55 4-dr., $665. 
Simca—’'59 Elysee 4-dr., $750. | 

| 
| 


wagon 


$680. 


$910. 


$1,110*. 


$960. 





2-dr., $1,075; 





Sunbeam—’'55 Talbot 4-dr., $550. 
Volkswagen—’59 Karmann-Ghia conv., $2,- | 
350. 
’57 sunroof, $1,035; 
’56 conv., $905 
"55 2-dr., $740, 


conv., $920. 


"$700. 


beauty is stainless steel 


Look for the beauty of Stainless Steel on your new automobile. 
Its bright finish will make your car look better, stay in style longer 
and have a higher trade-in value. 


No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves and 
sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 





specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for automobiles 


> 
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Biggest Sports Car Driveaway?— 


The Chevrolet St. Louis zone staged what it called the largest sports-cor driveaway. 
One-hundred five Corvettes were delivered to St. Lovis dealers and customers. Many 
of the customers came to the plant to pick up their own car and participate in the 
event. V. D. Daniels, right, zone manager who originated and promoted the event, 
is shown as he receives the keys to the cars from E. N. Lothringer. 











Used-Car Auction Prices 








(Continued from Page 47) 


’56 Chieftain 2-dr., $910*, $707*. 
'55 Star Chief conv., $730* (ps). 
’53 Chieftain 2-dr. Catalina, $370* (ps). 


RAMBLER—’59 Super (8) 4-dr., $2,155*; 
Deluxe (6) 2-dr., $1,580 


"56 Custom (6) Cross Country, $990*. 


STUDEBAKER—'56 Champion (6) 2-dr., 
$580, $570, 
SYRACUSE 


Syracuse Auto Auction. Sale every 
Wednesday, Prices are for sale of Aug. 
26. Red hot on clean ones! Sold 73 cars 
out of 100 consignments, 

BUICK—’57 Special Estate Wagon 4-dr., 
$1,425* (ps). 





’56 Special 4-dr, Riviera, $850, $800. 
"55 Super 4-dr, Riviera, $550*; Special 
2-dr. Riviera, $500, $450. 
CADILLAC—’52 (62) 4-dr., $330* (ps). 


CHEVROLET—’58 Delray (6) 4-dr., adh 
5 


215. 
’57 Two-ten (6) 4-dr., $1,275*, 


$1,150*, | 

$1,050". 

"56 Nomad 48) 2-dr., $1,050*%; Bel Air 

(6) 4-dr., $990*; Two-ten (6) 2-dr., 
$950. 

"55 Nomad (6) 2-dr., $755; Two-ten (6) 


4-dr., $625, $620; 2-dr., $570. 





"54 Nomad 2-dr., $575; Two-ten 2-dr., 
$430*, $360*; Bel Air conv., $250. | 

53 Two-ten station wagon 4-dr., $350; | 
2-dr., $350; 2-dr., $120. | 
CHRYSLER—’54 NY 4-dr., $340*. | 
’53 NY 4-dr., $265*. 
DODGE—’'55 Royal (8) 4-dr., $780*, $725* 


(ps); 2-dr, hardtep, $660*; 
(6) 2-dr., $410, 
*54 Coronet (6) 
4-dr., $230*. 
"53 Meadowbrook 
$200. 
FORD—’58 Fairlane 500 (8) Skyliner, $2,- 
000*; Fairlane (8) 2-dr., $750*. 
’57 Country Sedan (8) 4-dr., $1,300*; 
Custom (8) 4-dr., $890. 


2-dr., $295*; Royal (8) 


(6) suburban 2-dr., 


56 Country Sedan (8) 4-dr., $1,063, 
$895; Fairlane (8) 4-dr., $975, $850; 
2-dr., $750*, $750, $640; Main (8) 4- 
dr., $710; 2-dr., $445; Custom (8) 2- 
dr., $570*. 

’55 Fairlane (8) 2-dr., $590. 

’54 Fairlane (8) 4-dr., $395*; 2-dr., 


$300". 
’53 Crest (8) Victoria, $350; Custom (8) 
4-dr., $250*; 2-dr., $180*. 
’52 Custom (8) 2-dr., $150. 
IMPERIAL—’56 Imperial 
(ps). 
MERCURY—’56 Monterey 4-dr., $775*. 
"54 Monterey 4-dr., $375. 
OLDSMOBILE—’56 (88) 4-dr. Holiday, 
$990*; (98) 4-dr. Holiday, $950* (ps). 
"53 (88) conv., $170*; 2-dr, Holiday, 
$165. 
PACKARD—’53 Clipper 4-dr., $260*. 
PLYMOUTH—’56 Belvedere (8) 4-dr. hard- 
top, $800*; Savoy (8) 4-dr., $710*; 
Savoy (6) 2-dr., $700*. 
’55 Plaza (6) 2-dr., $400*. 
’54 Belvedere (6) 4-dr., $315. 
PONTIAC—’57 Safari 2-dr., $1,530* (ps), 
$1,425* (ps); Star Chief conv., $1,- 


4-dr., $1,300* 





The St. Lawrence Seaway... 


another BLUE CHIP 


investment in 


Bay City, Michigan 


Opening of the St. Lawrence Seaway has made Bay 
City, Michigan, a full-fledged Sea Port of the World 
with the general consensus it will be among the top 
beneficiaries of all ports served by the Seaway. 

Well-located in the Midwest, this port has received 
its share of attention from firms. who have made in- 
quires and sent representatives to gain. first-hand 
information about its facilities, its people, its. schools 
and Bay City in general. Without exception, they have 
been favorably impressed. 

The Defoe Shipbuilding Company of Bay City is 
currently working on a $68,000,000 contract to build 
four missile destroyers; the first of their kind to be built 
anywhere. Completion of the Seaway made possible the 








DEFOE SHIPBUILDING CO. LAUNCHES THE FIRST OF FOUR MISSILE 
DESTROYERS ON CONTRACT MADE POSSIBLE BY SEAWAY 
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awarding of this contract to Defoe, thus making avail- 


able to the defense effort of the 


nation the great boat- 


building ‘‘know-how” of this nationally famous firm. 


Additionally, over 1,600 job 


opportunities, lasting 


through 1961, have been created through the awarding 
of this contract—with the likelihood of more contracts 
to follow now that the Seaway~makes possible the full 


potential use of Defoe’s ability. 
Yes, the Bay City market is 


solid, prosperous and 


growing. Worth a blue chip advertising program. 
Your advertising covers the market through a single 


medium, The Bay City Times. 


It takes your message 


to 85% of the families in Bay County. Put the Bay City 


Times to work for you. 


THE BAY CITY TIMES 


q : NATIONAL REPRESENTATIVES 
ie : B. Newman, 435 N. Michigan Ave 


San Francisco 3, SUtter 3401 


A. H. Kuch 
(Gi sTiraelere) 
@ Willian 


1IOE. 42nd Street, New York | F. Lela 
4; SUperior 7-4680 
Shurtliff, 


@ Brice McQuillin, 
1612 Ford Bldg., Detroit 26, WOodward 


ay Hill 2-4760 @ Sheldon 
785 Market St., 
1-097 2. 





A Booth Michigan Newspaper 
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500* (ps). 
STUDEBAKER—’'59 Lark (6) 2-dr. hard- 
top, $1,540. 

* * + 


— Auctions in Brief — 
BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day (Aug. 25). Weather: Warm, sunny 
skies. Lots (but still not enough to satisfy 
the demand) for good merchandise at firm 
market prices: Sold 76 percent of 96 con- 


signments, 
* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Aug. 28). Weather: Clear. Sold 76 
percent of 809 consignments, 


Oil No Longer 
L.A. Smog Factor, 


Expert Declares 


LOS ANGELES.—O i] companies 
have cut air pollution from refin- 
eries in Los Angeles County to a 
point where it is no longer a factor 
in smog, an oil company air-pollu- 
tion expert said. An adequate auto 
exhaust afterburner is the answer 
to the problem, he added, 

Gerald Fisher, a member of 
Western Oil & Gas Assn.’s techni- 
cal subcommittee on air pollution 
and a General Petroleum Corp. 
employe, outlined the industry’s 
antismog fight on these lines: 

1, Autos emit 1,000 tons of air 
pollutants a day while refineries 
are responsible for a tenth of that 
amount. The refinery emissions are 
only 7 percent of the total pollu- 
tants. This total cannot be reduced 
further by any appreciable amount. 

2. The industry will undertake to 
reduce olefins in gasoline to what- 
ever the proper level may be if it is 
established that a commensurate 
gain in smog control would result. 
Olefins, highly reactive hydrocar- 
bons, are the so-called villains of 
smog. 

The association is carrying out 
extensive research on the project 
along with the Los Angeles County 
Air Pollution Control District, the 
United States Public Health Serv- 
ice and the State’s Department of 
Public Health. Fisher added, how- 
ever, that he feels changing gaso- 
line composition will not have any 
really appreciable effect on smog. 

3. The proper way to lick smog is 
through the development of an 
auto afterburner. 


GMAC Appoints 
Regional Manager, 
4 Branch Chiefs 


NEW YORK. — General Motors 
Acceptance Corp. has appointed a 
new regional manager and five 
branch managers. 

Vincent P. McDonald, a 24-year 
GMAC veteran, was named New 
England regional manager with 
headquarters in Boston. He suc- 
ceeds Claude Courteol, who is re- 
tiring after 39 years with the com- 
pany. McDonald will supervise 28 
branch offices. 

Replacing McDonald as New 
York branch manager is F. Stanley 
Reis, formerly branch manager in 
Syracuse. William E. Appleton has 
been named to the Syracuse post. 
He formerly was a member of the 
executive staff in New York. 

Woodrow W. Baldwin has beeen 
appointed branch manager in Pen- 
Sacola, Fla, succeeding W. R. 
Haynes, who has been transferred 
to Birmingham, Ala. 

Baldwin formerly was manager 
of the GMAC branch in Albany, 
Ga. Thomas W. Turnispeed replaced 
him there. Succeeding Turnispeed 
as manager in Greenville, Miss., 
is Thomas F. Hines, formerly of 
the Birmingham (Ala.) office. 

Daniel: S. Harris jr. has been 
appointed New York regional fi- 
nance manager. He will be respon- 
sible for short-term note sales in 
New York City and the greater 
metropolitan area. 








Ford Dealer ‘to Sapsly 


Five Cars for Police 


LEWISTON, Me.—The Lewiston 
Finance Commission has voted to 
purchase five new police cars from 
Jewett Ford, Inc., Lewiston, which 
submitted a bid of $6,996,36. The 
only other bidder was Flock Buick 
Co.,. whose figure was $7,774.69. 

Bids first were asked on four 
sedans and two station wagons, but 
one wagon was dropped because 
only $7,800 was budgeted. for vehicle 
purchases. Tradeins were consid- 
ered in all bidding. 
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Vespa “400’+The car all America has been waiting for. This Vespa — the largest selling motor scooter in the world. Vespa’s 
sleek rear engine beauty gives you big car performance with advanced engineering design has won for it acclaim as one of 
small car economy. From its independent four wheel spring the “Best 100 Designed Products” of the last half-century. This 
ents and shock suspension, to its reliable engine which delivers 60 Italian beauty is economical and dependable—delivers you over 
| miles to the gallon, to its beautiful and spacious interior and 100 miles to the gallon. Maneuverable?—why it parks on a 
roll down roof, you know that the Vespa “400” is a modern dime, scoots in and out of traffic, gets you there without the 
car styled for today’s living. You can profit from the tremendous fuss and bother of annoying tie-ups. Find out today why there 
success that the “400” is now enjoying throughout the world, are over 300 satisfied Vespa dealers from coast to coast, who 
for when you say Vespa, you say the finest. are all part of the ever growing Vespa organization. 
P.0O.E. New York $1080. P.O.E. New York From $359. 
FOR COMPLETE FRANCHISE INFORMATION WRITE: 
VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
3 ZAS YT  S2ATH. STEVE TT, www Fork 2s. Re 
i 
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50 
SERIES 22 SERIES 37 
single gear, forward and reverse, 
medium duty heavy duty 
iy 
} 
1 


4 SERIES 24 > SERIES 38 
high speed, two ’ forward and reverse, 
gear, heavy duty =) ; plus extra shaft 








SERIES 25 Fes SERIES 39 
high speed, ~* two speeds forward, 

two gear with one reverse, 
heavy duty 


hydraulic pump “5 












SERIES 41 
two speeds forward, 
one reverse, 


SERIES 26 
medium speed, two 
gear, heavy duty 








heavy duty 
SERIES 28 SERIES 50 
low speed, two two speeds forward, 
gear, heavy duty one reverse, 





extra heavy duty 








ee 20 a> Complete line 
transfer cases i of QUALITY 


power take-offs 


Also PTO universal joints, shafting, power dividers and trans- 
missions. For complete information write for Bulletin SB PTO-60, 





DIVISION OF VICKERS INCORPORATED 
TULSA. OKLAHOMA 















Need room for your 
1960 parts? 


SLIDING SHELVES LET 
VOU SHIFT INVENTORY 
INTACT! 


Sheives, with dividers intact, slide in and out like 
drawers, on guides located every 114". Positive 
catch holds shelf in place (no creeping forward) 
... doesn’t interfere with instant removal. 

Dividers hook instantly in place without clips 
... adjust on 1” centers. No scratching of shelf 

‘ronts. 

Rugged heavy gauge steel construction enables 
bins to withstand severe usage . . . give longer 
service life. Specially treated finish is highly resist- 
ant to heat, marring, and scratching. 

All shelves and drawers have handy 144” high 
label holders for easy identification of merchandise. 

Extensive line of ZIP-IN BINS offers varied 
combinations of shelves, dividers, and drawers. All 
units measure 84” high exactly . . . give striking 
appearance of continuous assembly no matter how 
arranged or later expanded. All components are 
easily interchangeable. 

Available for immediate delivery 





‘ in any color. 
Write today for @ 
full facts on complete line. J 


Division of Avrora 





734 Prairie Avenue, Avrora, Illinois 





Sales Conditions in Various Areas... 





Auto Market Reports 


Vancouver 

Sales of foreign-made cars in the 
Vancouver, B, C., metropolitan area 
accelerated to a record 45.4 percent 
of the total market in July. 

This was the second successive 
month that sales of British and 
European imports hit new highs. 
In June they touched a peak of 43.6 
percent, 

Largely responsible for the boost 
was the growing popularity of the 
British Vauxhall. In recent months 
this model accounted for more than 
23 percent of the total imports. 

During July Vauxhall was sec- 
ond only in overall car sales to 
the Chevrolet. It pushed such 
strong competitors as the Ford 
and Pontiac into third and fifth 
places, 

Total July registrations of new 
autos in metropolitan Vancouver 
were 1,918, a gain of 140 units over 
the corresponding month last year, 
but down slightly from the 1,995 
units sold in June. 

Here is how the top ten cars 
stacked up in July with percentage 
of market: Chevrolet 16.2 percent; 
Vauxhall, 10.7; Ford, 9.9; Volks- 
wagen, 7.6; Pontiac, 7.3; Meteor, 
4.9; British Ford, 4.6; Rambler, 3.3; 
Morris, 3, and Austin, 2.7.—(F. H. 
Fullerton.) 


* * 


* 
Omaha 

A total of 1,212 new-car sales 
were recorded for Douglas County 
(Omaha) in July. The figure re- 
flects an even 200 less than the 
previous month of June. 

Chevrolet was ahead with 331 
for first place, followed closely by 
Ford’s 310. Plymouth was third, 
with 81. Fourth place was held 
by Oldsmobile, 76. Then came 
Pontiac, 70, and Rambler, 62. The 
months total included 114 cars. 
In the truck-sales department, 
the top three were Chevrolet, 45, 
International, 44, and Ford, 32. A 
total of 162 new trucks were sold 
in July against June’s total of 178. 


—(Arthur R. Oleson.) 
« * a 


Denver 

Sale of new cars in the Denver 
area continues to register increases 
—in fact, each month so far this 
year has seen sales top the same 
month of last year. In July, Denver 
dealers sold 1,987 new cars as 
against 1,382 in the same month of 
1958. The July, 1959 total included 
196 imports. 

July sale of new cars by make: 
Chevrolet, 570; Ford, 472; mbler, 
139; Pontiac, 116; Oldsmobile, 104; 
Plymouth, 95; Buick, 79; Dodge, 
62; Mercury, 36; Studebaker, 36; 
Volkswagen, 33; Cadillac, 32; Re- 
nault, 29; Chrysler, 14; Lincoln, 13; 
DKW, 13; English Ford, 12; Fiat, 
11; Triumph, 11; DeSoto, 10; Borg- 
ward, 10; Volvo, 10; Hillman, 9; Ed- 
sel, 8; Austin-Healey, 8; MG, 7; 
Peugeot, 7; Imperial, 5; Opel 5; 
Metropolitan, 4; Austin, 4; Goliath, 
; Mercedes-Benz, 4; Porsche, 4; 
Skoda, 4; Berkeley, 2; Simca, 2; 
Daimler, 1; Jaguar, 1; Sunbeam, 1. 
—(Ira Alexander.) 

“~ os 
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Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) during July 
increased more than 40 percent 
over the same month of 1958, ac- 
cording to Finance and Commerce, 
Minneapolis business newspaper. 

July deliveries totalled 2,837 cars, 
compared with 2,017 during July 
a year ago. Deliveries for the first 
seven months numbered 23,963, an 
increase of about 21 percent over 
the 19,765 cars delivered during the 
corresponding 1958 period. 

Foreign cars accounted for 239 
registrations during the month. 
Added to deliveries by Rambler 
and Studebaker, the “economy” 
cars took 18 percent of the 
month’s market, with 525 cars 
delivered. 

Ford continued to top Chevrolet 
in July, with a count of 627 to 610. 
Other registrations were: Plym- 
outh, 230; Rambler, 225; Pontiac, 
209; Oldsmobile, 192; Buick, 145; 
Dodge, 84; Renault, 79; Mercury, 
76; Studebaker, 61; Cadillac, 53; 
Volkswagen, 32; Chrysler, 27; De- 
Soto, 23; Austin-Healey, 19; Morris, 
17; Lincoln, 16; Edsel, 14; Goliath, 





12; Opel, 12; Volvo, 10; Hillman, 7; 
Mercedes-Benz, 7; Simca, 7; Vaux- 
hall, 7; Peugeot, 6; Triumph, 6; MG, 
5; English Ford, 3; Willys, 2, and 
miscellaneous, 14. 

The new-truck total was 237, 
compared with 206 in the year-ear- 
lier month. By makes, registrations 
were: Ford, 77; Chevrolet, 61; In- 
ternational, 42; GMC, 29, Dodge, 10; 
Willys, 4; Divco, 3; Reo, 3; Mack, 
2; Studebaker, 2; White, 2; Volks- 
wagen, 1, and miscellaneous, 1.— 
(Donald M, Lyons.) 

+ * 


* 


Columbus, O. 

July new-car sales chalked up 
the second best total on record for 
the month in Franklin County (Co- 
lumbus), O. The total—2,537—was 
only 143 fewer than in July of rec- 
ord-breaking 1955, and was 40 per- 
cent ahead of last year’s 1,806, 

Sales for the first seven months 
totalled 17,164, up 35 percent from 
last year’s 12,708. 

By makes, July new-car sales 
were: Ford, 704; Chevrolet, 609; 

Plymouth, 204; Pontiac, 165; 
Oldsmobile, 140; Dodge, 118; 
Rambler, 113; Studebaker, 85; 
Buick, 62; Mercury, 43; Renault, 
37; Volkswagen, 33; Cadillac, 28; 
Simea, 24; English Ford, 17; 
Isetta, 15; Morris, 14; Triumph, 
12; Chrysler, 11; DeSoto, 9; Opel, 
9; Saab, 8; Edsel, 7; Goliath, 7; 
Hillman, 7; Metropolitan, 7; 
Vauxhall, 6, and miscellaneous, 
43. 

Used-car sales also were strong 
in July, with a total of 6,404, com- 
pared with 6,584 in June and 5,743 
in July last year. For the first 
seven months of 1959, used-car 
sales totalled 43,041, compared with 
38,130 last year. 

New-truck sales in July totalled 
311, compared with 272 in June and 
207 in July 1958. The seven-month 
total for 1959 was 1,638, compared 
with 1,253 last year. By makes, new- 
truck sales in July were: Chevrolet, 
92; Ford, 89; International, 37; 
GMC, 24; Dodge, 23; Volkswagen, 
16; White, 13; Mack, 6; Brockway, 
4; Divco, 4, and Reo, 3—(Ernest L. 
Arms.) 

* as * 
Cleveland 

Good sales continued to mark 
the midsummer new-car market in 
the Cleveland area and reports of 
an early, thorough cleanup are evi- 
dent. 

New-car registrations in July 
numbered 6,825, compared with 
7,504 in June and 4,727 in July a 
year ago, 

Ford again led the parade with 
1,872, while Chevrolet had 1,428. 
Other registrations were: Pontiac, 
487; Oldsmobile, 421; Plymouth, 
417; Rambler, 399; Buick, 302; 
Dodge, 219; Studebaker, 217; Mer- 
cury, 194; Cadillac, 155; Simca, 66; 
DeSoto, 64; Volkswagen, 62; Opel, 
56; Renault, 53; Chrysler, 46; Eng- 
lish Ford, 43; Edsel, 41, and Fiat, 
41, 

Triumph, 25; Lincoln, 23; Met- 
ropolitan, 22; Austin, 22; Volvo, 

17; Hillman, 15; Imperial, 14; 
Vauxhall, 13; Morris, 11; Peugeot, 
11; Continental, 8; Mercedes- 
Benz, 8; Taunus, 7; Jaguar, 6; 
Lloyd, 5; MG, 5; Saab, 5; Singer, 








5; Porsche, 4; Citroen, 3; Moretti, 
2; NSU, 2; Riley, 2, and miscel- 
laneous, 6. 

Used-car sales totalled 27,670 dur- 
ing the month, 

New-truck sales numbered 454, 
compared with 479 in June and 334 
in July a year ago. By makes, reg- 
istrations were: Ford, 126; Chev- 
rolet, 124; International, 89; Dodge, 
33; GMC, 20; Willys, 20; White, 19; 
Volkswagen, 10; Autocar, 5; Mack, 
3; Studebaker, 3; Divco, 1, and 
Thames, 1. 

Used-truck sales totalled 915 in 
July, compared with 992 in June. 
—(Sanford Markey.) 

* * of 


Los Angeles 


A total of 22,308 new cars were 
registered in Los Angeles County 


in June, compared with 20,420 a 
month earlier. 

By makes, registrations were: 
Chevrolet, 5,123; Ford, 4,923 (in- 
cluding 614 Thunderbirds); Ram- 
bler, 1,538; Plymouth, 1,169; Pon- 
tiac, 1,151; Oldsmobile, 1,033; 
Volkswagen, 697; Cadillac, 666; Re- 
nault, 644; Buick, 619; Studebaker, 
428; Dodge, 421; Hillman, 361, and 
Mercury, 359. 

Austin-Healey, 293; MG, 245; 
Fiat, 242; Triumph, 206; Volvo, 
199; Opel, 186; Chrysler, 169; 
Simca, 144; English Ford, 111; 
NSU, 108; Morris, 101; DeSoto, 
97; Mercedes-Benz, 96; Borg- 
ward, 89; Peugeot, 87; Metropoli- 
tan, 86; Edsel, 84; Vauxhall, 77; 
Jaguar, 59; Taunus, 52; Imperial, 
45, and Austin, 44. 

Continental, 35; Alfa Romeo, 32; 
Citroen, 32; DKW, 31; Lincoln, 31; 
Singer, 25; Porsche, 24; BMW, 18; 
Toyopet, 18; Sunbeam, 17; Goliath, 
11; Lloyd, 11; Wartburg, 8; Lancia, 
5; Skoda, 5; Panhard, 4; Datsun, 
3; Rolls-Royce, 3; Berkeley, 2; Fer- 
rari, 2; Goggomobil, 2; Willys, 2, 
and miscellaneous, 35. 

New-truck registrations num- 
bered 3,542 in June, compared 
with 3,338 a month earlier. 


| 





——— 





By makes, they were: Chevrole tennis 


1,545; Ford, 1,252; International, 
255; GMC, 153; Dodge, 132; Volks- 
wagen, 70; Willys, 33; English 
Ford, 24; White, 14; Studebaker, 9; 
Mack, 8; Kenworth, 6; FWD, 5; 
Diamond T, 4; Morris, 4; Reo, 4; 
Diveo, 3; Peterbilt, 3, and miscel- 
laneous, 18.—(William Carroll.) 
* ok a 


Salt Lake City 

A total of 1,331 new cars and 
279 new trucks were sold in Salt 
Lake County (Salt Lake City) in 
July, according to figures compiled 
by the Utah Automobile Dealers 
Assn. 

Car registrations by makes 
were: Chevrolet, 328; Ford, 258; 
Rambler, 150; Pontiac, 93; Plym- 
outh, 80; Oldsmobile, 68; Dodge, 
44; Buick, 41; Mercury, 39; De- 
Soto, 27; Cadillac, 22; Chrysler, 
12; Edsel, 11; Studebaker, 11; 
Lincoln, 8; Imperial, 2, and mis- 
cellaneous, 137. 

Truck registrations were: Ford, 
93; Chevrolet, 81; GMC, 36; Inter- 
national, 31; Dodge, 19; Willys, 8; 
Diamond T, 2; Kenworth, 2; Mack, 
2; Studebaker, 1; White, 1, and 
miscellaneous, 3. 





TWO BLOCKS 








r' i= 





Metropolitan Big as Life— 


This giant billboard, featuring a full-size reproduction of a Metropolitan, is being 


used by John M. Clark Auto Co. (Rambler), Dallas, The sign, located along an express- 
way, is seen daily by some 30,000 motorists. 



































WHAT IT MEANS TO YOU... 
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The Big Three's little secret! 


One look at the uniformed figure guarding this gate 
tells you this is as close as you'll get to the important 
automotive project he’s protecting. Throughout the 
industry, it’s the same story of tight security. 


What’s the well-kept secret? This year, it’s even more 
than the competitive features of next year’s cars; this 
year, it’s that big topic that has turned automotive 
small-talk to small car talk everywhere! 


With small cars from the Big Three will come a need 
for new engine parts and running gear components; 
new configurations in glass, plastics and rubber; new 
castings, forgings and sheet metal stampings. 


It may be a smaller car, but it’s still a manufacturer's 
nightmare—that is, until he finds suppliers who have 
what he needs in material, quality, quantity, price 
and service. 


How do you let the industry know about your prod- 
uct? By advertising regularly in the weekly News- 
paper of the Industry — AUTOMOTIVE NEWS. 
Whether they are responsible for the small car proj- 
ect, full-size cars, or trucks or buses, AUTOMOTIVE 
NEWS readers are important to you. They are fac- 





tory management and production decision-makers; 
engineering, styling and sales executives; car and 
truck dealers, and their service and parts managers. 
They subscribe* to AUTOMOTIVE NEWS for all 
the news they need to keep abreast of their fast- 
moving industry. 

If you have important news for them, let them know 
about it soon, in the one news source they'll be cer- 
tain to read next Monday, and every Monday 
morning! 


*44,000 paid subscribers, 85 percent of whom an- 


The mest influential publication in the automotive industry. 






Vel, XXXL, No. 3611 


The Newspape 


- 744,000 New Cars Now vs. 679,000 in Geese 


nually renew at the regular $9 ‘rate without offers 
of premiums, cut rates or other inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, 
Murray Hill 7-6871 

CHICAGO: J. Goldstein, “Bill Gallagher, State 
2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy 
Holihan, Woodward 3-9520 

SAN FRANCISCO: jules E. Thompson, Douglas 
2-8547 

LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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Designed for Ford— 


Ford Motor Co., working with the J. Walter Thompson advertising agency and 
Pacific Outdoor Advertising Co., has created a new design for its 20 rotating painted 
bulletins in the Los Angeles Metropolitan area. The art depicts a showroom display- 
ing two Fords being inspected and admired by several groups of shoppers and a 
cutout of an impeccably dressed gentleman who towers over 20 feet from the base 
of this colorful bulleti This bulletin, working with 19 others, will be rotating each 
month to a different high-traffic location. In this way, Ford will be generating over 
17 million impressions each month. 











GM Top Spender ... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Despite a drop in expenditures 
for the third straight year, General 
Motors continued to hold the No. 
1 spot among the nation’s 100 lead- 
ing advertisers in 1958. 

The top 100 spent a total of 
$2.3 billion, an increase of 4.6 
percent over the previous year’s 
$2.2 billion, according to figures 
compiled by Advertising Age. 

GM spent an estimated $137,500,- 
000 to promote its products during 
the recession year, compared with 
$144,526,000, the trade paper said. 

Expenditures by Ford Motor Co. 
and Chrysler Corp. also were down, 
the trade journal reported, reflect- 
ing the decrease in auto sales dur- 
ing the 12-month period. 

Ford dropped from third to fifth 
place in spending on a total ’58 
outlay of. $87.9 milion, compared 
with $103.5 million in the previous 
year. 

Chrysler cut its ad budget for 
the period from 72.3 million in 
1957 to $58,745,000, and dropped 








@® maximum traction 
@ automatic operation 


®@ economical 
e@ simple installation 


AVAILABLE FOR MOST TRUCKS 


DETROIT AUTOMOTIVE PRODUCTS CORP. 


Detroit 13, Michig 





from seventh to ninth place in 
the standings. 

American Motors, the only other 
maker in the top 100, boosted its ad 
outlay for the year to $11.2 million, 
up $1.2 million over the previous 
year. AMC ranked 66th on the list. 

DuPont, a major automotive sup- 
plier, increased its ad spending to 
$30,591,000 from $24,765,690 and fin- 
ished in 18th place. 

The expenditures and standings 
of other big automotive suppliers 
follow: 

Standard Oil of New Jersey, 
$23 million (31); Goodyear, $21,- 
$72,000 (35); Standard Oil of Indi- 
ana, $19 million (40) ; Texaco, Inc., 
$18,186,095 (43); Shell Oil Co., 
$16,241,136 (47). 

Union Carbide Corp., $15,270,000 
(52); Firestone, $14,733,000 (54); 
Gulf Oil Corp., $12,150,000 (63); Mo- 
bil Oil Co., $11,746,000 (64); Good- 


rich, $11.5 million (65); U, S. Rub-| 


ber, $11 million (67). 

U. S. Steel, $10,856,870 (68); Alu- 
minum Co, of America, $10 million 
(70); Sun Oil Co., $9,138,000 (80), 
and Simoniz Co., $6,740,000 (93). 

* * * 


Eisaman-Johns Selected 

For the second consecutive year, 
Eisaman-Johns has been appointed 
to handle advertising for the In- 


ternational Auto Show which will) 


be staged Nov. 13-22 by the Los 
Angeles Motor Car Dealers Assn. 

The agency also has been desig- 
nated to conduct a public relations 
campaign for the combined Los 
Angeles and Southern California 
Motor Car Dealers Assns. 

* 


ok * 
Lancia in Holiday 

The Italian-built Lancia will be 
featured in a full-page ad in the 
October issue of Holiday magazine. 
Placed by Hoffman Motor Car Co., 
Inc., New York, U. S. distributor 
for Lancia, the insertion marks the 
kickoff of a campaign which will 
continue in fall and winter issues 
of Holiday. 

A mailing piece will be distri- 
buted to Lancia dealers as a mer- 
chandising aid to be displayed in 
their showrooms. Warwick & Leg- 
ler, Inc., New York, is the agency. 

* ok ok 


5 Papers Team Up 


Executives of the Boston Globe, 
Milwaukee Journal, Philadelphia 
Bulletin, St. Louis Post-Dispatch 
and Washington Star announce 
formation of a jointly-owned na- 
tional advertising sales organiza- 
tion under the name Million Market 
Newspapers, Inc. Details of the op- 
eration are to be announced to 
advertisers and agencies in the 
mid-fall season. 

“Present advertising represen- 
tatives and direct office person- 
nel associated with the publishers 
of the five newspapers are aiding 
in the transition to the new or- 
ganization,” according to the an- 
nouncement. 

Four of the five newspapers have 
evening and Sunday editions, The 
Globe offers morning, evening, and 
Sunday editions. 

Combined net paid circulation of 
the five papers is 2,090,956 daily, 
2,490,481 on Sunday and the ad- 
vertising linage of these papers in 
1958 totaled 206,294,000 lines, it was 
stated. 


* * * 


Import Ad Data 


A detailed analysis of the for- 
eign-car market has been released 
by The New Yorker magazine, 
which reported it carried more 
pages of foreign-car advertising 
last year than any other magazine. 

The New Yorker ran 84.69 pages 
of import-car ads in 1958, compar- 
ed to 79.20 for the runner-up, Sports 
Illustrated. Third was Time, with 
38.58 pages and fourth Holiday, 
32.86 pages. 

Imported-car sales are broken 
down by makes, states and per- 
centages for 1958 and 1957. Another 
chart details magazine ad pages for 
the period 1948-1958. 

A tabulation by the New York- 
er of magazine ad costs in terms 
of 1958 sales shows Rolls-Royce 
the biggest average spender, with 
$226.92 per unit. Citroen was 
next, with $79.34, and Peugeot 
third, $29.75. 

By contrast, the Lincoln-Contin- 
ental expenditure for magazine ads 





last year led domestic cars. It was 
$59.69 in terms of unit sales. Im- 
perial was second with $56.71 and 
Edsel third, $32.93. 

A complete breakdown of 1958 
import magazine ad costs per unit 
volume, as compiled by The New 
Yorker, follows: 

Rolls-Royce, $226.92; Citroen, 
$79.84; Peugeot, $29.75; Jaguar, 
$29.07; Sunbeam, $27.75; Mercedes- 
Benz, $22.17; Triumph, $16.71; Sim- 
ca, $16.19; Renault, $12.68; Morris, 
$10.25; Vauxhall, $9.12; Fiat, $5.70; 
Hillman, $4.71; Volvo, $4.66; Aus- 
tin-Healey, $4.22; Porsche, $3.89; 
Saab, $3.06; Volkswagen, $2.75; MG, 
$2.67; Ford, $1.40; Opel, $.62, and 
Metropolitan, $.19. 

Leading user of general maga- 
zines in 1958 was Jaguar, which 
bought 134 pages, of which 68 were 
in The New Yorker. 

* * + 


Peak Program Underway 


Peak antifreeze, a product of 
Commercial Solvents Corp., has in- 
troduced a three-point merchandis- 
ing program to support its fall ad- 
vertising campaign that will in- 
clude advertisements in Look an 
Saturday Evening Post as well as 
billboards in key locations through- 
out the country. 

The merchandising kit, available 
from Peak wholesalers, contains 
wall charts, “Expert Dealer” signs, 
window banners, wheel tags and di- 
rect mail solicitation cards. 

The three-point program is de- 
signed to (1) promote sales of anti- 
freeze at a price that includes in- 
stallation and complete cooling sys- 
tem checkup; (2) compete with 
non-service outlets by offering a 
carry out price, and (3) sell their 
cooling system service work profit- 
ably to those who buy their anti- 


freeze elsewhere. 
& * * 


|Personnel Changes 


Sam Petok has been appointed 


|to the newly created position of 





public relations director and Char- 
les W. Craig has been appointed to 
the new position of public relations 
manager for the recently formed 
Plymouth-DeSoto- Valiant division 
of Chrysler Corp. Petok, 37, had 
been public relations director at 
the DeSoto division since January, 
1957, while Craig, 41, headed Plym- 
outh public relations since August, 
See 3 <> 

James T. Harding from supervi- 
sor of machine billing for TV Guide 
to national billing manager, and 
Martin Strudler to credit manager. 

Harvey B,. Janes has joined Saab 
Motors as public relations manager. 
He will also be responsible for ad- 
vertising and serve as secretary to 
the national SAAB owners club. 
He previously was eastern editor 
of Road and Track ... 

George L. Hughes from manager 
of the San Francisco office of Mc- 
Call Corp. to manager of the San 
Francisco office of the New York 
Times .. . Newell T. Schwin from 


director of production sales at 

CBS-TV to public relations and ad- 

vertising vice-president at Associ- 

ates Investment Co., South Bend. 
* * * 


Agency Donates Trainer— 


Campbell-Ewald Co., Detroit, ‘ploughed 
back" a recent cash safety award by pre- 
senting to the University of Michigan a 
driver trainer for use in educational work. 
The machine, purchased from the Ameri- 
can Automobile Assn., supplies a driver 
with conventional auto controls, then 
grades his performance by means of a 
miniature car on a winding road replete 
with varied speed, shifting and braking 
instructions. H. G, Little, left, agency 
board chairman; E. S. Matheson, center, 
president, Automobile Club of Michigan 
and Thomas B. Adams, Campbell-Ewald 
president, watch as Lyle Wilson, univer- 
sity relations director, tries out the trainer. 
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The Man Behind the Wheel... 





Sales Testing the Volvo 1225 


(Continued from Page 6) 
plenty of room under them for 
shifting feet on long trips. 

The four-forward speed trans- 
mission uses the same pattern as 
American cars, with the excep- 
tion that first is left and forward 
where our reverse is. All gears 
are synchronize’d. Although 
there’s a long throw for the gear- 
shift knob, it’s not bad once you 
get used to it. 

Shifting ease could be better. 
There’s very little gear noise, and 
in third the 122 S performs with 
plenty of snap above 25 miles an 
hour, Below 20 I had to hit Second 
to keep up with traffic. The Volvo 
has always been known as a hot 
car and by revving the little engine 
as high as it would go I found it 
possible to be ahead of traffic fre- 
quently. 

Perhaps the most important 
thing I found in testing the Volvo 
was remembering that due to a 
radical cam in the little overhead 
valve engine, there’s not much 
power until the pistons are flying. 
At the factory, new engines are 
run on test beds for up to three 
hours before being installed in 
the car. 


* * 
It Steers Quick 
RIVING a Volvo on straight 
roads is no problem except for 
quickness of steering. American 
cars have a slow wheel, while in 
a Volvo just thinking about turn- 
ing will bring it around a corner. 
The ride is choppy and firm, by 
U, S. standards, but on the other 
hand it’s equal to the average of 
most imports this size. Road and 
noise level is low and wind whistle 
is almost nonexistent. This is a 
tight, solid car, and on short trips 
provides all the comfort and sat- 
isfaction an owner desires. Longer 
trips might be less happy, as 400 
or 500 miles in a small car is 
not necessarily the world’s great- 
est sport. 
As far as handling goes, 


| And So Love 
For Detroit 
May Return 


NEW YORK.—Janet Agile was in 
love, but the romance has -cooled. 
And although it hurts, she doesn’t 
mind talking about her loss, 

Her love was an imported sports 
car. She tells about the end of the 
affair in the current issue of 
Harper’s magazine. The article is 
titled “Come Back Detroit, All Is 
Forgiven.” 

At first, all was wonderful. She 
and other sports-car owners hud- 
dled at parties discusing “the de- 
cadence and vulgarity of American 
cars.” 5 

Slowly, the romance began to 
fade, she says, adding, “I don’t re- 
member when I first realized I had 
begun to loathe my sports car.” 

There was the day she suggested 
driving a friend’s car to the city 
because it was warmer and more 
comfortable. Also, she realized that 
her sports car was so noisy she 
couldn’t hear the radio when the 
engine was running. And other 
owners told about parts and serv- 
ice problems—even the difficulty of 
replacing windshield wipers. 


* 


the 











The romance died when Miss| .~ 


Agle borrowed an American-made 
station wagon in order to have 
enough room to take two children 
and a dog on a trip South. 

The car purred effortlessly along 
the highway. After a day of travel, 
she was fresh and comfortable. 
“Caught off guard, I made a damag- 
ing admission to myseif,” she said. 
“Driving an American car was a 
pleasure.” 





Nassau Chosen as Site 


Of Georgia Convention 

ATLANTA.—The Georgia Auto- 
mobile Dealers Assn. will hold its 
1960 convention May 10-12 at the 
British Colonial Hotel in Nassau, 
according to President Cuyler 
Trussell (Ford) Athens. 

Members will fly to Nassau in 
chartered planes from Atlanta and 
Jacksonville, Fla., or travel by ship 
from Miami. 


| quick steering 





Volvo is as capable as you can 
expect, The previously mentioned | 
is delightful and 
makes mountain roads a breeze. | 
It’s agile, easy to turn, and there’s| 
a moderate amount of body sway| 
but no tire squeal. 

Since coil-spring suspension is 
used all around, with traction bars 
in the rear, it’s good to keep in 
mind that you can lift a Volvo rear 
wheel quite easily, Demonstrations 
of handling might be most success- 
ful at a little less rapid pace than 
you might use with roadsters. 

The heating and ventilating sys- 
tem was not given a workout in 
this test. In view of the car’s man- 
ufacture in Sweden, where cold 
weather is certainly a problem, I’m 
inclined to believe that heating 
capacity would be more than 
enough, Unique among small cars is 
Volvo's use of a vent pane in each 
of the four windows. 

* * * 


Fuel Economy Good 


| ape economy was pretty good 
considering size and potential 
of the car, Our overall test of 525 
miles produced. 22.53 miles per gal- 
lon. These figures were accumulated 
during the same traffic driving used 
for all import tests. 

The gas tank is filled with reg- 
ular fuel through a centrally lo- 
cated filler just above the rear 
bumper. When the needle -of the 
fuel gauge is within a white mark 
below the “E” there is a gallon 
left in the tank, Behind the 
trunk-mounted spare is a space 
for a spare gas can. 

Popping the hood is rather a 
happy surprise. Not only does it 
open wide, but there’s plenty of 
space around the edges to perform 
service functions. The dipstick, fuel 
pump and distributor are on the 
left side of the engine. Each is 
high and in the open ready for 
service. 

The oil-filler cap is on the rocker- 
arm cover, On the right of the 
engine are two SU carburetors on 
an aluminum log-type manifold. Be- 
low the carburetors and forward 
is the generator, while to the rear 
and low is the starter. The oil fil- 
ter bolts to the side of the block. 

Because the clutch is hydraulic, 
there is a small reservoir on the en- 
gine side of the cowl, next to a 
larger reservoir for brake fluid, The 
six-volt battery is mounted into the 
firewall, as is the bulk of the heater 
and blower assembly, Voltage regu- 
lator and coil are high on sheet 
metal to keep them out of sprayed 
water. ; 


* Eo 
Trunk Is Small 


HE trunk is modest by most 

standards. It has a nice flat 
floor, is rubber covered and the spare 
wheel is stowed vertically on the 
side, This would certainly be satis- 
factory for two travellers, but be- 
yond that a roof rack would be 
needed for extra luggage. 

The body is unitized, with front 
frame horns welded to, and a part 
of, the body structure, However, 
the front fenders can be unzipped 
and the grill or surround changed 
to make repairs easily. 

Doors are well hung, fit tightly 
and refuse to vibrate over rough 
roads. There’s plenty of sealstrip- 
ping, including a double run around 


* 


* * * 





Plenty of Room— 

The front of the Volvo 122 S has lots 
of room and separately adjustable seats. 
The instrument panel has a padded upper 
surface and the brake. and clutch pedals 





Gre suspended. 


door bottoms, to keep cool air out. 
Doors included a double-catch sys- 
tem which prevents lock rattle. 

Spotwelding is smooth and of 
excellent quality. Volvo bodies are 
thoroughly rust-proofed in the same 
general manner that 1960 Chrysler 
cars will be, This includes degreas- 
ing the completed body, rinsing, 
soaking in a phosphate bath and 
immersion in an air-drying syn- 
thetic primer. 

All Volvos are painted with syn- 
thetic enamel. Between coats the 
surface is sanded and dried before 
continuing to the next spray booth. 
By the time painting is complete, 
the body has seven coats. 

* * * 


Has Torsion Stabilizer 


HERE’S little unusual about 

chassis or running gear, Inde- 
pendent front suspension uses coil 
springs and control arms, with a 
torsion stabilizer. Rear suspension 
is on coil springs, with the axle 
located by two rubber-mounted sup- 
port arms, two torque arms and 
a track bar. 

Double-acting telescopic shock 
absorbers are used front and 
rear, There are 165 spare inches 
of braking surface (the Rambler 
American has 139) inside 10-inch 
drums. The hand brake is me- 
chanical on rear wheels only. 

The owner’s manual is titled 
“How to Drive and Service Your 
Volvo,” but includes enough infor- 
mation to rebuild the complicated 
SU carburetors. Volvo doesn’t beat 
around the bush on this point when 
it points out: “The engine has twin 
carburetors which are not of an 
alltogether usual type.” 

In back is a wiring diagram 
printed in Swedish, around which 
are English equivalents of Swedish 
terms, The lubrication chart has 17 
notes, most of which include such 
remarks as: “Once or twice a 
year...” “Once a year...” “Every 
12,000 miles...” 

Minimum maintenance require- 
ments included lubrication periods 
of 3,000 miles, at which time engine 
oil should be changed. The oil filter 
is to be changed every 6,000 miles. 

x * +. 


Aas points in selling Volvo 
are at the minimum, Carbure- 
tor roar may be a hazard with old 
folks, or it could be a selling item 
if pitched around the little 85 horse- 
power four. Dealers report some 
price resistance, which may well 
be. 

A few salesmen are selling the 
price by starting off with an ex- 
planation that Volvo is not a 
cheap car, but rather high-quality 
transportation in a small pack- 
age. Justifying the limited lug- 
gage space could be a problem 
in selling women, 

A banged knuckle on the right 
hand reminds me that in demon- 
strating fast gear shifts, it’s ad- 
visable to make sure the ash tray 
is closed. If this seems like a short 
list of problems, it’s only because 
there are few things about the 
Volvo worthy of negative comment. 

On the positive side there’s a tre- 
mendous story in low maintenance 
costs, From then on it’s your baby. 
Sell solid doors, a fine paint job, 
individual front seats, rubber floor 
mats, well trimmed and _instru- 
mented dash, good vision for a tall 
person, lots of space under the 
hood, good looking dual-carburetor 
engine, a radiator blind for winter 
warmups, and most of all, sell free 
and easy handling minus power 
brakes or power steering. 

* * * 


Sell the Price 

IVES should love everything 

except the four-speed trans- 
mission, while husbands will buy 
a Volvo for the very same sports- 
ear fixture. And sell the price, The 
122 S has enough features to justify 
its tag in comparison to other im- 
ports. 

Pinpointing a market for Volvo 
is not easy. Its small size handicaps 
cross-country tourists, and the 
four-speed gearbox is rough on 
traffic fighters. But for prospects 
driving 20 to 30 miles a day, and 
interested in having some fun with 
their economy, the Volvo could well 
be meat and drink. There’s quality 
in this car. Quality that can be 
enjoyed, and quality that can be 
sold. 








This One Thrilled Field Men— 


of 
ie 
gy Ee 


At French Lick, Ind., some of the 400 members of the field sales organization of 
Chrysler and Imperial division rush onto the golf course to look over one of the cor- 


poration's 1960 models. Guess which one? 





Lubeless Fittings Gaining; 
Chevy Sees Truck Boom 


(Continued from Page 3) 


the ‘five years or less’ age bracket. 
This classification is smaller than 
at any time since 1948 with sub- 
stantially less than half, or 42.7 per- 
cent of the vehicles, in the rela- 
tively youthful group. 

“These statistics not only tell us 
there is a vast pool of demand due 
to deferred truck buying in past 
years, but there is also good reason 
to believe that some purchases were 
deferred for lack of significant in- 
novations in the truck industry.” 

* co * 
a new Chevy models enable 

the company to fill virtually 90 
percent of truck user requirements 
in their field, according to Sattler. 

He reported Chevrolet already 
has sizable plant expansions under 
way and in some cases completed. 
Assembly space has been enlarged 
at some plants for greater truck 
production, he added. 

For the first time, he stated, 
heavy-duty trucks, formerly as- 
sembled in one Detroit area plant, 
now will be built by the company 
at four locations—F lint, Balti- 
more, St. Louis and Los Angeles. 
This should result in faster de- 
livery to customers, he said. 

H. O. Flynn, Chevrolet assistant 
chief engineer for trucks, told of 
the key role played by electronics 
in the six-year development of the 
truck chassis designs that were 
shown the press. 

Electronic instruments, some only 
recently available and others de- 
vised especially for the project, 
were used to measure the ride mo- 
tion of truck designs under de- 
velopment and to analyze the effect 
on drivers and cargoes, Flynn said. 

The result, he said, is an en- 
tirely new concept in truck chassis 
design with load handling ability 
at maximum safe road speeds as 
much as doubled over 1959 units. 

* co * 

N THE tests, Flynn said, test 

drivers were wired at various 
points of their bodies and ride re- 

actions were recorded. Results were 
analyzed by computers, Ride test 
data was compared with comfort 
limits established by leading auto- 
motive researchers. 

“In every respect and under 
every road condition the new mod- 
els showed a tremendous improve- 
ment,” Flynn said. “In terms of 





AMC Studies BMW, 


Other Overseas Firms 


DETROIT. — American Motors 
is exploring the purchase of Ger- 
many’s Bayerische Motoren 
Werke (BMW) but has reached 
no decision on the matter, an 
AMC spokesman said last week. 

He said AMC also is looking 
into other foreign companies. 
BMW, which is located in Mu- 
nich, makes the BMW Isetta 300, 
the BMW 600 and a line of luxury 
cars priced over $5,000. The ve- 
hicles are distributed in thé U, S. 
by Fadex Commercial Corp., New 
York. dhe 








‘vertical bounce’—the most notice- 
able of many factors adding up to 
riding quality—as much as 78 per- 
cent of the uncomfortable harsh- 
ness was eliminated, ‘Pitch’ and 
‘side sway’ and their effects on both 
driver and cargo were vastly re- 
duced.” 

To obtain facts on the load han- 
dling ability of the new design, he 
said, further studies were made at 
the General Motors Proving 
Ground, using identical ’60 and '59 
models, Ton-miles per hour com- 
parisons were made on pickup and 
tandem models. 

“The 1960 pickup was operated 
at 240 ton-miles per hour as com- 
pared with 116 for the 1959—over 
a 100 percent improvement,” 
Flynn said. “On another test the 
1960 tandem operated at 625 ton- 
miles per hour as against 250 for 
the 1959—again better than 100 
percent improvement.” 

Flynn said the ’60 truck project 
began six years ago from scratch. 
The goal was to come up with a de- 
sign to provide for heavier payloads 
at higher safe road speeds, to bring 
about vastly improved ride, han- 
dling and driver comfort, and to 
reduce truck and payload damage. 


Emblem Adopted 
By Association 
Of Cooler Firms 


OKLAHOMA CITY, — A new 
identifying emblem signifying. 
membership in the group of auto 
air conditioning manufacturers is 
now being displayed by the 13 lead- 
ing manufacturers of complete re- 
frigerated systems. 

The circular insignia of blue and 
gold denotes membership in the 
Automotive Air Conditioning Man- 
ufacturers’ Assn. which meets every 
two months to discuss common 
problems, 

The governing body consists of 
an executive committee, whose per- 
sonnel rotates within the member- 
ship. The present chairman of the 
executive committee is H. Dale Jor- 
dan, of Frigiquip Corp., of Okla- 
homa City, one of the organizers of 
the group four years ago. 

Other members of the executive 
committee are: S, R. Hollingsworth, 
of John E. Mitchell Co., Dallas; D. 
A. Brown, of A.R.A, Mfg Co., Grand 
Prairie, Tex., and Bert J, Mitchell, 
of Frigikar Corp., Dallas. 

Other members of the association 
include: The Cartrol Corp., Kansas 
City; Clardy Air Conditioning Co., 
Fort Worth, Tex.; Capitol Refriger- 
ation Inc., Dallas; Climatic Air, 
Dallas; The Forston Co., Houston; 
International Auto Air Condition- 
ing, Fort Lauderdale, Fla.; Lindus- 
tries, Inc., Fort Worth.; Parkomat 
Mfg. Co., Inc., Dallas, and Eaton 
Mfg. Co., Cleveland. 


Burglars Get $600 


YOAKUM, Tex.—Burglars took 
more than $600 in cash from the 
safe of Zaruba Chevrolet Co, 
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No-Glare for ’60 Models. . 





Chrysler Explains New Lights 


(Continued from Page 2) 


tional meeting of the Illuminating 
Engineering Society in San Fran- 
cisco. The EL lamps are manufac- 
tured by Sylvania at Salem, Mass. 

In 1960 Chrysler and Imperial 
clusters, two types of EL lamps 
will be used. The numerals and 
letters on the speedometer, odo- 
meter, fuel, amperage, oil and 
temperature gauges and radio 
dials will be backlighted by flat 
wafer-thin EL lamps that pro- 
duce a blue-green light. 

Moving across the dial faces will 





Stainless Sales 


For Autos Soar 


NEW. YORK.Shipments of 
stainless steel to the automotive 
industry increased approximately 
169 percent in the first six months 
of 1959 compared to a like period in 
1958, according to the Committee of 
Stainless Steel Producers, Ameri- 
can Iron and Steel Institute. 

First-half stainless shipments 
totalled 63,923 tons in contrast to 
23,771 tons reported for the first 
six months of 1958. Total shipments 
for automotive use during 1958 
were 67,640 tons. 

















now... 
under the 

sign of 
Porsche... 


..-8ix distributors serving over 
150 dealers from coast to coast 
who'll enjoy the good sales for- 
tune that’s come to everyone 
who’s ever handled this uniquely 
magnificent car! 

Located in those areas where 
Porsche has proven to have its 
greatest appeal, these dealers 
were carefully selected for their 
experience in handling fine Euro- 
pean imports. All are fully 
equipped with parts and factory 
trained mechanics to service the 
Porsches they séll...or the ones 
already in the area. 

To all of them, welcome to the 
Porsche team...and welcome to 
their new customers across the 
nation who'll find out for the first 
time what real driving is! 


PORSCHE 


OF AMERICA CORP. 
527 Madison Ave., N. Y. 22, N. Y. 


DISTRIBUTED IN THE U.S. BY: 


Hoffman Porsche Car Corporation 
443 Park Avenue, New York 22, N. Y. 





Brumos Porsche Car Corp. 
40 West Fifth Street, Jacksonville 6, Fla. 


Porsche Car “ym Inc. 

1860 F’ Northbrook, Iinois 
tinental,/ ne. 

A Texas 
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1820 B 


Poreche Car Distributors, Inc, 

1219 Vine Street, Hollywood, Calif. 

” Poreche Car Pacific, Inc. 

1600 Van Ness Avenue, San Francisco, Calif. 


IN CANADA BY: 
poiowages ~ Genede Ltd. 
Golden Mile, Toronto 16, Ontario 











be pointers in contrasting colors. 
Both the pointers and flat pieces 
are EL lamps. They contain phos- 
phor which, when excited by elec- 
tricity, produces a soft, pleasing, 
highly visible glow. 
The 60 Chrysler instrument 
panel’s three-dimensional design 
was made possible because of the 
new EL light source, Chrysler said. 
A transparent half-sphere, finished 
in brushed aluminum, is centered 
beneath steering wheel. Four strips 
of aluminum rise from within the 
sphere to form engine gauge indi- 
cators—oil, generator, temperature, 
and fuel. 
EL pointers and a variety of 
numerals and letters are back- 
lighted by small EL panel lights. 
Radio and clock faces are also il- 
luminated through electrolumines- 
cence, 
The instrument panel for the ’60 
Imperial is dominated by two large, 
circular instrument clusters flank- 
ing the steering column. 
Each cluster, the speedometer 
group on the left and the engine- 
gauge group on the right, is hooded 
by a semicircular brow flowing out 
of the panel’s leading edge. 
Frank J. Healy, president of 
Sylvania Lighting Products divi- 
sion said panelescent lighting has 
many other potential automotive 


9,000 to Preview 
Ramblers at Six 
Dealer Meetings 


DETROIT, — An estimated 9,000 
American Motors dealers, salesmen 
and their wives are previewing the 
new Rambler line in six regional 
meetings this month. 

Fred W. Adams, director of ad- 
vertising and merchandising, said 
two meetings 
were added this 
year because of a 
“bigger line to 
show, a bigger 
story to tell and a 
bigger dealer or- 
ganization to cov- 
er.” The first pre- 
view was held 
Thursday in Oak- 
land, Calif, 

Other previews 
throughout the 
country are scheduled as follows: 
Miami Beach, Sept. 10; Kansas 
City, Sept. 14; Chicago, Sept. 18; 
Detroit, Sept. 22, and Atlantic City, 
Sept. 25. 

The ’60 Rambler line will be pre- 
sented in a musical drama, fea- 
turing orchestral and choral num- 
bers with special Rambler lyrics. 
Also featured will be pretaped tele- 
vision-style newscasts by top NBC 
commentators describing the Ram- 
bler news; audience participation 
“shows,” and motion picture con- 
tinuities by Metro-Goldwyn-Mayer. 
Produced by American Motors’ 
agency, Geyer, Morey, Madden and 
Ballard, Inc., the show is under the 
musical direction of Elliott Jacoby, 
of the Meyer Davis organization. 
Scenic effects are by George P. 
Johnson Co, and visuals by Depic- 
torama. 

Salon showings of the new Ram- 
blers, Americans, Ambassadors and 
Metropolitans will follow each pres- 
entation. President George Romney 
will be the principal speaker at a 
luncheon which will climax each 
regional meeting. 


Divco-Wayne Sells 
Boston Branch 
To Truck Center 


BOS TON.—Truck Center, Inc., 
has purchased the assets and busi- 
ness of the Boston division of 
Divco-Wayne Corp., according to 
T. W. Paul, Truck Center president. 
He said George Gunn will be 
vice-president and general man- 
ager of Truck Center’s new divi- 
sion. Divco personnel are expected 
to remain with the firm, Paul 
added. 

Diveo trucks will be sold and 
serviced in New Hampshire 
through Truck Center Co., Inc., 
Manchester, N. H., another sub- 








F. W. Adams 





applications. He mentioned auto 
ceilings, floor lights and license 
plates. 

He said Sylvania also has devel- 
oped a Panelescent marking sign 
for superhighways which is easier 
to read and uses only half as much 
power as conventionally lighted 


signs. 


* * * 


Chrysler Division Men 


Preview 4 New Models 

FRENCH LICK, Ind.—Four of 
Chrysler Corp.’s ’60 cars, were pre- 
viewed at a national sales meeting 
of the Chrysler and Imperial divi- 
sion here. Shown to 300 area, region 
and district managers of the divi- 
sion were the new Imperial, Chrys- 
ler, Plymouth and Valiant cars. 

C. E. Briggs, general manager of 
the division, expressed the belief 
that the forthcoming introduction 
of the Valiant and other American- 
made compact cars would serve as 
a sales stimulant to medium-priced 
and higher priced cars. 

“One important reason for this 
is that there is more interest in 
automobiles now than at any time 
in many years,” he said. “People 
are more critical and more demand- 
ing, and they are showing a new 
interest in engineering features 
and in construction details,” he 
said. 

“We are convinced this will work 
to the advantage of the medium 
and higher priced cars, as well as 
the smaller ones.” 

Briggs said his company had 
found no indication, either in con- 
sumer survey or in its sales experi- 
ence over the past two years that 
Americans are in a mood to ac- 
cept lower standards of motoring 
in either compact cars or standard- 
size automobiles, 





Champion Unveils 
Electronic Device 
For Testing Plugs 


TOLEDO.—An electronic tester 
which provides quick, accurate 
testing of spark plugs without re- 
moving them from the engine has 
been developed by Champion Spark 
Plug Co. 

Known as the Plug-Scope, the 
lightweight (3.41 pounds) unit per- 
mits the operator to check all 
spark plugs with the engine run- 
ning, completing the check in three 
minutes. 

Basically the instrument is an 

oscilloscope which measures the 
amount of voltage required to fire 
the plugs. This information appears 
on the screen in the form of ver- 
tical lines, or “traces.” The height 
of each trace—compared with a 
red line on the screen—indicates 
spark plug condition. 
The Plug-Scope is powered by 
the car’s battery, compensating for 
either 6 or 12-volt systems, auto- 
matically. According to Champion, 
the tester can be attached to any 
car with four simple connections. 
Although primary purpose of the 
Plug-Scope is to check spark plugs, 
it can be used also to reveal low 
voltage available from the ignition 
system, reversed coil polarity, or 
excessive gaps in the secondary ig- 
nition circuit. The tester will be 
made available to dealers, fleets 
and other users through Champion 
marketers. 





Plug Tester— 


Champion Spark Plug Co.'s electronic 
spark plug tester, the Plug-Scope, is a 
simplified oscilloscope designed for quick, 
accurate testing of all plugs while they 


Three Million Volkswagens— 


Volkswagen has built three million vehicles since 1945. The milestone unit, a De- 
luxe Sedan, rolled off the assembly lines on Aug. 25 in Wolfsburg, Germany. On the 
same day the 500,000th VW transporter left the Hanover factory. Volkswagen built its 
one-millionth vehicle on Aug. 5, 1955, and the two-millionth on Dec, 28, 1957. The 
milestone car is shown aboard a double-decker freight train. P 





LOUISVILLE. — Louisville’s auto 
dealers and daily newspapers have 
agreed on a code of standards on 
new and used car advertising. 

The code was recommended by 
the Louisville Better Business 
Bureau and adopted, without dis- 
sent, by the Louisville Automo- 
bile Dealers Assn. 

The Courier-Journal and Times 
put the code into operation on Aug. 


Provisions of the code follow: 

1. When there is any reference 
in advertising to the cash price of a 
new (foreign or domestic) car, such 
price must be the full and deliver- 
ed-in-Louisville price which the 
customer pays. It must also be 
stated if the Kentucky usage tax, 
license and transfer fee are in- 
cluded or excluded at this price. 
2. Advertising illustrations as 
well as description of the make, 
model and body style including 
equipment and accessories of a new 
or used car being sold for cash 
must be accurate and clear. Mis- 
leading terms or statements that 
might confuse the customer into 
thinking that the cash sales price 
and terms stated in the ad applies 
to other cars, makes or models will 
not be accepted. 

3. If price or terms of a new or 
used car mentioned in advertis- 
ing is conditioned upon a used 
car to be traded in, such fact 
shall be clearly and conspicuously 


7 
Dealers Advised 
7 
To Use Care in 
. _ 
Hiring Employes 
ST. LOUIS.—tThe Greater St. 
Louis Automotive Assn. has ad- 
vised members to “inquire before 
you hire” to avoid an “unpleasant 
experience with an employe.” 
The association said that, in 
nearly all cases where a dealer had 
trouble with an employe, the dealer | 
did not investigate the employe’s| 
previous work and integrity record 
before hiring him. 
The association added: 
“Your staff of employes is of 
the most vital importance to you. 
Having competent, honest, courte- 
ous employes pays in customer sat- 
isfaction, in goodwill and in profits. 





Louisville Dealers, Papers 


Adopt Advertising Code 


mentioned and the exact descrip- 

tion of the required tradein or its 

equivalent value shall be men- 
tioned adjacent to the featured 
price. 

4. Advertising for current model 
new or used cars which refers to 
payment terms (weekly or month- 
ly) must specify the amount of 
downpayment, if any; the amount 
of the weekly or monthly pay- 
ments; the total number of pay- 
ments to be made, The cost of in- 
surance and financing shall be in- 
cluded in the weekly or monthly 
payments unless the advertising is 
properly qualified to convey clearly 
this necessary information, Refer- 
ence to the type of insurance cov- 
erage included must be clearly stat- 
ed. Such qualifying information 
must be positioned adjacent to the 
copy covering the amount of week- 
ly or monthly payments in a type 
size to make it readily apparent. 

5. Mention in new or used car ad- 
vertising of the number and 
amount of weekly or monthly pay- 
ments, terms and/or downpayment 
figure applying to a specific car or 
cars shall not be confusingly stated 
so as to mislead a reader that they 
apply to a higher-priced model or 
car. 

6. When an amount of money is 
mentioned in a new or used car 
ad which covers only that por- 
tion of a car price that can or 
will be financed, there must also 
be immediately adjacent in a type 
size appropriate to the size of the 
ad a clear and specific reference 
to the necessary downpayment or 
tradein value required to make 
up the actual total purchase price 
on a financed basis. 

7. If more than one model of a 
new or used car is advertised for 
sale at a price, each one must be 
Separate, clear and accurate with 
respect to the downpayment and 
other terms. 

8. These advertising standards 
are effective as of Aug. 1, 1959, 

9. The publisher reserves the 
right to interpret the provisions of 
these regulations and in applying 
them to any specific ad. 


GM Is Handed 
2nd Subpena by 








This type of employe also cuts 
down on employe turnover. Em-| 
ploye turnover is wasteful and ex- 
pensive.” 

A five-point program for hiring 
was recommended by the associa- 
tion. The points are: 

1. Take time to properly inter- 
view applicants. 

2. Use an application blank. 
(Very important.) 

3. Make use of the application 
form in the interview. 

4. Make no spot employment—in- 
vestigate fully. 

5. Hire on the record—not hope. 





Hale-Zupan Adds Gazelle 

CLEVELAND.—Hale-Zupan, Inc. 
(Chrysler-Plymouth), 13185 Detroit 
Ave., Lakewood, has added the 

















sidiary of the Boston firm. 


are in the car. 


Antitrust Jury 


NEW YORK. — General Motors 
has been served with a second sub- 
pena by the Federal grand jury 
which is probing alleged violations 
of the antitrust laws, a prospectus 
filed by General Motors Acceptance 
Corp. shows. 

GMAC and its underwriters is- 
Sued the prospectus in connection 
with a $125 million debenture issue 
by GMAC. 

The grand jury’s subpena was 
quashed by the Federal] District 
Court here. Both subpenas called 
for evidence and testimony from 
GM and GMAC. 

The prospectus also showed that 
25 directors and officers of GMAC 
received $591,850 in salaries and 
fees in 1958. Highest salary was the 
$100,250 paid to President Charles 





British-built Singer to its line. 


G. Stradella, 
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Federal Reserve Roundup .. . summer increase in gasoline con- 
Chevy Dealers Stage fe a ee 
Huge Outdoor Sale 
Far West 


Banks Show Business Moving Ahead 


(Continued from Page 6) 


that hit the nation as a whole plus 
special conditions which tend to 
make recessions worse than aver- 
age. High on the list of the special 
conditions is the continuing de- 
cline of the textile industry in New 
England. 
* - od 
New York 

._ nation’s central money mar- 

ket in New York continues to 
get tighter, the New York FRB 
said. 

Borrowing by the U. 8S. Treas- 
ury continues to dominate the 
market. In July, for example, the 
Treasury borrowed about $20 bil- 
lion. 

The Federal Reserve System is 
acting to moderate the effects on 
banks’ reserve funds but the na- 
tion’s banks remain heavily in debt 
to the system. 

+ + * 
Philadelphia 
| Mpeg rN the booming appli- 
ance industry, the Philadelphia 
FRB made these observations: 

Customers are “quality-mind- 
ed” and “feature-conscious,” 
seeking the luxury models and 
shunning the stripped models. 
They are “very well informed,” 
knowing just about what they 
want and what they will pay for 
it. 

These conditions put pressure on 
dealers’ profits with many of them 
feeling that volume, rather than a 
large markup, is the secret of prof- 
itable operation. 

+ + 


* 
Richmond 


hae pickup in man-hours work- 
ed in manufacturing is continu- 
ing in the Richmond district, 
according to the Richmond FRB. 

“Textile mills entered the sec- 
ond half of the year with order 
backlogs and inventories at quite 
satisfactory levels and the indus- 
try is reportedly in its strongest 
position in many years,” the bank 
added. 

Department store sales in the 
district are at record levels and 


=i" the demand for loans is very heavy. 
* + * 


i 








Deep South 


7s Atlanta FRB has published 
a report on the rapidly growing 
fruit and vegetable freezing indus- 
try in the district. The bank looks 
for more growth for this industry. 

Virtually unknown not many 
years ago, the food freezing busi- 

ness now processes over one-half 
of all citrus fruit grown in the 
nation. 

The district’s largest freezing op- 
eration processes about 95 percent 
of all frozen orange juice in the 
U. S. Smaller but growing are the 
plants which handle other fruits 


and vegetables, 
+ ca * 


Cleveland 


HE steel strike and hot weather 

have dominated business news 
in the Cleveland district, the FRB 
there reported. 

The strike has not only just 
about stopped the district’s major 
industry but has also cut into 
rail freight and Great Lakes 
shipping. While unemployment is 
up, department store sales have 
not been adversely affected. 

A summer hot spell gave the elec- 
tric industry a shot in the arm. 
With industrial demand down due 
to the steel strike, heavy use of 
fans and air conditioners held up 
sales of power. 

* *” 
Chicago 
HOME building is a business in- 

dicator which has shown a 
sharp recovery from the recession 
both in the Midwest and the nation, 
the Chicago FRB reported. 

Chicago area construction is 
more than 50 percent ahead of 
the 1958 pace, Detroit shows a 
gain of about one-third, Indian- 
apolis is up 12 percent, and the 
Milwaukee area is up only about 
5 percent. 

The fate of the housing boom re- 
mains in doubt. Demand for houses 
is strong but the tightening money 
market may soon reduce the supply 
of mortgage money. 

*# * * 


Upper Midwest 


RODUCTION of small grain in 
the Upper Midwest this year is 





expected to run one-third below the 
1958 total, the Minneapolis FRB 
said. 

“Drought, heat and disease at 
various stages of growth gradu- 
ally cut down the yield prospects 
for wheat, oats, barley, rye and 
flax,” the bank said. 

Corn and soybean production will 
push overall grain yields above the 
average for the last five years. 
However, the smaller harvests of 
small grains and reduced prices 
paid to farmers will cut into dis- 
trict farm income. 

* * + 


St. Louis 


HE St, Louis FRB suggests that 

population problems may be 
cutting into the nation’s economic 
growth. 

The “hollow generation” is 
sending relatively small numbers 
of young workers into the labor 
force. Many of the additions to 
the labor force are from the older 
groups, which cannot be expected 





to add to productivity in the way 
that younger workers would. 

The problem will be eased in the 
near future as increased numbers 
of young workers are added to the 
labor force from the generation 
born during the war baby boom. 

* * * 


Kansas City 
TT Kansas City FRB reported 
that bank loans in the district 
are running 12 to 15 percent ahead 
of the 1958 pace. 

Loan volume is particularly 
strong in Missouri, Kansas and 
Oklahoma, 

District department store sales 
are 9 percent ahead of the year- 
earlier total, Kansas City showed a 
gain of 11 percent and 10 percent 
boosts were listed for Denver, Ok- 
lahoma City and Tulsa. 

oe oe op 


Southwest 
EPARTMENT store sales in the 
Southwest in the first half ran 
10 percent above those in the like 
period of 1958, the Dallas FRB re- 





SEATTLE.—Four Seattle Chev- 
rolet dealers joined forces to 
sponsor what is said to be the 
“largest mass display and out- 
door sales ever staged on the 
Pacific Coast.” 

According to E. A. Snyder, 
Chevrolet zone manager, it was 
the first time the dealers have 
banded together in a single sales 
effort, More than 200 new Chev- 
rolets were displayed on the park- 
ing lot at the Civic Center here. 

The participating dealers were 
Westlake Chevrolet, University 
Chevrolet, Davies Chevrolet and 
Nelson Chevrolet. 





ported. Nonfarm employment in the 
district was almost 2 percent above 
the year-earlier total. 

The farm picture in the area is 
generally good, Fall-planted 
crops were disappointing but 
prospects for spring crops are 
excellent, the bank said. Live- 
stock conditions remain “very 
good in most areas.” 

High inventories of crude oil re- 
main a problem for the district’s 
petroleum industry, despite the 





— employment picture in the 
Far West is not particularly 
strong, the San Francisco FRB in- 
dicated. 

Employment in the food can- 
ning and preserving industry has 
been erratic, and aircraft firms 
have been reducing their pay- 
rolls. 

While the bank can see most 
employment problems working 
themselves out, there is some doubt 
about the fate of the aircraft indus- 
try. With the military moving from 
airplanes to missiles, aircraft sales 
and employment may show no im- 
provement for some time. 





LeTourneau Gets Citation 


LONGVIEW, Tex. — Robert G. 
LeTourneau of R. G. LeTourneau, 
Inc., has been selected to receive 
the 1959 National Defense Trans- 
portation Assn, Award, according 
to Secretary of Defense Neil Mc- 
Elroy. LeTourneau will be cited for 
developing a revolutionary “electric 
wheel” system for powering ultra- . 
heavy-duty equipment. 














SARAN FIBERS 








Big Spender 


er) 





... those who can afford the very best will never accept less than seat covers of SARAN. They 
want the long-lasting beauty and comfort of luxurious SARAN fabrics . . . quality fabrics that 
Stay colorful far longer and are woven to “breathe” for more comfort, summer and winter. 


The most salable seat covers are S ARAN 


Bargain Hunte 








Yes, America’s favorite seat cover fabric is time-tes 


Bx 





ted SARAN. SARAN 


. . . the customer who counts every dollar he spends will quickly see how each dollar goes 
T farther when he buys SARAN seat covers. Tough as it is beautiful, SARAN resists wear and 
tear . . . and it never sags or cups. A smart investment for careful buyers. 





seat covers offer 


all customers the ultimate in value. Stock them, display them and you'll see how profitable 


it is to sell what most people want ... SARAN. 


For information write Plastics Sales Dept. 2138U9-7. 


THE DOW CHEMICAL COMPANY +¢ MIDLAND, MICHIGAN 


Good Car-Keeping begins 


with beautiful seat covers! 








56 


AUTOMOTIVE NEWS, SEPTEMBER 7, 1959 





Rubber Process Released 


NEW YORK.—U. S. Rubber Co. 
has licensed its major competitors 
and a group of other companies 
to vulcanize butyl rubber by a 
new process that makes possible 


large-scale savings and greatly 
improved rubber products, the 
company said. The competitors 
are Goodyear, Firestone, Good- 
rich, General Tire and Seiberling. 
Included among the other licen- 
sees is Continental Can Co, 











TRI-EX REFINED 





(Nie 


Wolfs Head Oil 


NMG 
Dipyelr 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 


HEAD, “finest of the fin 


e” premium motor oils. 


WOLF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule ... Tri-Ex refined 


three extra steps for truly 


superior performance... 


and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 


customers coming back. 


HEAD commands distinct 


tomer loyalty the world over. 


ano .uses 





WOLF’S HEAD 
OIL REFINING CO., INC. 


OIL, CITY, PA. 


WOLF’S 
ive cus- 














ARE PLEASED TO 


EARL G. RUTTEN, C.P.A. 
RALPH J. KLIBER, C.P.A. 
ROBERT W. DUFFIELD, C.P.A, 
THOMAS H. WRIGHT, C.P.A, 
LINN A. WALTER, C.P.A. 


1030 DIME BUILDING 


RUTTEN, WELLING & COMPANY 
Certified Public Accountants 


GEORGE C. BALL, C.P.A. 


A MEMBER OF OUR ORGANIZATION FOR A NUMBER OF YEARS 
HAS BEEN ADMITTED TO PARTNERSHIP 


SEPTEMBER 1, 1959 





WOODWARD 1-6820 






ANNOUNCE THAT 


















CLETUS J. WELLING, C.P.A, 
ALPHONSE T. STAEGER, C.P.A, 
NORBERT T. MADISON, C.P.A, 
BERNARD J, KUMMER, C.P.A, 
CHARLES V. COLLINS, C.P.A, 


DETROIT 26, MICHIGAN 


























Mitchell Cited Again by Dodge... 





Making Good in Big Way 


SAN ANTONIO. — A small-town 
boy who made good as a big-town 
auto dealer is O. R, Mitchell, 
Mitchell Motors (Dodge). And be- 
cause he long ago developed a 
systematic method of business oper- 
ation, he has just been awarded the 
Dodge Quality Dealer plaque for 
the second straight year. 

Chairman of the Dallas region’s 
Dodge Dealer Advisory Confer- 
ence, Mitchell grew up in White- 
wood, S. D. About the time 
World War I ended, he got his 
start in the auto business in his 
home state as a salesman, 

By 1921 he was in business for 
himself as a Dodge dealer in Rapid 
City, S. D. For a time changes came 
for him in threes. After three years 
in Rapid City, he moved on to 
Huron, S. D., where he stayed three 
more years as a Dodge dealer. 

Expanding a bit each time he 

+ * * 





On the Dotted Line— 


O. R. Mitchell, left, chairman of the 
Dallas region of the Dodge Dealer Ad- 
visory Conference, signs the region's first 
new all-Dodge dealer sales agreement 
for Dodge cars and trucks. D. J. Kraft, 
Dodge regional sales manager, looks on. 
Mitchell is president of O. R. Mitchell 
Motors, San Antonio. 





Patterson Hails 
Dart as Spur to 
Peak Dodge Sales 


DETROIT.—A force of 400 Dodge 
field men completed a two-day 
meeting here last week—the first 
national session since sales respon- 
sibility for Dodge was returned to 
divisional control. 

M. C. Patterson, Dodge general 
manager, told the 
group that the 
division’s new 
118-inch-wheel- 
base Dodge Dart, 
which makes its 
debut this fall, 
will give the divi- 
sion its “greatest 
sales year in his- 
tory.” 

The Dodge Dart 
will be smaller mf 
than the 122- M. C. Patterson 
inch-wheelbase Dodge and will 
compete directly with Chevrolet, 
Ford and Plymouth, Patterson said. 

Patterson stressed that the Dodge 
Dart will be a six-passenger ve- 
hicle that will turn the “low-priced 
three into the low-priced four.” 

“It will be America’s first fine 
economy car,” he said. 

The national Dodge sales force 
also heard other top Dodge and 
corporate executives outline sales, 
advertising and sales promotion 
plans for the Dodge and the new 
Dodge Dart. 

Patterson told the field group 
that the nation was “in a buoyant 
mood — economically and emotion- 
ally.” He noted rising personal in- 
come levels in Michigan and 
nationally and also referred to op- 
timism regarding foreign affairs. 

“These factors put people in a 
buying mood,” said Patterson, “and 
I am confident that the 1960 model 
year will be one of the best in his- 
tory for automobiles and other 
manufactured goods.” 











transferred his business interests 
to a larger city, he moved from 
Huron to Watertown and then to 
Fargo, N. D. 

While in Fargo, he acquired an 
interest in a Dodge dealership in 
Minneapolis. He enjoyed life in 
the spring and summer, but the 
winters became increasingly hard 
for him, 

He still recalls one bitter six- 
week period “when the tempera- 
ture never got up to zero.” He 
began looking around for a 
warmer area, “and the factory 
told me about San Antonio.” 

In 1936 he bought the San An-| 
tonio Dodge outlet from the late 
G. A. C. Halff, Mitchell wasn’t a 
stranger to Texas. During World 
War I he had been stationed at 
San Antonio’s Kelly Field and at 
Waco. 

For 14 years he operated his deal- | 
ership at St. Mary’s and Navarro| 
Sts. In 1950 he built his present, | 
almost block-square plant at 1130) 
Broadway. 

This fall he’ll round out 23 years| 
in San Antonio. Now he calls him- 
self “a Texan by choice.” 

Like many other successful 
Dodge dealers, Mitchell has steel 
ed out into secondary enterprises. 
One began 10 years ago as a hobby; | 
now he calls it a business. 

That’s his 2,500-acre ranch near 
Von Ormy, 15 miles southwest 
of San Antonio. Here he raises 
blooded Santa Gertrudis, termed 
the first true breed of cattle 
ever originated in America. A 
cross between the Brahman and 
the Shorthorn, the Santa Gertru- 
dis, with its coat of rich dark 
red, was developed about 125 
miles south of San Antonio on 
Texas’ famed King ranch, 

On his ranch, Mitchell runs about 
500 or 600 head of Santa Gertrudis 
and markets them both as breed- 
ing stock and beef cattle. Most of 
the 2,500 acres are irrigated, and he 
uses the irrigated areas to raise 
feed for the cattle. 

Mitchell has dabbled in the oil 
business, too, A usually taciturn 
man, he won’t talk much about it, 
but one South Texas old timer re- 
calls when a rig was set up and a 
well sunk on the ranch property. 

The drillers missed out, but they 

struck a clear-flowing artesian well 
that provided Mitchell with a 
splendid lake for his ranch. Wild 
ducks, geese and other waterfowl, 
migrating South in the fall, made 
good use of the lake as a resting 
and feeding area. 

Mitchell used to hunt the ducks 
and geese, and fish in the lake, but 
he’s just about given up those 
hobbies. 

“I'm not as blood-thirsty as I 
used to be,” he explains. “I’d rather 
watch, not shoot.” 

He also has sold most of his oil 
interests, he says. 

Mitchell has taken an active in- 
terest in San Antonio civic affairs. 
He has served as a director of the 
Chamber of Commerce, belongs to 
the Kiwanis Club and Christ Epis- 
copal Church, is a director of the 
Alamo National Bank, one of the 
city’s largest, and is a trustee of 
Trinity University. 

About that method of business 








Texas State Fair 


To Feature 
Most 60 Models 


DALLAS.—The automobile show 
at the Texas State Fair here will 
be the first in the nation to ex- 
hibit ’60 models. 

Most of the new cars are ex- 
pected to be on display when the 
fair opens Oct. 9. The remainder, 
with a few exceptions, will be plac- 
ed on the floor before event closes 
on Oct, 25. 

The show also will include a large 
number of foreign-built cars, ac- 
cording to J. N, Whitehurst, gen- 
eral manager of the Authorized 
New Car Dealers of Dallas, which 
sponsors the show. 

Auto exhibitors have engaged all 
the available space at the show and 
will display their cars against elab- 
orate settings during the 34th an- 
nual fair. 





operation, Mitchell explains it this 
way: 
“Try to give a fair deal and good 
service afterward, And take good 
cars of your customers.” 

Ohio Dealerships Merge 

FREMONT.—Seaman Motors Co. 
(Lincoln-Mercury) and Vic Fred- 
erick Motor Sales (Studebaker- 
Edsel) have merged and the new 
firm is occupying the Frederick 
quarters on E, State St, Owners of 
the new firm are Sam Seaman, Vic 
Frederick, Jake Ohm and Don 
Logsdon. 











New York's Largest 
WHOLESALER of ALL 


FOREIGN CARS 


100 VOLKSWAGENS 


All Models and Colors 
ON HAND AT ALL TIMES 





Mercedes- 
Benz 
25 Jaguars 


ALWAYS AVAILABLE 


PLUS EVERY OTHER MAKE OF 
FOREIGN CAR AVAILABLE 





We Sell 1 or 100 


Contact MIKE BORAS 
SEBRING 


MOTORS. INC. 


1632 BEDFORD AVE., BROOKLYN, N. Y. 
Phone: PR 8-9500 — Wire: SEBRINGCAR 

















WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 


Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our "Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


























Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
ice relations . . . builds 
repeat business . . . in- 
creases sales volume. 
Typical sample, complete 
details on request. 


~ FEEMME we. 


Me Division of C. A. Norgren Co. 


5434 So, Delaware, Littleton. Colo. 








AUTO 
TURNTABLES 


* 
Manufactured by 


Co. 


DYKE LANE 
Stemford 2, 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 5, Week Aug. 29, Output, Sept.6, Sept. 5, 
1959 1958** 1959* August* 1958** 1959 
AMERICAN MOTORS 
OD |. covesnsevvscrnesnece 2,500 Ce 8,862 117,325 270,258 
CHRYSLER CORP. .... 1,220 1,726 599 1,697 393,635 513,949 
SOD cevencyesesticeucnsive 40 S. “aitnsens 21 35,790 50,317 
SID. civeccvetewcsscavvsscnsvese 30 ee  aeussriews 15 23,251 33,999 
Dodge ....... lniodvenetedodweertee 150 990 il 63 70,093 109,111 
RETIN * Wevsctceevsiewsesevensen ee 271 383 8,497 12,607 
BIMNOIIER . vossscconcsnccesceness 600 666 317 1,215 256,004 307,915 
RD GD cecssecenesccs  svctensess 1,357 11,822 120,411 761,169 1,228,220 
eee ee ae eee 218 1,561 8,503 26,831 
RTO e . cavdectisicicevicttincinis Geevciine 1,098 9,835 106,387 650,225 1,076,119 
Thunderbird ............0 0.0... SIS hewn 4,629 34,075 51,789 
PDO :chvéccscvesviniéeutveerses. - eoveeesie’ er 1,002 17,492 18,749 
PED wikctsesenssunionsatcese eassiuseen sn pevavene 1,769 11,461 84,949 106,521 
GENERAL MOTORS 5,679 4,851 2,932 103,291 1,461,793 1,967,753 
a eee 1,279 en 2,703 145,862 162,355 
RIED pisisicwsbcstisavccuivsets deideeeivs  eecentense = avebnnant 2,713 89,510 106,281 
PURI. sivveveesicsecseinoces aan 2,932 75,135 885,547 1,122,628 
ITI teocivscececstsveiee « Aetiecens ae 11,509 203,764 275,216 
BD: sisccicvvicsserncevenscvie 1,900 TD aheasaans 11,231 137,110 301,273 
S-P CORP. 
Studebaker .................. * er 3,093 4,512 21,572 105,085 
Total Cars, U. S.** .... 12,559 12,017 18,446 238,773 2,757,239 4,085,265 
*Revised. 7 
**Totals for 1958 include Packard production. 
***Thunderbird included in Ford division figures. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 5, Week Aug. 29, Output, Sept.6, Sept. 5, 
1959 1958** 1959* August* 1958** 1959 
CHEVROLET ................ nee 1,170 2,787 183,461 256,589 
PAINE EE oncceseceesseesere 100 113 101 355 3,659 4,241 
SNEED. ictnsucndevescovnssovessstane 80 7 62 237 1,796 2,154 
DEED” vevsacsexcoisepssrvsevcesses en 1,444 5,468 38,826 54,195 
SEED. sadieccicesscvncntanevevvesescive 3,875 669 4,951 24,573 149,360 237,670 
MII? * Gc cuuhsan tananeoixtaasserccessovens ee 485 4,436 41,571 61,581 
INTERNATIONAL. ...... 2,905 1,386 2,889 6,934 62,670 100,729 
a Ee 390 235 388 1,622 10,234 12,267 
STUDEBAKER. .............. 309 80 279 813 3,910 9,346 
all 400 80 445 1,816 11,050 13,693 
SGIETEN | fackysacsdebisrvecicvcevite 2,450 1,811 2,976 6,085 56,363 80,019 
MISCELLANEOUS** 85 49 85 430 3,254 2,928 
Total Trucks, U. S. .... 16,064 4,430 15,275 55,556 566,154 835,412 
Total Cars, Trucks, 
i EE a, Pee 28,623 16,447 33,721 294,329 3,323,393 4,920,677 
Total Cars, Trucks, 
SII \iarneackisaciveviave 554 1,072 1,865 5,787 251,600 282,794 
Grand Total, 
Cars and Trucks, 
U. S. and Canada .. 29,177. 17,519 35,586 300,116 3,574,993 5,203,471 





*Revised. 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U. S. totals include cars and trucks for military orders. 





Dealer,. Two Ex-Salesmen 
Fined $275 in Conn. Case 


NEW LONDON, Conn.—Edward 
J. Butler jr., owner of Butler Chev- 
rolet Co., and two former salesmen 
have been fined in Police Court in 
connection with deals involving 
Hertz Co. cars delivered to But- 
ler’s Worcester (Mass.) outlet. 

Butler was fined $75 for viola- 
tion of the general contract re- 
quirements of the General Sta- 
tutes of Connecticut. The ex- 
salesmen were fined $100 each 
for making a false statement on 
a seller’s report of an unregister- 
ed motor vehicle. 

Butler and one of the former 
salesmen, Alfred A. DeCosta, plead- 
ed no contest, The other ex-sales- 
man, Charles E. Vincent, entered 
a demurrer to the charges. 

A conspiracy charge had been 
placed against Butler originally, 
while DeCosta was charged with 
conspiracy and obtaining money 
under false pretenses. Vincent also 





Dealers Extend Hours 


GOLDSBORO, N. C.—The Golds- 
boro Automobile Dealer Assn. voted 
unanimously to join other down- 
town Goldsboro merchants in re- 
maining open until 9 p.m. on 
Fridays. 


was accused of obtaining money 
under false pretenses, 

But after a “thorough investi- 
gation,” Prosecutor C. Robert 
Satti requested that the original 
charges be dropped because, he 
said, he might not be able to 
prove them beyond a reasonable 
doubt. 

He said Butler was convicted un- 
der sections of the general con- 
tract requirements that stipulates 

that the retail seller must deliver 
to the retail buyer a “true and 
complete” executed copy of the re- 
tail installment contract at the 
time the buyer signs the contract. 

Satti added that the invoice was 
not delivered to the customers in 
two cases until several days after 
the cars had been sold, But during 
the inquiry, he added, police found 
this was the practice with a num- 
ber of area firms. 

Satti said there was “no ques- 
tion of changing of figures at any 
time of the records of the com- 
pany, and there was no fraudu- 
lent intent.” He added that the 
State had “acted properly” in the 


case. 

Louis C. Wool, Butler’s attorney, 
said that used cars were not sold 
as new and that the State could 
not have made out a conspiracy 





case. 





°60 Pace Begins to Climb . 





Four ’59s Hike Shares 
In 5%-Million Run 


(Continued from Page 1) 


it built more ’59s. The current total 
was 703,356, compared with 667,340 
units a year earlier. 

American Motors more than 
doubled its output of ’59s, jump- 
ing from 162,182 in the ’58 model 
year to 374,240 units. Studebaker- 
Packard was up from 52,392 to 
131,377. 


On a corporation-wide basis, 
Chrysler Corp. had the biggest loss 
in penetration—3.16 percentage 
points. General Motors was down 
by 2.34 points, and Ford Motor was 
up 1.50 points. 

The biggest percentage gains in 
production were scored by Stude- 
baker, up 164 percent over the ’58 
output; Rambler, 130 percent; Pon- 
tiac, 76 percent, and Ford division, 
48 percent. 

* #* 
MERICAN MOTORS more than 
tripled its output of the Ram- 
bler American during the current 
run, turning out 91,491 compared 
with 30,640. in the ’58 model year. 
Ford Motor built 67,456 Thun- 
derbirds during the run, almost 
double’ the, 37,892 produced in 

1957-58. 

DeSoto, Edsel and Lincoln were 
the only makers to turn over fewer 
cars in the '59 model year than 
during the previous run. DeSoto 
made 45,307 59 models, compared 
with 51,552 in the year earlier; Ed- 
Sel, 44,891 and 63,110, and Lincoln, 
26,906 and 29,684. 


* * * 


MAN WHILE, production of 1960 
models moved at a faster pace 
last week, with the first of the new 
entries rolling off lines at Rambler, 
Buick, Pontiac, Chrysler, DeSoto 
and Dodge. 

A total of 12,559 assemblies were 
scheduled for the week, compared 
with 18,446 in the previous week. 
However, only slightly more than 


6,500 of the earlier week’s cars 


were ’60 models. The remainder 


Rambler Shortage 
Seen for St. Louis 
Before ’60s Bow 


ST. LOUIS.—Rambler will be out 
of cars in the St. Louis zone before 
the new models can be placed on 
the market and Rambler enters the 
new model year without knowing 
how many cars it could sell, if 
given an ample supply. 

These are the conclusions reached 
by E. V. Halla, St, Louis zone man- 
ager for American Motors Corp. 

“We've never been able to get a 
30 to 40-day stock in our dealers’ 
hands,” Halla told AvToMOTIVE 
News, “and we don’t know how 
many we could sell. We have been 
only able to keep a weak 20-day 
supply in the hands of our dealers. 

“Our portion of the market in the 
metropolitan St. Louis area, one of 
the toughest and most competitive 
markets in the country, accord- 
ing to R. L, Polk figures for June, 
is 5.87 percent and during the same 
month Rambler was in third place 
nationally.” 

If this makes it look like the new 
compact cars, due on dealer floors 
soon, will have a ready-made mar- 
ket, they may be in for a big sur- 
prise. 

V. E. Kim, assistant zone man- 
ager, said he thought the entrance 
of the Big Three compacts would 
broaden the market and result in 
more sales for all. 

Main stumbling block for the 
Big Three, as seen by these two 
who have been developing a dealer 
organization with a small-car sell- 
ing slant for more than two years, 
is to teach dealers to sell small 
cars, 

“After a lot of work and reorgan- 
ization in the retail dealer setup 
we have developed an experienced 
group of dealers who have learned 
much about the small car slant,” 
Halla said, “We don’t think that 
other makes are going to be able 
to develop a similar selling organ- 
ization in a much shorter time, so 
consequently sales will suffer until 
the dealers develop into hard-hit- 
ing selling units.” 








were Fords, Edsels and Mercurys, 
the last of the ’59 run. 

In the comparable period a 
year ago, the industry turned out 
12,017 autos and 4,430 trucks, Last 
week truck manufacturers built 
an estimated 16,064 units, com- 
pared with 15,275 in the previous 
seven-day period, 

Chevrolet scheduled 2,500 more 
Corvairs for its Willow Run plant 
after reporting that 2,932 of the 
new compact cars were turned out 
during the week of Aug, 29. 

* oe + 
7 Willow Run plant, which 
produces only Corvairs, is the 
only other Chevrolet auto facility 
in volume operation. Production of 
the firm’s conventional line is ex- 
pected to start in mid-September. 

Both Imperial and Plymouth 
stepped up their assemblies during 
the week, the former to an esti- 
mated 400 units and the latter to 
600. 

Chrysler division, DeSoto and 
Dodge got ’60 operations under 
way with schedules of 40, 30 and 

150 units, respectively. 

The first 60 Buicks also rolled off 
the line during the week. The com- 
pany estimated its five-day produc- 
tion at 1,279 units. Pontiac sched- 
uled 1,900 assemblies. 

Cadillac is scheduled to resume 
tomorrow (Sept. 8), Oldsmobile 


turned out a few cars last week, 
mostly for show purposes, and vol- 
ume production is due to get under 
way this week, 

cd 


LL of Ford Motor’s auto divi- 

sions were idle after complet- 
ing the ’59 run the week of Aug, 29. 
Production of the ’60 cars is due to 
begin about the middle of the 
month. 

The Ford division built an esti- 
mated 3,875 trucks last week and is 
scheduled to wind up the ’59 sched- 
ule some time this week, Chevrolet 
boosted its truck output to 4,000 
units, compared with 1,170 the pre- 
vious week, 

Across the border, auto and 
truck production continued to fall 
with the completion of Ford of 
Canada’s ’59 buildout. Chrysler 
and Studebaker lines were down 
all week, while Ford ceased op- 
erations for changeover on Sept. 
1 after building 48 cars and 166 
trucks for export. 

Last week’s output was estimated 
at 554 cars and trucks, compared 
with 1,865 units the week earlier. 
In the comparable week a year ago, 
the Canadian makers produced 
1,072 cars and trucks. 

* * 


OST of last week’s cars and 

trucks were built by GM of 
Canada and International Har- 
vester. 

The U. S. makers built 238,773 
autos in August, bringing the cal- 
endar-year total to 4,085,265 units. 
Truck output for the month was 
55,556 and the calendar-year total 
hit 835,412, 

Canadian manufacturers made 
5,787 cars and trucks in August, 
bringing the calendar-year total to 
282,794 units. 


* * 


* 








43 Years a Chevrolet Dealer... 





Ira Brooks Retires at 80 


LOUISVILLE, Ill.—Ira Brooks, 
80, who signed his first Chevrolet 
selling agreement in 1916, has re- 
tired. He was one of the nation’s 
oldest Chevrolet dealers. 


A 45-year auto man, Brooks 


entered the business with his | 


brother, Lester, in 1914. They 
formed Brooks Brothers Garage 


NADA Group 
In Denmark for 


IOMTR Meeting 


COPENHAGEN, Denmark.—Ray 
D. Wilson, Los Angeles Chevrolet 
dealer, headed a group of NADA 
members who attended the 13th 
Congress of the International Or- 
ganization of Motor Trades and Re- 
pairs here last week. 

Wilson, NADA director for South- 
ern California and chairman of the 
membership committee, addressed 
the IOMTR last Thursday. 

He reported on conditions of the 
retail auto industry in the U. S. 
and stressed the importance of ex- 
changing information, experience 
and dealer aids to keep pace with 
international market problems and 
avoid costly mistakes. 

Wilson invited the European 
dealers to attend the 43rd NADA 
convention which will be held in 
Washington next January. He sug- 
gested a program for the visit, in- 
cluding tours of Detroit auto plants. 

IOMTR is made up of dealer as- 
sociations in European countries. 
NADA joined the organization last 
year. 


Safety Parley Slated 


For U. of Minnesota 


MINNEAPOLIS. — The fourth 
annual Stapp automotive crash 
and field demonstration confer- 
ence will be held Sept, 17-19 at 
the University of Minnesota Cen- 
ter for Continuation Study here. 

Safety engineers and medical 
personnel will discuss the role of 
structural parts of automobiles in 
death and injury during a crash. 
They will study how these parts 
can be modified or eliminated to 
prevent injuries. Col. John Paul 
Stapp, chief of the aero-medical 
laboratory at W righ t-Patterson 
Air Force Base, Dayton, O., will 
preside at the medical session 
Sept. 17. 











| and handled Overland and Ford 
| before switching to Chevrolet two 
| years later. 

Lester Brooks died in 1918, and 

|the business then became Ira 
| Brooks Garage. 
Eight years later, Ira opened a 
| second Chevrolet deal—Brooks Mo- 
| tor Co.—in nearby Flora, Ill. His 
|son, Orville, gave up farming in 
|Indiana and moved to Louisville 
| to take over that dealership. Orville 
| has headed that outlet more than 
| 33 years. 

Ira Brooks added an Oldsmo- 
| bile franchise in 1924, two years 
before he moved to Flora, While 
in Flora, he sold 319 Oldsmobiles 
and 5,081 Chevrolets. 

Ira Brooks’ Flora franchise has 
| been taken over by Miller Brothers, 
| Xenia, Ill, and most of the eight 
|employes have moved to Louisville 
to join -Orville Brooks’ dealership. 


Ford Calls In 


Overseas Dealers 


DEARBORN.—Some 250 dealers 
from 35 countries will arrive here 
this week for a three-day meeting 
of overseas Ford dealers, Highpoint 
of the meetings will be a pre-intro- 
duction showing of the 1960 prod- 
ucts of the American, English and 
German Ford companies. 

Dealers were registered from 
Aruba, The Bahama Islands, Bo- 
livia, British Guinea, Colombia, 
|Cuba, Dominican Republic, Ecua- 
dor, El Salvador, Ethiopia, Guate- 
mala, Iran, Jamaica, Japan, Kuwait, 
Laos, Lebanon, Liberia, Libya, Mex- 
|ico, Mérocco, Nicaragua, Panama, 
|Peru, The Philippines, Portugal, 
| Puerto Rico, Qatar, Saudi Arabia, 
| Spain, Sudan, Syria, Turkey, Ven- 
|ezuela and The Virgin. Islands. 

About 100 dealers from Mexico 
plan to attend. 


Ohio ’60 Parley 
‘Slated for Toledo 


COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn. will hold its 
1960 convention Apr. 24-26 at the 
Commodore Perry Hotel, Toledo. 

The decision was announced by 
the board of trustees after a meet- 
ing in Mount Vernon, President A. 
W. Rourke, Toledo, said R. H. Zim- 
merman, of Columbus, has been 
reelected executive secretary of the 
association. 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


so West Germany.—Here are 
the 1960 dates of Europe’s 
major auto shows: 

Brussels, Belgium, Jan. 16-27; 


10-20; London, Sept. 23-Oct. 1 
(commercial vehicles) and Oct. 19- 
29 (passenger cars); Paris, Oct. 6- 
16, and Turin, Italy, Nov. 3-13. 


* * * 


Inboard Brakes on DKW 


HE inboard brakes on the new 

DKW Junior remind one of the 
brakes on the Mercedes Grand Prix 
racers. DKW is the only German 
passenger car with this feature. 


Like Citroen, DKW placed the 





brakes next to the differential 
housing of the front-wheel drive. 


This means less unsprung weight 


jin front, however the braking 


Amsterdam, The Netherlands, Feb. | 
18-28; Geneva, Switzerland, March | 


power must be transmitted through 
the driveshafts and universal joints 
to the front wheels, which may 
mean heavy stress on these joints. 

The drums are large for a small 
car and have ribs across the out- 
side for the so-called turbo-cooling 
effect. 


+ * * 
Employers Slap VW 
HE Federal Assn. of German 
Employers has attacked Volks- 
wagen, claiming its wages are 
too high. The group also objects to 








Obituaries 
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Steel Co. but, at the end of World 
War I, he returned to Studebaker. 

Mr. Vance served in various sales 
capacities until 1926 when he was 
elected vice-president in charge of 
manufacturing and engineering. In 
1935 he and Paul G, Hoffman, who 
came to Studebaker from the West 
Coast where he had earned a repu- 
tation as a dealer and distributor, 
embarked on a remarkable struggle 
to bring Studebaker out of receiv- 
ership. 

Mr. Vance was named chair- 
man of the board and Hoffman | 
president, Working tirelessly in 
adjoining offices, Mr. Vance and 
Hoffman accomplished their goal, 
@ unique success in the auto in- 
While Hoffman was chief execu- 
tive officer during their association 





at Studebaker, he was away much 
of the time in later years on Gov-| 
ernment assignments, leaving Mr. | 
Vance to run the shop. Finally, in| 
1948, Hoffman left to become head: 
of the Economic Cooperation | 
ministration, and Mr. Vance was 
named president. In 1954 the com-| 
pany merged with Packard, and_|;, 
Mr. Vance was named head of the! 


executive committee. 


In 1953, Mr. Vance turned down 
a chance to be U. S. defense mo- 
bilizer and agreed to serve as a| 
consultant in the defense of effort. 
He left S-P in 1955 for a five-year 
term on the AEC. 

Mr. Vance once said that he 
would retire to his farm near 
Niles, Mich., when he reached the 
retirement age at Studebaker. In- 
stead, he took the AEC appoint- 
ment when he reached 65. 

He had served as a vice-president 
of the Automobile Manufacturers 
Assn. and on the boards of the 
University of Notre Dame and the 
First Bank & Trust Co., South 
Bend. 


D. Burney Broderick, 41, 


S. Dakota Assn. Manager 

SIOUX FALLS, S. D.—D. Burney 
Broderick, secretary-manager of 
the South Dakota Automobile Deal- 
ers Assn., died 
Aug. 30 aftera 
heart attack. He 
was 41. 

As association 
manager, Mr. 
Broderick insti- 
tuted an insur- 
ance program for 
auto dealers and 
directed the Sioux 
Falls Auto Show 
for several years. 
He also had been 
the Sioux Falls 
Mr. Broderick is 











D. B. Broderick 
an executive of 
Safety Council. 
survived by his wife, Shirley, and | 
five children. 





* 
Samuel M. ‘Heimlich, 68, 


Jersey Dealer Since 1915 | 


LONG BRANCH, N. J.—Samuel | 
M. Heimlich, 68, an auto dealer and 
civic leader, died Aug. 28, He was | 
said to have been one of the first 
Dodge distributors in the U. S. Mr. 
Heimlich entered the auto business 
here in 1915 and, at the time of his 
death, headed Heimlich Motor Co. 
and Aaron Motor Co., Asbury Park. 

He was a former president of! 


Heimlich Bros, Sewing Machine 

Co., New York, which introduced 

the Necchi sewing machine in the 

U, S. He also had headed Champion 

Industries, Inc., St. Louis, distribu- 

tor of industrial sewing machines. 
. * + 


Michael F. McCarty 

CHICAGO.—Michael F. McCarty, 70, 
Evanston, retired Chicago motor truck dis- 
trict sales manager for International-Har- 
vester Company, died last Wednesday in 
Evanston Hospital, He began his record 
tenure of service with International-Har- 
vester as a clerk in the Indianapolis office 
on May 25, 1902. He retired in 1956 after 


| 53 years and 10 months of service, Mr. Mc- 


Carty also had served as a director and 
secretary of the Chicago Automotive Trade 
Assn. 

* * * 


K. G. Rutherford 
ANTIOCH, Calif.—-Kenneth G,. Ruther- 
ford, 42, a used-car dealer here for the 
last eight years, died unexpectedly Aug. 
17. He was the owner of Ken Motors. 
* * * 


Sion H. Rosser 
BROADWAY, N,. C.—Sion Hubert Ros- 
ser, 70, local automobile dealer and mem- 
ber of the town council, died Aug. 20, 
* * * 


William M. Rabb 

ASHEVILLE, N, C.—William Moore 
Rabb, 52, Asheville automobile dealer, died 

Aug. 22. A native of Lenoir, N, C., where 
he was in the automobile business before 
moving to Asheville about eight years ago, 
he was the owner of Rabb Motor Co. here 
and later was associated with Glover Mo- 
tor Co., Deppe Motors and Sams Motor 
Sales. 

* * * 


Leonard E. Vining 
NORFOLK, Va.—Leonard E. Vining, 67, 
died Aug. 25. He had been in the auto 
| business in Norfolk for 25 years. 
* * * 


Ernest Wennermark 
LOS ANGELES. — Ernest Wennermark, 
| president of Universal Motors (Volks- 
wagen), died Aug. 25. 
* * * 


Ed Dickinson 
SHREVEPORT, La.—Ed Dickinson, 83, 
partner in Wray-Dickinson Co., died Aug. 
26. 
s * * 
Stockton S. Quincy 
BAKERSFIELD, Calif. — Stockton S. 
Quincy, a Ford dealer in Westwood Village, 
died Aug. 26. A native of Charleston, 
8. C., Mr. Quincey had lived in California 
45 years and had been an auto dealer in 
Westwood Village 33 years. 
* * ES 


Albert J. Lux Sr. 
LOCKPORT, N. Y.—Albert J. Lux sr., 
60, owner of a used-car lot here, died 
Aug. 24 in a Buffalo hospital. 
* * * 


Halsey R, Jones 
PHILADELPHIA.—Halsey R, Jones, dis- 
trict manager of the industrial and auto- 
motive division of Timken Roller Bearing 
Co., died Aug. 28. He was 55. 
of * * 


Norman Nelson 
CHICAGO.—Norman Nelson of Nelson- 


Hirschberg, Inc, (Ford), Chicago, died 
Aug. 30 in Hawaii while on vacation, 
* * + 


Russell Reeser 
READING, Pa.—Russell Reeser, 53, own- 
er of a suburban used-car lot for 30 years, 
died here Aug. 27. 
+ * * 


James A, Demarest 


NEW YORK.—James A. Demarest, 68, 


| who retired in 1956 as a vice-president of 


CIT Financial Corp., died Aug. 25 at his 
home here. He joined the company in 
1933 after some years in the financing 
business in England. 


* * * 


Gerard W. Ahrens 
RAHWAY, N. J.—Gerard W. Ahrens, 
47, industrial sales manager for Purolator 
| Brose. Inc., died at his office here Aug. 
of a heart attack, He joined the com- 
ih in 1935. 
* * 


Gustavus A. Shallberg 
WASHINGTON.—Gustavus A, Shallberg, 
83, former executive vice-president and ex- 
ecutive committee chairman ef Borg-War- 

ner Corp., Chicago, died Aug. 29. 


VW’'s reducing the work week to 
40 hours, 


* 

Opel Expands 

PEL is building a new engine 

plant and parts depot. There 
also are rumors that Opel may ex- 
amine BMW for purchase in order 
to have more facilities for smaller 
cars. 


* * 


a a + 
Fiat, Vespa Wed 
y yen son of Agnelli, the Fiat 
owner, married the daughter of 
Piaggio, the owner of the Vespa 
works. 
+ + * 
Gas via Check in Germany 
EVERAL German banks are is- 
suing checkbooks which enable 
motorists to purchase gasoline 
without paying cash. 
* oa ++ 


New Model News 


ITROEN models for 1960 will 

have new colors but few other 
changes are predicted. Delivery 
starts in September. 

Volvo has a vehicle somewhat 
like the Jeep which Volvo calls the 
L 23 04. It has been tested in Africa 
and production plang are being 
made. 

The new Austin and Morris 
cars in the 850-cc class have 
front-wheel drives and utilitarian 
bodies with the luggage compart- 
ment enclosed in the body, much 
like a station wagon or the Aus- 
tin A-40. 

The German island of Norderney 
in the North Sea has ended its 
holdout against the motor bus. 





Burger Goes to Prison 
For Tax Evasion 

ST. LOUIS.—Adolph C. Burger, 
former new-car dealer here, has 
surrendered to Federal authorities 
to begin serving a four-year term 
for income tax evasion. 

Deputy marshals took Burger 
to the Federal prison at Terre 
Haute, Ind. Burger had claimed 
symptoms of claustrophobia — 
fear of closed rooms—in a futile 
bid for probation. 

Federal Judge George H. 
Moore, in rejecting Burger’s plea 
for additional time to wind up his 
affairs, said, “This man professed 
to be a great Christian, yet he 
let two of his employes go to the 
penitentiary for perjury while 
trying to protect him.” 


Rambler Copied 
By New Models, 


Romney Asserts 


OAKLAND, Calif—George Rom- 
ney, president of American Motors, 
said Thursday that current com- 
parisons indicate that the compact 
Rambler is being accepted as the 
auto industry’s new yardstick. 

Here for the first of nationwide 
series of Rambler dealer meetings, 
Romney said: 

“Since others are copying the 
Rambler concept, and since the 
comparisons now being given use 
Rambler as the yardstick, it be- 
comes increasingly plain that the 
industry is accepting the Rambler 
as the new standard of basic ex- 
cellence. 

“They are copying the Rambler 
concept, Rambler’s single-unit con- 








struction and in some instances 


After years with horse-drawn bus| Rambler rust-preventing dip tech- 
service, the island has a motor bus| nique, and striving to outdo Ram- 
from Hanomag-Tempo which looks | bler economy even if it necessitates | 
a good bit like the old horse buses. | sacrifice of performance, 


GMC Turning Out 
Lightweight Unit 
With V-6 Diesel 


PONTIAC.—An entirely new GMC 
lightweight highway tractor with 
the V-6 diesel engine is going into 
production, it was announced by 
Philip J. Monaghan, general man- 
ager. 

“The cab, chassis and engine 
represent a major mechanical de- 
velopment that will enable highway 
haulers to realize maximum oper- 
ating economy and efficiency,” 
Monaghan said. “The V-6 offers 
more power per pound, far better 
accessibility for servicing, greater 
smoothness of operation due to 
better balance, and increased 
rigidity.” 

The V-6 diesel alone weighs 200 
pounds less than the in-line unit 
of the same displacement, and is 
only one of the many weight-saving 
features of the new model, the 
DFR-8000, GMC said. 

The new 696-pound aluminum tilt- 
cab is 48 inches from bumper to 
back of cab, and provides the driver 
with more useable space than some 
72 and 90-inch dimension cabs, the 
firm said. 

The truck also has a new fabri- 
cated frame 300 pounds lighter 
than previous designs, a newly de- 
signed air-suspension system, and 
independent front-wheel suspen- 
sion. 

The trucker using this tractor 
can load on an extra ton of cargo 
and still be within the 61,000 
pounds gross combination weight 
rating, GMC said. 

The DFR-8000 has a companion 
model, the DLR-8000. The DF'R-8000 
has a front-axle position of 28 





inches from front bumper to front 


| axle, while the DLR-8000 has the 


front axle set back 50 inches from 


| front bumper. 
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SALESMEN WANTED 
To Call On 
New Car Dealers 


You'll sell the highest quality, best promoted 
line of station wagon mattresses, 1960 models 
ready now, Exclusive territory, liberal com- 
missions. Write stating present lines, experi- 
ence and territory traveled. 


Travel-Ease Corporation 
2185 East \4th St, Cleveland, Ohio 





SALESMEN—ALL LARGE CITIES, Call 
on fleets, Product for engines, Liberal 
commission, Box 702, c/o Automotive 
News, Detroit 7, 





AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives—$7,000 plus to 
start. High caliber; car necessary. Ex- 
clusive territory. Excellent future. Box 
722, c/o Automotive News, Detroit 7. 





SALES TRAINING 


REPRESENTATIVE 
Eastern Distributor for VOLKSWAGEN -eeds 
man to train and qualify for responsible posi- 
tion, 
Applicant should have retail automobile sell- 
ing experience and be qualified to train re- 
tail salesmen, 
Application must include full details of age, 
experience, pay, etc. and give at least three 
references, 
All” replies 
Box 731, c/o 


confidential. 
Detroit 7. 


will be treated 
Automotive News, 





SERVICE SALESMAN with foreign car 
experience to organize and head parts 
department in rapidly expanding Jaguar 
dealership, later to embrace all service 
sales, (Highest Jaguar sales in New Jer- 
sey.) Walt Hansgen Jaguar Cars, 215 








North Ave., Westfield, N. J. 





Sales Mar. for Import Distr. 


We are looking for a top calibre Sales Mgr. 
to handle an outstanding auto import. 

He must have a proven record of experience 
in the practical procedures required to estab- 
lish and maintain a complete Dealer Network. 
This includes field supervision of District Man- 
agers, Sales Promotions at the Wholesale and 
Retail levels, etc. Headquarters are in N. Y. 
This is an important job with a big future. 
Please send full, completely detailed resume, 
in confidence, to President, Box 742, c/o 
Automotive News, Detroit 7. 








WANTED: 


1 Exclusive Cadillac Salesman 
1 Used Car Salesman 
1 Used Car-Sales Manager 


Experience, excellent background and refer- 
ences necessary, Permanent position. 


NORTHWESTERN CALIFORNIA'S 
LARGEST 
OLDS-CADILLAC 
DEALER 


Write to Box 721i, 
Detroit 7 


c/o Automotive News, 








Are You a Top Salesman 
Now Earning $10,000? 


You can earn $15,000 or more the first year 
as exclusive agent selling Childers Carports 
to car dealers. National advertising and di- 
rect mail support, No investment. 300 car 
dealers already using, If you have sales back- 
ground with annual earnings of $10,000, air 
mail your experience with business references 
to Bob Childers, Childers Mfg. Co., P, O. 
Box 7467, Houston 8, Texas. Our references: 
First City National, Houston; Dun & Brad- 
street Rating B+1. 








EXCEPTIONAL OPPORTUNITY, 


Imported 
Car Sales Manager. Liberal salary with 
profit sharing bonus. We are seeking a 
truly high grade successful man and are 
prepared to pay the price, Location, Fort 
Worth, Texas. Box 743, c/o Automotive 
News, Detroit 7. 

POSITION AVAILABLE for a top notch 
general manager capable of managing 
import car agency, Renault and Volvo, 
with a potential of from 200 to 350 
new cars per year. Pay scale will be 
prorated on profits made for the com- 





pany. Please reply to R. C. Lilienthal, 
Lilienthal’s Auto Agency, 1209 E. Sec- 
ond S8t., Jamestown, New York, 























‘ ar 
¢ per 
$1.00 per in- 
~ Cash 

this section.) 
SECRETARY-TREASURER, age 30, five 
years’ experience with General Motors 


accounting and Motors Holding proced- 
ures. Prefer Motors Holding dealership. 
Best of references. Box 715, c/o Auto- 
motive News, Detroit 7. 





GENERAL MANAGER—Well experienced 
in volume operation in all departments. 
Would take over on buy out basis, or as 
general manager. Would like to take over 
deal not doing so well and build it up. 
Age 41. References, Locate anywhere. 
Box 738, c/o Automotive News, Detroit 7. 





EXPERIENCED YOUNG MAN desires 
change. Know all phases of dealership 
through experience, Desire manager or 
assistant manager job with medium size 
dealership, Have College degree. Now 
managing one of Big Three dealerships. 
Box 735, c/o Automotive News, Detroit 
Ve 
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POSITION WANTED 


DEALERSHIPS AVAILABLE 


DEALER SERVICES 


CARS FOR SALE 





GENERAL-SALES MANAGER, Former 
successful Chevrolet dealer for six years, 
GMIT Dealer-Management graduate, also 
graduate of highly rated university, 30 
years old, thoroughly familiar with all 
phases of operating a 500 new car and 
truck franchise. Desire position with an 
aggressive medium size dealer, Prefer 
Chevrolet or other GM line and west 
coast location, but will consider any of- 
fer. Box 717, c/o Automotive News, 
Detroit 7. 

[ AM SEEKING A TOUGH CHALLENG- 
ING job as factory field man in auto- 
mobile, truck or equipment sales or serv- 
ice. Will also consider developing a truck 
sales and service organization on a deal- 
er level, What opportunity can you offer 
me? Age 38, single, experienced, Can 
travel or locate anywhere, All replies 
acknowledged. Box 736, c/o Automotive 
News, Detroit 7. 

FLEET LEASING MANAGEMENT-SALES. 
Six years’ leasing experience. Thoroughly 
qualified to manage or sell for long 
term leasing company. Heavy on contract 








sales, rate composure, used car mer- 
chandising, U-Drive-It fleet, body and 
mechanical shop operations, Have gen- 


eral-managed medium sized national leas- 
ing company. Thirty-four years old, fam- 
ily man, with excellent references. Present 
residence, Phila., willing to relocate for 
right opportunity. Box 739, c/o Auto- 
motive News, Detroit 7. 

ACCOUNTANT, BOOKKEEPER, Insurance 
broker desires management position with 
progressive dealer. Eastern Pennsylvania 





or Philadelphia area preferred. Write 
Box 711, c/o Automotive News, De- 
troit 7. 





GENERAL MANAGER 

Present'y employed with large Ford Dealer 
doing volume - 2,000 New, 2,500 Used and 
500 Trucks per year. 

PERSONAL QUALIFICATIONS: Age 38 yrs., 
married, 3 children, reliable, dependable, 
honest, “aggressive and intelligent. Active in 
community and oe affairs, Character of 
the highest standard 

OCCUPATIONAL “QUALIFICATIONS: Col- 
lege, 12 yrs. experience in Factory Manage- 
ment as well as an unequalled retail record 
of accomplishment. Capable and experienced 
in development and installation of effective 


controls and operational and Sales pro- 
cedures, Highest Factory and Dealer recom- 
mendations. 


Desire association with either large Ford 
or Chevrolet Dealer where earning potential 
will be in the $30,000 to $50,000 range. Part 
of salary to be on a partial ‘Buy In" basis. 
All inquiries to be considered highly confi- 
dential for the benefit of both parties. 
Box 729, c/o Automotive News, Detroit 7. 
DEALERSHIPS AVAILABLE 


BOOMING CAPE CANAVERAL FLORIDA 
—Handling Plymouth-Lark-Simca in Ti- 
tusville. Lease new facilities, well 
equipped, low overhead. Owners other 
interests reason selling. Eight thousand 
dollars will handle. Contact: J. A. Hoop- 
er, Box 526, Cocoa, Florida, NE 6-8161. 

IN FAST GROWING TALLAHASSEE, 
FLORIDA, dealership for sale with 5 
county franchises handling Studebaker- 
Lark and Willys-Jeep. Excellent going 
business. Owner’s health forces sale. 
Write or wire: H. G. Smith Realty, 
P. O. Box 1035, Tallahassee, Florida. 














able. This excellent franchise is lo- 
cated in central California on busy U. 8. 
Highway 99, adjacent to a large U. 8. 
Air Force Base, and close to a large 
metropolitan area. PP 75 Cads and 120 
Olds and a top used car operation, It’s 
a real money maker. Cash in on the pre- 
dicted auto boom for '60 and in Golden 
California, Box 725, c/o Automotive 
News, Detroit 7. 

FOR SALE OR LEASE — Completely 
equipped modern sales and service build- 
ing, with large used car lot, presently op- 
erating as an automobile and truck serv- 
ice, but suitable for new car franchise, 
or used car dealer operation, 15,000 sq. 
ft. floor space. Only one local new car 
franchise, 20 miles to next nearest deal- 
ership. On a U. 8. highway in northern 
W. Va., 65 miles from Pittsburgh with 
trading area extending into Penna, $14,- 
000 cash buys inventories, bins, office 
and small equipment, Available immedi- 
ately, owner retiring, Exceptional oppor- 
tunity for young man with experience 
wishing to go into business for himself. 
Box 737, c/o Automotive News, Detroit 
7. 


HANDLING OLDSMOBILE-CADILLAC 
dual with foreign car franchises avail- 








CAPITAL WANTED, Imported car dealer 
located in New Jersey has need for capi- 
tal for expansion purposes. Man with 
automobile experience preferred but not 
necessary, Box 718, c/o Automotive 
News, Detroit 7. 

DEALERSHIP, NOW HANDLING FORD, 
in desirable section of Virginia, Have 
75 to 125 new-car potential, Old estab- 
lished business with real profit potential 
for right man. Excellent building on 
which favorable lease can be arranged. 
Reason for selling—partnership disso- 
lution and other interests. Write Box 
741, c/o Automotive News, Detroit 7. 











HANDLING 
CADILLAC-OLDSMOBILE 
AND FOREIGN CARS 


Beautiful building, large used-car lot, 150-car 
potential. Located on main highway in Ver- 
mont. Owner will assist buyer in selling tem- 
porarily, if needed. Owner wishes to retire 
eventually, Write Box 660, c/o Automotive 
News, Detroit 7. 





AGENCY HANDLING CHEVROLET-Olds- 
Buick, average 300 new car sales yearly. 
Good money maker, close in to Phoenix, 
Arizona, Fine resort town and excellent 
living conditions. No blue sky asked. 
Selling due to other interests, Must be 
assured of factory approval, Contact: 

’. D. Smith, P. O, Box 848, Wicken- 
burg, Arizona, or call MUtual 4-5436. 





DEALERSHIP AVAILABLE — Handling 
Studebaker-Packard—in beautiful suburb 
of Los Angeles, Established over 30 
years and volume of cars this year will 
be 400 to 500 new units, Owner retiring, 
will sell cash or long term basis to re- 
sponsible party. Building and used car 
lot for sale or lease, Usual factory ap- 
proval will be pre-requisite, Box 719, c/o 
Automotive News, Detroit 7 


NOW HAVE DODGE-DART AGENCY in 
thriving healthy community 20,000 pop- 
ulation in Arizona, Long term lease, rea- 
sonable rate, 100-120 new car potential. 
High service absorption, Factory ap- 
proval necessary. A.A.D.A., 411 N, Cen- 








tral Ave., Phoenix, Ariz, 
AGENCY NOW handling Buick, Pontiac, 
Rambler, Johnson outboard motors, 70 


new car sales this year and 50 outboard 
sales, Located central Minnesota, Must 
be assured of factory approval, Confiden- 
tial, Box 732, c/o Automotive News, De- 
troit 7. 

HANDLING GM DUAL and GM Import in 
good location Western New York State. 
150-300 new car potential, Sell or lease. 
Factory approval needed. Modern build- 
ing and facilities, Box 733, c/o Automo- 
tive News, Detroit 7. 





AUTOS REPOSSESSED, Problem accounts 
serviced, N. C., northern S, C, Reason- 
able rates, Auto Claims Service, Box 57, 
Lumberton, N, C, REdfield 9-3745. 

1960 AUTO COSTS! Discover how much 
your competitors’ cars really cost, The 
book, ‘‘AUTO COSTS,’’ gives you the 
factory invoice prices of all 1960 Ameri- 
can cars, 25 foreign cars, 4 American 
trucks and all their equipment, Used by 
dealers and banks nationwide. Order 
your ’60 edition today for only $10— 
three year subscription $18 (including all 
supplements). AUTO COSTS, Box 224, 
Dept. 6, New York 1, N. Y 








H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 


37 Years operating a complete 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources, Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, Fort Bragg, ‘Camp 
Lejeune, N. C. Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 

















VOLKSWAGENS 


Immediate Delivery 
1960 Models 


Sedans, vinyl interior and double bumper, 
fully Americanized. 


1960 Models at $1,481.00 
1959 Models at $1,265.00 
Freight paid to any East and Gulf Coast 
port. Bank and Trade references will be 

furnished. 
RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H. 


Neve Rabenstrasse 32, Hamburg 36, 
Germany 


Cable address: 
RARONS HAMBURG 


Also supplying VW and other parts. 





Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing, 

3. We make auto loans finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 

BeLTTARY ACCEPTANCE CORP. 

D, P. O. Box 2166, 800 Broadwa 
- ‘Antonio, Texas—Telephone CApitol 6- 
“Worldwide Financing for Milita hen | 
(USAA Insurance available 
to qualified officers) 








Attention 
Foreign Car Buyers 


VOLKSWAGENS 
OPELS - MERCEDES 
TAUNUS 


"56 to ‘59 Models 


Specializing in direct shipments to your 
closest port. Eliminate the middle man, 
save with our low, direct to you prices. 
Guaranteed titles. 


GERMAN IMPORTS, INC. 


2401 —— Ave., N. W. 


shington, D. C. 
Phone: Federal ‘7-3900 Mr. Volks 








DEALERSHIP WANTED 


WANTED — GM, FORD OR CHRYSLER 
product franchise in Chicago suburb, 
Wisconsin, Michigan, Illinois, Ohio or 
Iowa, Pay all cash, lease or buy facili- 
ties. Factory approval assured, Confi- 
dential, Box 689, c/o Automotive News, 
Detroit 7. 








Want to Retire? 


Presently employed General Manager 
wants buy-in or buy-out arrangement. Pre- 
fer GM dual or Ford in Wisconsin or 
Great Lakes area. Thirty-eight years old, 
married, three children. Excellent personal 
and business references guaranteed. Will- 
ing to relocate for right opportunity. Con- 
fidential. Write Box 740, c/o Automotive 
News, Detroit 7. 








DISTRIBUTORS WANTED 
DISTRIBUTORS FRANCHISE, Four na- 
tionally advertised, trademarked fast 
money savers sold to auto users, dealers, 
jobbers, fleets, hardware dealers and job- 
bers, Over 100% profit, Advertising help 
launches you into your own business 
practically overnight, Repeat profits 
huge. $10.25 Saleable Kit, $5.00 (to avoid 
sample hounds) credited first order, 
money back if returned, Four-page selling 
Muscle Brochure included free, Service 
Industries, (Rated B-1) 2103-A East 

Somerset St., Philadelphia 34, Pa. 

BUSINESS OPPORTUNITIES 














TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


urniture—Equipment—Machiner y—Tools 
ry Buy/Sell J Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








CARS FOR SALE 





PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 








LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


LLOYD PARTS — complete stock, Prompt 
shipment. Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 1582. 


LLOYD PARTS: Large stock available. 
Immediate shipment. J, C, Lewis Motor 
Co., Savannah, Georgia. 


TRUCKS WANTED 














1960 RENAULT 
DAUPHINES 


$1,350 Full Price 


Delivered East Coast & Southwest Ports. 
$1,395 West Coast. Twenty car minimum 
order. Letter of credit or letter of com- 
mittment only, 


Circle Discount Corp. 


2401 Pennsylvania Ave., N. W., 
Washington, D. C. 


FEderal 7-3900, Mr. La France 





PART a work IN ALL MARKETING 
AREAS: Man d to learn 
to demonstrate a po od but pF 
invention that positively eliminates ail 
automobile wheel balancing and tire truing 
devices, cures “‘out of round" tire effects 
also, in less than 5 minutes per wheel. 
Spare time can earn up to $50 per day. 
No investment. Factory furnishes elaborate 
training program and all equipment, with 
no obligation, to the right man. This is an 
unusual opportunity to train yourself at no 
cost to fill a full time position, if you wish, 
of territorial manager. 
Write, giving your background and other 
information for our consideration if you 
can qualify. 

J. Lavinger, B & B MFG. CO., 

Box 816, Sioux City, lowa 











DEALERSHIPS AVAILABLE 








Are 398 


PRINZ 
PRINZ 





price is P 
cars may have. 
economy—55 m.p.g.! Top 
is a 4-seater, 





is quality throu 
craftsmen. 





Now Accepting Dealer Applications for 


NSU PRINZ 


Latest West German Import Automobile 


$i, 398 price is P.O.E. New York, including heater, defroster, turn 
lights, front and rear bumper 
from any impact the “Big 3" compact 


aluminum air-cooled 26 h.p. rear engine. Famous 
mountain climbin: oh ond pep = fan pamper trouble-free performance. 


Factory f oe in eters. 
PROFIT POTENTIAL 1S EXCELLENT! 
Write Us Today! 


MID-WEST IMPORTS COMPANY 


Box 708, c/o Automotive News, Detroit 7. 
Exclusive distributors for the NSU PRINZ in Ohio, Michigan, Indiana, Kentucky, 
Illinois, Wisconsin 


FULL 
RETAIL PRICE! 


guards, outside. mirror. 
2 m.p.h.! 


by West German precision 








If desired, arrangements can be 
made to ship direct to your near- 
est port of destination. 


Volkswagens 
and 


Ghias 


ALL MODELS— 
ANY QUANTITY 


Titles & State inspection guaranteed 


LONG IMPORTS, Inc. 
44 Whitehall St. New York 4, N. Y. 
Whitehall 3-0650 
N. Y. OFFICE 





VOLKSWAGEN 


1958, 1959, 1960 


Sedans, Sunroofs, Ghias 


MERCEDES 


Immediate delivery, direct shipments to New 
York, Philadelphia, Houston, Jacksonville, 
Los Angeles. 


LINTON ENTERPRISES, INC. 


1860 Broadway, New York 23, N. Y. 
CIRCLE 5-0630 


Jacksonville: EL 6-7551 
Houston: WAlinut 8-2671 








WANTED: HOLMES 650 WRECKER 
mounted on C.O.E, Dodge truck, Send 
photo and price to Jamison Motor Co., 
Inc., Station A, Box 308, Radford, Va. 


MISCELLANEOUS 





e-payeer gs “Bors & 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-U 
DEALERS’ SPECIAL Feo. B. te Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 




















Since 1939" 
Canadian Distribyvtors 
Eastern: Western: 

Five Wheels Ltd. Five Wheels 
599 Yonge St. be te itd. 
Toronto, Ontario = — St. 

Winn 2, 

Manitoba : 

SEIN AL 


NEON EDSEL SIGN 11’ 6’ long. The E is 
47’ across. EDSEL name mounted on 
36’’ high box, steel frame, enamel finish. 
Double tubing. Cost $750. Sell $300 
F.0O.B., Watkins Motors, Clinton, Iowa. 





1960 PRICEMASTER 


With new model changes and new prices, will 
be ready before long. The encyclopedia of 
dealer cost prices of all large and the new 
small American made cars, three trucks, 25 
foreign cars— plus all optional accessories. 
Shows all standard equipment for all models. 
Yearly subscription price $10.00, 5% discount 
for cash with all orders received before Oct. 
|. All supplements free, with all the addi- 
tional information about the new small Ameri- 
can cars, makes the 1960 PRICEMASTER a 
most valuable asset. Sold only to dealers 
and automotive affiliates. Help us to give 
you the best of sores ORDER YOURS NOW 
TODAY—-DON DELAY. B. SALES CO., 
INC., DEPT. 3A, ‘aeiith or * Rock islend. Hh. 








SHOP EQUIPMENT FOR SALE 





HOISTS—8 Two post Weaver, 1 single 
post, cabinet Lincoln Lube 5 reel, 2 
drainmobiles, (3) 275 gallon motor oil 
tanks, 10 h.p. air compressor, 5 h.p. 
compressor, ™% h.d, electric drill, type- 
writers, receipt registers, etc.; 2 small 
parts bins, electric stainless and neon 
letters ‘‘CHEVROLET,’’ neon signs with 
transformers ‘‘USED CARS,’’ many 
more items. Must sell at once. Mel, 3161 
N. Clark St., Chicago (Diversey 8-8882). 


SHOP EQUIPMENT WANTED 


FLOOR CRANE—two ton; bench vises— 
seven or eight inch; Hydraulic press, ten 
to twenty ton. P, O,. Box 124, East Liv- 
erpool, Ohio. 

MAILING LISTS 

DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. Sept., 1959 checked, On 
addressed labels, 35M, $14 per M. Box 
734, c/o Automotive news, Detroit 7. 


DECAL TRANSFERS 




















TRUCK DECALS: Durable, brilliant col- 
ors, Designed to your specifications. Low 
cost, easy to apply, Write for samples. 
Allied Decals, Inc., 8356 Hough, Cleve- 
land 3, Ohio. 


ANTIQUE CARS FOR SALE 
1926 PONTIAC COUPE, completely restor- 
ed, perfect running condition, Sacrifice at 
a Jim Retzlaff Pontiac, Barstow, 
alif. 








ANTIQUE 


1926 Pierce Arrow sedan, original throughout. 
Includes rear spare mount, trunk, solid alu- 
minum body, fender-mounted headlamp and 
running boards. 


Very clean interior. 
Best cash offer takes. Call or wire 


Mer-Lim Motors Ltd. 











Talbot St. East St. Thomas, Ontario 
Phone: Melrose 1-6540 CANADA 
SEE PAGE 42 


for the nation's 
TOP AUTO AUCTIONS 








proccttnen 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 








TO. 


eee eee ereeerees 
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TRADE CONNECTION: 
Truck Dealer [] 


Car Dealer [] 


Jobber [] Insurance oO 


Make of Car. .ceececveccevesececcecceccencceses Me cccccccccesccccece 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Manufacturer [J 


Financial [) Supplier [] 


9-7-59 

















“Mr. INTERNATIONAL” 





lets you profit by his experience 


He’s the Zone Manager, helping a dealer prepare a 
proposal that specifies equipment exactly right for 
a fleet operator’s job... along with a price that’s ex- 
actly right to close the deal. 


He’s the District Parts Supervisor, helping a dealer 
re-evaluate stock levels in relation to demand to as- 
sure prompt availability of parts and quick turnover. 

He’s the District Credit Manager, helping a dealer 
solve problems of capital investment, the financial 
details of an important deal, or the financing of addi- 
tional facilities for his dealership. 


“‘Best deal in the truck business. . 


INTERNATIONAL TRUCKS HL 





“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 








